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Error  Correction  Code  memory  and  drives  you  can  exchange  while 
the  server  is  active  help  maximize  uptime  and  productivity. 
Built-in  instrumentation,  Intel  LANDesk  Server  Management 
software  and  compatibility  with  enterprise  management  solutions 
help  keep  IT  managers  in  control.  Toshiba  specially  designed 
software  additions  that  delivers  proactive  monitoring  of  hard  disk 
drive,  power  supplies  and  cooling  fans.  For  more  information,  go 
to  www.manageability.toshiba.com.  The  Magnia  7000  series  is 
pair  of  a  family  of  Toshiba  servers  that  software 
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MAGNIA  7000  SERIES 


Processors 
Upgradeability 
Cache 
Memory 
Storage  Bays 


A  true  enterprise 
class  server  that 
provides  exceptional 
performance, 
reliability  and 
H  manageability. 

Intel*  Pentium*Il  Xeon”  processor,  400MHz  or^f50MH^ 

Quad  processing  capable,  one  (1)  processor  standard 
5I2KB,  1MB  or  2MB  internal  second  level  ECC  cache 
256MB  buffered  ECC  EDO  DRAM  (4GB  max) 


Four  (4)  front  accessible  bays:  one  (1)  3.5” 

(occupied  with  3.5”  floppy),  three  (3)  5.25”  half-height 
.  (one  (11  occupied  with  CD-ROM),  six  (6)  3.5”  hot-swap 

MAX-  SCA  bays  with  1”  height  support.  Optional  second  cage 

\tj.Ad  77)  supports  six  (6)  additional  i"  hot-swap  drive  bays.  All 

hot-swap  drive  bays  support  ultra2-wide  SCSI-3  (LVDS) 
specification 


Hot-Swap  Capacity 
I/O  Expansion  Slots 


54GB  using  9GB  1"  devices  or  108GB  with  optional 
second  hot-swap  cage 

Seven  (7)  total:  six  (6)  32-bit  PCI  slots,  one  (1)  PCI/ISA 
shared,  one  (1)  PCI  slot  occupied  with  network  interface 


TOSHIBA 


1 -800-TOSHIBA 

wvw».toshiba.com 


Portables.  Desktops.  Servers. 
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If  your  IT  Management  solution  fails, 
which  thank-you  gift  will  the  boss  be  sending  you? 


Learn  why  OpenView  has  so  many  satisfied  customers: 


http://www.openview.hp.com 
or  CALL  1-800*785*3925 
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The  word  is  out.  Far  too  many  enterprise 
management  projects  don’t  deliver.  So,  what's 
the  hang  up?  Recent  industry  analyst  studies 

reveal  that  most  major  Framework 

. 

implementations  take  too  much  time  and 
don't  deliver  ROI.  After  years  of  work,  only 
a  small  portion  of  purchased  functionality  is 
actually  implemented.  There  is  a  better  way. 

HP  OpenView  delivers  measurable,  proven 
results  quickly  and  completely.  A  new 
independent  head-to-head  lab  test*  revealed 
“HP  delivers  on  the  promise  of  integrated 
tools  to  solve  specific  problems ~  Unlike 
PLATINUM,  CA  and  Tivoli,  HP  has  not 


ovedoaded  its  solution  with  a  common 


framework ~  HP's  generally  flawless  solution 

sets  the  mark  against  which  to  measure  all 

: 

other  out-of-the-box  functionality n. 
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The  OpenView  approach  is  different  from 
the  "leap  of  faith"  framework  approach. 
Target  your  most  pressing  problem  and 
solve  it  today. 


HP  OpenView.  Reach  your  management 
goals  without  getting  hung  in  the  process. 


HP  OpenView 


Works 


Attend  the  OpenView  Forum  &  Universe  Conference 

APR  ft  1Z-U,  1999  HYNES  CONVENTION  CENTER.  BOSTON,  MASSACHUSETTS. 


VISIT  OUR  WEB  SITE  AT  www.openview99.com 
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‘Source:  Network  Computing,  Syracuse  University  Real-World  Labs®,  1999. 
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Web  hosting.  Outsourcing  your 
Web  site  could  be  a  great  idea  for 
a  variety  of  reasons.  But  how  do 
you  pick  the  right  ISP?  In  Foo'  Bar 
this  week,  The  Motley  Fool's  tech¬ 
nical  dudes  show  you  how.  There's 
a  quiz,  so  bring  a  sharpened  No.  2 
pencil.  DocFinder:  1639 

E-commerce.  Read  our  Electronic 
Commerce  Issue  this  week,  then 
come  online  for  additional  articles 
and  resources,  from  primers  to 
downloadable  e-commerce  evalu¬ 
ation  software.  DocFinder:  1706 

Water  Cooler. 

Free  PCs? 
Executive  Editor 
Beth  Schultz 
takes  a  look  at 
those  offers:  Are 
they  worth  the 
price?  DocFinder:  1640 

DHCP.  An  administrator  wants 
to  restrict  Internet  access  on 
a  particular  subnet  without  limit¬ 
ing  user  access  to  internal  re¬ 
sources.  Is  this  possible?  Come 
online  and  help  him  out. 
DocFinder:  1641 

Be  a  mentor.  A  new  network 
administrator  is  looking  for  advice 
on  books,  Web  sites  and  other 
sources  of  information  to  help  him 
get  up  to  speed  on  general  net¬ 
work  and  infrastructure  issues. 
What  would  you  recommend? 
DocFinder:  1642 

Driver  problem.  Another  reader 
has  run  into  a  mysterious  problem 
with  his  NT  server:  He  can't  seem 
to  get  the  control  panel  to  recog¬ 
nize  a  new  tape-drive  driver.  Read 
about  his  problem,  then  offer  your 
solution.  DocFinder:  1643 

Daily  news.  NetFlash  is  your  daily 
network  news  digest.  Scan  the 
headlines,  then  dive  deeper  into 
breaking  news  from  Network 
World  and  the  IDG  News  Service. 
DocFinder:  1644 


How  to  get  onto 
Network  World  Fusion 

Click  on  Register  on  the  home  page 
and  follow  the  instructions. 
Subscribers,  keep  your  NWF  number 
—  highlighted  on  the  front  cover's 
mailing  label  —  handy  during 
registration.  Nonsubscribers 

must  fill  out  an  online  - 

registration  form.  _ 
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HOW  TO  CONTACT  US 
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News 


CAs  Unicenter  branches  out 


Web  sight 


Computer  Associates'  MasterIT  lets  Web  site  managers  see  who 
is  visiting  their  sites  and  how  much  traffic  the  sites  are  getting. 
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MasterIT  offers  a 
variety  of  reports  on 
Web  statistics. 


Top  Requested  Pages 


Avg  Time  Spent  (sec) 


Users  can  look  at  data,  such  as  number 
of  requests  made  to  each  Web  page,  to 
see  which  pages  are  hit  the  most. 


BY  JEFF  CARUSO 

ISLANDIA,  N.Y  —  In  an 
attempt  to  give  net  managers 
more  control  over  their  net¬ 
works,  Computer  Associates  is 
about  to  stretch  its  Unicenter 
management  software  in  a  vari¬ 
ety  of  ways  —  starting  with 
Linux  support  and  improved 
Web  site  management. 

CA  is  preparing  to  unveil 
Unicenter  software  for  the 
Linux  operating  system  at 
next  month’s  LinuxWorld  con¬ 
ference  in  San  Jose,  sources 
familiar  with  the  company’s 
plans  say. 'Hie  move  would  give 
users  more  choices  and  make 
CA  the  first  of  the  major  net¬ 
work  management  vendors  to 
embrace  Linux  with  its  flagship 
enterprise  management  soft¬ 
ware.  CA  declined  to  comment. 

This  week,  CA  will  ship  soft¬ 
ware  that  watches  a  company’s 
Web  site  and  reports  on  the 
amount  of  traffic  it  receives.The 
company  will  try  to  generate 
interest  in  the  software,  dubbed 
MasterIT,  by  offering  until 
August  a  free  version  with  lim¬ 
ited  support  and  scalability. 

The  new  products  fit  into 
the  company’s  overall  plan  to 


evolve  Unicenter  to  keep  up 
with  advances  in  network  man¬ 
agement.  For  instance,  less 
expensive,  more  targeted  man¬ 
agement  software  has  become 
available  from  start-ups,  so  CA 
has  systematically  broken  the 
various  functions  of  Unicenter 
into  separate  products  under 
the  IT  moniker  that  it  can  then 
sell  for  less. 

“They  can’t  afford  to  get 
complacent,  and  I  think  they 


know  that,”  says  Richard  Ptak, 
vice  president  of  systems  and 
application  management  at 
Hurwitz  Group  in  Framing¬ 
ham,  Mass.  Ptak  says  smaller 
vendors  are  more  nimble  and 
are  coming  out  with  focused 
tools  that  can  be  useful  to  net¬ 
work  managers. 

In  the  second  half  of  this 
year,  CA  will  unveil  a  beta  ver¬ 
sion  of  Unicenter  The  Next 
Dimension  (TND).  Unicenter 


TND  will  have  at  its  heart  an 
object-oriented  repository  of 
systems  and  network  manage¬ 
ment  data  collected  over  time. 

The  repository,  based  on 
CA’s  Jasmine  database  technol¬ 
ogy,  will  be  similar  to  Cable¬ 
tron  Spectrum’s  data  ware¬ 
house  in  that  it  will  show  net¬ 
work  trends  and  use  the 
trends  to  predict  future  behav¬ 
ior  (NW,  Feb.  15,  page  1).TND 
replaces  the  current  Unicenter 
database. 

Before  the  release  of  TND, 
CA  will  continue  to  expand 
the  functions  of  the  current 
version  of  Unicenter  by  creat¬ 
ing  intelligent  agents,  called 
Neugents,  which  determine 
what  constitutes  a  system’s 
normal  behavior  and  notifies 
network  managers  when 
something  out  of  the  ordinary 
happens. 

Neugents,  debuting  this 
spring  and  summer,  will  moni¬ 
tor  Unix  performance,  detect 
when  someone  is  trying  to 
break  into  a  system  and  pro¬ 
tect  it  against  viruses,  says 
Yogesh  Gupta,  senior  vice 
president  of  product  strategy 
at  CA.  While  most  antivirus 
programs  look  for  patterns  in 


software  and  compare  them  to 
a  list  of  known  viruses,  an 
antivirus  Neugent  would  be 
able  to  detect  typical  virus 
signs,  such  as  unusual  disk 
activity,  and  catch  viruses 
before  they  are  known  and 
catalogued,  he  says. 

MasterIT  is  the  latest  in  a 
series  of  IT  products  that  CA 
has  released  over  the  past  year. 
The  products  perform  specific 
functions  that  can  be  found  in 
Unicenter,  such  as  network 
management  (NetworkIT  Pro), 
software  distribution  (ShipIT), 
security  (GuardIT),  asset  man¬ 
agement  (AimIT)  and  several 
others. 

MasterIT  shows  how  quickly 
a  company’s  Web  site  is 
responding,  checks  the  content 
of  the  pages  to  ensure  pieces 
aren’t  missing  when  visitors 
retrieve  them  and  shows  where 
visitors  are  coming  from. 

MasterIT  runs  on  Windows 
NT  and  Unix  and  has  agents  for 
a  variety  of  Web  servers.  The 
enterprise  edition  costs  $  1 ,300 
per  server,  and  can  manage  an 
unlimited  number  of  Web  sites 
and  pages.  The  free  promo¬ 
tional  version  can  monitor  two 
sites  and  20  URLs. 

CA:  (516)  342-5224 

Get  more  info  online. 

|  DocFinder:  1837  | 
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Cabletron  readies  service  provider  wares 


New  direction  for  Cabletron 

Cabletron's  CyberSwitch  9000  products  will  use  technology 
obtained  via  a  host  of  acquisitions.  The  new  product  line  will 
consist  mainly  of  carrier  equipment,  such  as  integrated  access 
devices. 

Companies  and  their  technologies  acquired  by  Cabletron 

•  Network  Express  (ISDN)  •  ZeitNet  (ATM) 

•  NetLink  (frame  relay)  •  YAGO  (gigabit  routing) 

•  FlowPoint  and  Arial  (DSL) 


Worldwide  integrated  access  device  market 


BY  JIM  DUFFY 

ROCHESTER,  N.H.  — 
Cabletron  is  making  a  strate¬ 
gic  move  into  the  service 
provider  market  in  an  effort 
to  fill  a  gaping  hole  in  its 
product  line  and  boost  its  sag¬ 
ging  fortunes. 

In  the  second  quarter,  the 
company  will  unveil  a  new 
data  network  product  line  for 
service  providers  looking  to 
offer  users  integrated  voice, 
data  and  video  services  over 
the  Internet  and  private  IP 
networks. 

The  new  products,  being 
developed  under  the  internal 
code  name  CyberSwitch 
9000,  will  be  based  on  tech¬ 
nology  Cabletron  obtained 


from  companies  it  has 
acquired  over  the  past  four 
years  (see  graphic). 

“It’s  a  multiservice  plat¬ 
form  that  addresses  things 
like  [virtual  private  net¬ 
works],  packet  over  SONET, 
voice  over  IP  and  high-density 
distributed  routing,”  a 
Cabletron  spokesman  says. 

He  added  that  the  Cyber¬ 
Switch  9000  family  will  be 
announced  around  the  time 
of  the  NetWorld+Interop 
trade  show  in  May  and  might 
carry  the  SmartSwitch  Router 
brand  name. 

Traditionally  an  enterprise 
data  networking  company, 
Cabletron  has  been  criticized 
for  being  too  focused  on  the 
enterprise  and  missing  oppor¬ 


tunities  in  the  service  pro¬ 
vider  realm  to  which  com¬ 
petitors  Cisco  and  3Com  have 
been  quick  to  respond. 

Some  observers  say  this  is 
one  reason  Cabletron  has  fall¬ 
en  on  hard  times  (NW,  Feb.  8, 
page  l).The  company  lost  12 
cents  per  share  in  its  fiscal 
third  quarter,  ended  in 
November,  while  Wall  Street 
expected  a  profit  of  1 1  cents 
per  share. 

The  CyberSwitch  9000 
effort  is  intended  to  change 
that. 

“It’s  a  very  strategic  initia¬ 
tive  for  Cabletron,”  whether  it 
remains  independent  or 
attempts  to  court  a  buyer,  says 
Esmeralda  Silva,  an  analyst  at 
International  Data  Corp.  in 


Framingham,  Mass. 

Cabletron  was  mum  on 
product  details,  but  it  did  say 
the  CyberSwitch  9000  line 


will  encompass  a  number  of 
chassis  and  form  factors, 
including  the  SmartSwitch 
See  Cabletron,  page  16 
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You  know  changes  are  coming. 
Shouldn't  your  PCs  know  it  too? 


WINDOWS  2000 

READY  PCs 


If  you  buy  a  new  PC  now,  it  should  be  ready  to  run 
the  next-generation  desktop  OS,  Microsoft®  Windows® 
2000  Professional.  Well  that’s  the  whole  idea  behind 
WINDOWS  2000  READY  PCs.  They’ve  got  the  RAM. 
They’ve  got  the  power.  And  they’ve  got  Windows  NT® 
Workstation  4.0  (including  Y2K  updates)— which 
means  you’ve  got  performance,  reliability,  and  low 
support  costs  now,  plus  the  easiest  possible  upgrade 
path  when  the  time  comes.  So  with  one  decision, 
you’re  cleverly  preparing  your  desktops  for  the  future. 

For  information  on  hardware  partners  and  products, 
please  visit  our  Web  site. 

READY  WITH  WINDOWS  NT®  WORKSTATION  4.0 
READY  WITH  300  MHz  OR  MORE 
READY  WITH  64  MB  OF  RAM  OR  MORE 


www.microsoft.com/yyiND0WS2OOO/READY/ 


Microsoft 


Where  do  you  want  to  go  today?' 


Microsoft  Windows  NT  Workstation  4.0  Is  now  available  with  Service  Pack  4,  which  includes  Y2K  and  Euro  updates.  For  Year  2000  information  regarding 
Microsoft  products  see  www.mlcrosoft.com/year2000/. 

©1999  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  Windows,  the  Windows  logo,  Windows  NT  and  Where  do  you  want  to  go  today?  are  either  registered  trademarks  or 
trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
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Nokia  opens  the  checkbook  again 

Wireless  phone  specialist  Nokia  extended 
its  technology  acquisition  binge  last  week 
with  the  $125  million  purchase  of  digital 
subscriber  line  (DSL)  vendor  Diamond  Lane 
Communications  and  an  approximately  $10 
million  buy  of  wireless  IAN  vendor  InTalk 
Corp.  Diamond  Lane  sells  carrier  and 
customer  DSL  hardware  and  supplies  DSL 
service  provider  Covad  Communications 
with  the  gear  it  uses  to  provision  services. 
Nokia  says  the  InTalk  deal  will  help  it  devel¬ 
op  high-speed  wireless  data  products.  Nokia 
last  year  bought  upstart  Ipsilon  Networks  for 
$  1 20  million  to  gain  IP  and  ATM  expertise 
that  it  plans  to  incorporate  into  its  carrier 
access  gear. 

Rumors  du  jour 

Siemens  is  ready  to  plunk  down  $240  mil¬ 
lion  for  gigabit  router  start-up  Argon  Net¬ 
works  of  Littleton,  Mass.,  according  to  a  re¬ 
port  in  the  Boston  Globe  last  week.  Rumors 
of  Siemens’  interest  in  Argon  have  been 
swirling  for  some  time.  Siemens  is  expected 
to  announce  the  acquisition  the  week  of 
March  8,  according  to  the  Globe  report.  An 
Argon  spokeswoman  declined  comment.  A 
Siemens  spokeswoman  would  neither  con¬ 
firm  nor  deny  the  report. 

The  word  on  Wall  Street  last  week  had 
switch  maker  Xylan  being  bought  by 
Alcatel.The  rumor  of  this  purchase  has  been 
around  before,  but  some  sources  were  cer¬ 
tain  the  buy  could  happen  by  mid-March. 

Big  Blue  bolsters  Linux  standing 

IBM  last  week  made  the  Linux  operating 
system  a  central  component  of  its  PC  server 
operating  system  lineup.  IBM  said  next  month 
it  will  begin  ship¬ 
ping  its  Netfinity 
servers  running 
Linux  side-by-side 
with  Windows  NT. 

The  announce¬ 
ment  was  made 
possible  because 
IBM  signed  an 
agreement  to  use 
Red  Hat  Software’s 
Linux  software. 

Under  the  agreement,  the  companies  will 
work  to  boost  performance,  reliability  and 
security  for  the  Linux  operating  system  on 
IBM  equipment.  IBM  said  other  Linux  pro¬ 
jects  are  in  the  works,  such  as  Linux  for  its 
RS/6000  and  AS/400  servers  and  Thinkpads. 
IBM  joins  a  raft  of  big-name  vendors  that 
have  announced  support  for  Linux,  includ¬ 
ing  Dell,  Novell,  Compaq,  Intel,  Netscape, 
Oracle  and  Hewlett-Packard.  According  to 
International  Data  Corp.,  Linux  was  the 
fastest-growing  server  operating  environ¬ 
ment  in  1998,  capturing  more  than  17%  of 
all  server  operating  system  shipments. 


Fight  over  E-rate  funds  intensifies 

With  federal  money  to  fund  discounted 
IAN  and  WAN-access  gear  in  schools  and  lib¬ 
raries  running  out,  a 
Republican  member  of 
the  Federal  Commun¬ 
ications  Commission  has 
stepped  in  to  ensure  rural 
schools  get  their  fair 
share.  Harold  Furchtgott- 
Roth,  a  critic  of  the  entire 
E-rate  program  for  school 
Internet  access,  blasted 
the  FCC’s  Common  Car¬ 
rier  Bureau  and  the  Universal  Service 
Administration  Co.  for  allowing  a  consortia 
of  urban  schools  to  combine  their  applica¬ 
tions  in  such  a  way  that  they  would  get  their 
money  before  individual  rural  schools. 

Under  E-rate,  schools  with  lower  average 
income  levels  not  only  get  higher  discounts 
but  also  receive  higher  priority  in  getting  the 
discounts  if  funds  —  paid  for  by  surcharges 
on  all  users’  telecom  bills  —  run  short. 

Last  week,  FCC  Chairman  William 
Kennard  stepped  into  the  fray  and  ruled 
that  all  schools  eligible  for  equipment  dis¬ 
counts  of  at  least  70%,  both  urban  and  rural, 
would  get  funded,  though  the  E-rate  pro¬ 
gram  will  have  to  dip  into  a  reserve  fund  to 
accomplish  that. 

E-rate  is  running  out  of  money  because  it 
funded  all  schools’  discounts  for  carrier  ser¬ 
vices  —  even  those  that  have  nothing  to  do 
with  Internet  access  —  before  doling  out 
any  money  for  routers,  switches  and  other 
essential  gear  (NW,  Feb.  15,  page  1). 

A  Harbinger  of  things  to  come 

Harbinger  Corp.’s  top  executives  last 
week  provided  an  outline  of  a  technical 
strategy  the  company  hopes  will  form  the 
basis  of  its  products  and  services  over  the 
next  two  years. 

Harbinger  Chairman  and  CEO  Tycho 
Howie  joined  with  President  James  Traverse 
and  Chief  Financial  Officer  Joel  Katz  in 
announcing  plans  for  an  Internet  “business- 
to-business  portal”  in  which  traditional  elec¬ 
tronic  data  interchange  users  can  exchange 
e-commerce  transactions. 

Called  Harbinger.net,  this  e-commerce 
portal  is  expected  to  be  fully  operational  in 
March. 

Harbinger  customers  will  be  given  soft¬ 
ware  called  Pipeline  for  secure  communica¬ 
tions  with  the  service.  Harbinger  wants  to 
migrate  customers  off  its  proprietary  value- 
added  network  (VAN)  onto  private  IP  links 
managed  by  Harbinger. 

At  the  same  time,  the  company  will  even¬ 
tually  discontinue  support  for  versions  of  its 
EDI  software  that  work  on  the  proprietary 
VAN  in  favor  of  IP-based  EDI  software  and 
newer  technologies  such  as  Extensible 
Markup  Language  (XML). 


Furchtgott- 
Roth:  Play  by 
the  rules. 


IBM  pumps  up  8275 
Ethernet  switch  line 


Switch  family  targets  backbone,  workgroup  sites. 


BY  MARC  SONGINI 

IBM  this  week  will  roll  out 
five  Ethernet  switches  aimed 
at  providing  users  with  low- 
cost  devices  for  growing 
their  enterprise  networks. 

The  8275  Ethernet  Work¬ 
group  Switch  Model  300 
series  is  targeted  at  mid-size 
and  large  businesses  that 
need  to  connect  servers  to 
high-speed  back¬ 
bones.  The  8275 
Model  200  series  is 
designed  to  provide 
Ethernet  connec¬ 
tions  for  small  to 
mid-size  customers 
that  want  to  add 
Ethernet  switching 
to  remote  or  local 
workgroups. 

The  boxes  are 
part  of  IBM’s  effort  to 
become  a  more  significant 
player  in  the  Ethernet  arena 
—  a  marketplace  in  which 
the  company  for  years 
has  lagged  behind  Cisco, 
3Com  and  others.  IBM  re¬ 
cently  said  it  would  unleash 
a  large  family  of  Ethernet 
and  Gigabit  Ethernet  campus 
and  backbone  switches  over 
the  next  10  months  ( NW,  Feb. 
8,  page  1).  This  announce¬ 
ment  partly  fulfills  that 
promise. 

The  8275  Fast  Ethernet 
Workgroup  Switch  comes  in 
three  versions:  the  Model  362 
features  24  10/100M  bit/sec 
autosensing  copper  ports; 
the  Model  318  supports  16 
100M  bit/sec  fiber  ports;  and 
the  Model  322  sports  12  cop¬ 
per  and  eight  fiber  ports. 

The  Model  300  switches 
feature  a  5G  bit/sec  back¬ 
plane  and  two  optional  slots 
for  Fast  Ethernet  or  Gigabit 
connections. 

As  mixed  media  environ¬ 
ments  become  prevalent,  the 
new  8275  Model  300  series 
of  switches  solves  a  big  prob¬ 
lem  for  customers  by  offering 
copper  and  fiber  ports  in  a 
single  box  at  a  good  price, 
IBM  executives  say. 

Analysts  say  the  new  boxes 


may  be  a  bit  of  overkill  for 
remote  office  customers. 

“These  devices  most  likely 
will  be  placed  in  remote 
offices,  and  not  large  back¬ 
bones  or  data  centers,” 
says  John  Morency,  vice  pres¬ 
ident  of  Network  Services 
Renaissance  Worldwide,  a 
consultancy  in  Newton,  Mass. 
“Users  buying  workgroup 
Ethernet  switches  may  not 


need  that  sort  of  fiber  density 
in  their  product.” 

The  8275  Ethernet  Work¬ 
group  Switch  Model  200 
series  includes  the  Model 
217,  which  supports  16  10M 
bit/sec  ports,  and  the  Model 
225,  which  offers  24  10M 
bit/sec  ports.  Both  models 
offer  a  fixed  10/100Base-TX 
port  and  two  optional  Fast 
Ethernet  uplinks  for  copper 
or  fiber  links. 

The  200  series  models 
support  port  trunking,  a  tech¬ 
nique  that  lets  users  config¬ 
ure  two  ports  to  create  one 
logical  connection.  This  fea¬ 
ture  will  let  customers  easily 
double  the  bandwidth 
between  devices  supporting 
the  feature. 

The  8275  family  can  be 
managed  via  any  SNMP  and 
Remote  Monitoring  (RMON) 
management  platform.  SNMP 
and  RMON  support  lets 
users  gather  everything  from 
device  alarms  to  perfor¬ 
mance  statistics. 

The  8275  Model  300 
switches  are  priced  from 
$119  per  port.  The  Model 
200  switches  are  priced 
from  $56  per  port.  All  five 
models  will  be  available 
March  19. 

IBM:  (800)  426-3333 


IBM's  8275  models  support  Fast  Ethernet  and 
Gigabit  Ethernet  uplinks. 


8  Network  World  February  22,  1  999  www.nwfusion.com 


Some  things  are  meant  to  last 


...and  some  things  really  do. 

Xylan's  Omni  Switch/Router 
could  be  the  last  network  upgrade 
you'll  ever  need. 


Installing  Xylan's  OmniS/R  in  the  wiring  closet  may  be  the  last  network 
upgrade  you'll  need  for  a  very  long  time.  In  the  past,  Gigabit  switches  were 
considered  too  expensive  for  the  wiring  closet.  This  isn't  true  any  more. 

Look  at  it  this  way.  You  wouldn't  replace  your  voice  PBX  every  three  years. 
So  why  do  that  with  your  data  network? 

Many  switches  support  Fast  Ethernet.  But  not  many  can  handle  every  port 
running  at  the  same  time  at  full  speed.  Thanks  to  a  22  Gbps  backplane, 
OmniS/R  can  switch  up  to  256  Fast  Ethernet  users  -  all  at  the  same  time. 

And  it  supports  so  many  different  interfaces  that  you  can  completely  migrate 
your  network  without  ever  replacing  the  switches.  As  your  requirements 
grow  and  change,  just  add  modules.  And  OmniS/R  has  the  policy-based 


management  and  directory-enabled  networking  you'll  need  to  manage  your 
network  well  into  the  next  century. 

Best  of  all,  it's  remarkably  inexpensive,  thanks  to  Xylan's  world-class  ASIC 
development  team. 

OmniS/R  gives  you  the  power  you  need  today  and  the  services  you'il  need 
tomorrow.  Lowering  the  cost  of  change  has  never  been  easier. 


See  www.xylan.com/networkworld  or  call  800  995-2612  today  to  get 
your  free  copy  of  Switching  Book  II 


A  solid  introduction 
to  the  latest  topics  in 
switched  networking. 


Building  Intellirv  o  •  ks 


Free  Product  info  enter  NWInfoXpress  #92  online  @  www.networkworld.com/infoxpress 


News 


Venture  spending  reflects  the  need  for 
speed,  electronic  commerce  tools 


$30  million  club 


Six  network  companies  received  at  least  $30  million  in  venture 
capital  in  the  fourth  quarter  of  1998. 


Company 

Primary  business 

New  funding 

Advanced  Telcom  Group 

Los  Altos,  Calif. 

Builds  and  manages  CLECs 

$102  million 

US  Internetworking 

Annapolis,  Md. 

Allows  companies  to  use 
software  applications  over 
the  Internet 

$62.2  million 

Healtheon 

Palo  Alto 

Provides  an  internet  service 
for  the  health  care  industry 

$46.1  million 

NextCard 

San  Francisco 

Markets  credit  cards  over 
the  Internet 

$38  million 

IVillage 

New  York 

Provides  online 
communities 

$33.5  million 

InsWeb 

Redwood  City,  Calif. 

Delivers  insurance  quotes 
over  the  Internet 

$30  million 

Onli 


•  In  our  exclusive  venture  capital  database, 

'lIQ  see  !|0W  muc*(  fun(ling  specific  start-ups 
1 1  C  received.  You  can  search  by  company,  state 

and  venture  capital  firm.  ONTITSlON 

_ 


BY  CHRIS  NERNEY 

Fueled  by  electronic  com¬ 
merce  and  the  feverish  drive  for 
high-speed  Internet  access,  ven¬ 
ture  capital  investing  in  net¬ 
work-related  companies  totaled 
a  record  $5.25  billion  in  1998, 
nearly  45%  more  than  the  pre¬ 
vious  high  registered  in  1997. 

The  past  year  also  saw  the 
number  of  network  venture 
funding  deals  hit  an  all-time 
mark  of  880,  about  25%  more 
than  the  705  deals  made  in 
1997,  according  to  the  latest 
PricewaterhouseCoopers/ 
Network  World  Quarterly 
Venture  Capital  Survey. 

PricewaterhouseCoopers 
provides  Network  World  with 
an  exclusive  analysis  of  net¬ 
work  industry  data  taken  from 
a  broader  venture  capital  sur¬ 
vey. 

Meanwhile,  network  invest¬ 
ments  in  the  fourth  quarter  of 
1998  reached  $1.55  billion, 
down  slightly  from  the  third- 
quarter  total  of  $1.64  billion, 
but  still  the  second-largest 
amount  ever.  However,  the  257 
network  venture  deals  in  the 
fourth  quarter  edged  out  the 
251  deals  in  the  third  quarter, 
the  previous  record. 

E-commerce,  in  a  variety  of 
forms,  was  a  huge  investment 
category  for  venture  capitalists 
in  1998  as  the  corporate  world 
explored  ways  to  make  the 
Internet  pay  off  through  in¬ 
creased  revenue  and  lower 
costs.  (For  more  on  e-com¬ 
merce,  turn  to  our  Electronic 
Commerce  Issue,  which  starts 
on  page  43.) 

E-commerce  is  forcing  funda¬ 


mental  changes  in  how  compa¬ 
nies  do  business,  and  not  just  by 
providing  another  outlet  for 
customers  to  buy  products  and 
services,  says  Steve  Meisel,  glob¬ 
al  leader  of  Pricewaterhouse¬ 
Coopers’  networking  communi¬ 
cations  practice. 

“We’re  talking  about  the 
erosion  of  traditional  interme¬ 
diate  sales  channels  between 
producer  and  consumer,”  he 
says.  “E-commerce  is  driving 
that  erosion.” 

Among  the  e-commerce 
companies  drawing  venture 
funds  in  the  fourth  quarter 
were: 

•  PaylinX  of  St.  Louis  ($4  mil¬ 
lion  in  first-round  funding), 
which  makes  payment-process¬ 
ing  software  for  e-commerce 
applications. 

•  Commission  Junction  of 
Minneapolis  ($300,000  in  seed 
funding),  which  facilitates  pay- 
per-sale  advertising  on  the  ’Net. 

•  Commerce,  Inc.  of  Lex¬ 
ington,  Ky.,  ($4.1  million  in 
second-round  funding),  which 
offers  Internet  business  direc¬ 
tories. 

•  Eclipse  Trading  of  New 
York  ($2.4  million  in  first- 
round  funding),  which  offers 
after-hours  online  securities 
trading. 

Equally  significant  in  1998 
and  specifically  in  the  fourth 
quarter  has  been  venture  in¬ 
vesting  in  communications 
equipment  and  service  start¬ 
ups,  particularly  those  trying  to 
find  ways  to  speed  Internet 
access. 

“The  bandwidth  issue  is  the 
big  challenge,”  Meisel  says.  “Do 
we  make  the  pipe  faster,  or  big¬ 


ger?  Do  we  go  wireless?  We  see 
venture  funds  being  attracted 
to  each  of  the  products  address¬ 
ing  that  issue.” 

As  has  been  the  case  in  the 
past  year,  wireless  start-ups 
received  plenty  of  attention 
in  the  fourth  quarter  as  ven¬ 
ture  capitalists  funded  two 
dozen  deals. 

One  of  the  biggest  winners 
in  the  venture  sweepstakes  of 
1998,  wireless  Local  Multipoint 
Distribution  Services  company 
Formus  Communications  of 
Denver,  grabbed  $11.5  million 
in  the  fourth  quarter.  The  com¬ 
pany  has  received  a  total  of 
$82.2  million  in  three  funding 
rounds  since  the  fourth  quarter 
of  1997. 

Other  start-ups  trying  to 


solve  the  bandwidth  crunch 
are: 

•  High  Speed  Access  of 
Louisville,  Ky.,  ($438,000  in 
first-round  funding),  which  is 
developing  Internet  connectiv¬ 
ity  over  cables. 

•  Quarry  Technologies  of 
Burlington,  Mass.,  ($6  million  in 
first-round  funding),  which  sells 
high-speed  routing  and  quality- 
of-service  technology  for  inter¬ 
networking. 

•  Copper  Mountain  Net¬ 
works  of  Palo  Alto  ($25.3  mil¬ 
lion  in  fourth-round  funding), 
which  markets  end-to-end  digi¬ 
tal  subscriber  line  products 
designed  to  enable  service 
providers  to  offer  high-speed 
connectivity  over  existing  cop¬ 
per  wires.  E 


Venturing  onward  and  upward 


As  venture  capital  investments  in  network  companies  increase . . . 

Figures  in  millions 


. . .  the  number  of  venture-funded  companies  continues  to  rise. 

Number  of  network  companies  receiving  venture  funding 
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News 


Cagle’s  Web  site  —  The 
Professional  Cartoonists  Index 
at  www.cagle.com/art  —  gets 
about  two  million  page  hits 
per  month.  While  topics  range 
far  and  wide,  there’s  a  healthy 
dose  of  Y2K  knee-slappers 
online. 

Self-proclaimed  Mr.  Y2K  — 
a.k.a.  software  developer  Steve 
Magruder  —  has  assembled  a 
humorous  take  on  survivalist 
hysteria  at  his  site  (www. 
blueangelgroup .  com/mry2k) . 


ceived  by  Richard  Lipp  at  List 
&  Clark  Construction  in  Over¬ 
land  Park,  Kan.,  might  be  con¬ 
sidered  a  tad  overzealous. 

“We  sell  sand,”  Lipp  writes. 
“I  dutifully  returned  the  sur¬ 
vey,  noting  that  our  engineers 
have  assured  me  that  our 
sand  will  continue  to  func¬ 
tion  as  specified  on  and  after 
Jan.  1,  2000.” 

Of  course,  noncompliant 
sand  may  not  be  as  nutty  as  it 
sounds,  when  you  consider 


T 

Ml 


X  WANT  uSTo  HeAD  FoRt+ieMiDDLe  EASTwilH 

MFurttmejiAUSr  pooMSoar  cuix  to  awayt  ths. 

Second  CoMiNS,  BUT  HE  WANTS  US  10  HGAD 
F6R“THe  was  WiTR  the  T2K  SURViVAUSTS 
lo  AWAiT  TH6  BREAKDOWN  op  SoCieTY-.,. 


Included  are 
such  pas¬ 
sages  as: 

“How  to 

learn  to  stop 
worrying 
and  love  The 
Apocalypse” 
and  “Home 
defense:  How  to  keep  what  is 
yours  and  take  what  is  others.” 

Any  Web  search  on  “Year 
2000  humor”  turns  up  dozens 
of  corporate  and  personal  sites 
with  pages  devoted  to  Y2K 
funny  stuff.  In  the  interest  of 
getting  you  back  to  work, 
we’ve  culled  some  of  the  best 
—  and  worst  —  material  for 
your  reading  pleasure. 

The  mad  scramble  to  obtain 
written  Y2K  assurances  from 
suppliers  and  vendors  has 
many  organizations  blasting 
out  requests  to  everyone  with 
whom  they’ve  ever  done  busi¬ 
ness.  Some  of  these  docu¬ 
ments,  such  as  the  one  re- 


that  a  gravestone  (the  ultimate 
embedded  system?)  actually 
can  have  a  two-digit  Y2K  bug, 
at  least  according  to  Web  lore. 
It  seems  as  though  some  grave 
markers  come  with  the  “19” 
pre-engraved,  meaning  their 
owners  will  either  have  to 
meet  their  maker  soon  or 
engravers  may  find  themselves 
as  much  in  demand  as  COBOL 
coders. 

Speaking  of  which:  One  of 
the  most  widely  circulated 
jokes  tells  the  tale  of  a 
burned-out  COBOL  program¬ 
mer  who  has  himself  cryo- 
genically  frozen  in  an  attempt 
to  escape  his  crushing  Y2K 
burdens. 

He  leaves  instructions  to 
be  defrosted  next  March, 
when  presumably  all  the 
work  and  worry  will  be  over. 
One  problem:  The  freezer 
turns  out  to  have  a  nasty  Y2K 
bug  of  its  own.  He  isn’t 
thawed  until  2099,  at  which 


time  his  reappearance  sparks 
a  reaction  worthy  of  the 
Second  Coming. 

“Why,”  he  asks  his  cheering 
new-age  friends,  “does  every¬ 
body  seem  so  interested  in 
me?” 

“Well,”  comes  the  reply, 
“2100  is  just  around  the  cor¬ 
ner,  and  it  says  in  your  files 
that  you  know  COBOL.” 

Here’s  a  mock  memo 
issued  by  an  automated  pay¬ 
roll  processing  system  on 
the  first  work 
day  of  the  new 
millennium: 

“Dear  Em¬ 
ployee:  Our 

records  indicate 
you  have  not 
used  any  vaca¬ 
tion  time  over 
the  past  100 
years.  As  I’m 
sure  you  are 
aware,  employ¬ 
ees  are  granted 
three  weeks  per 
year  or  pay  in 
lieu  of  time  off. 
One  additional 
week  is  granted 
for  every  five 
years  of  service. 

“Please  either 
take  9,400  days 
off  work  or 
notify  our  office 
and  your  next  paycheck 
will  reflect  payment  of 
$8,277,432.” 

This  next  one’s  widely  post¬ 
ed,  too,  including  at  www. 
r2i.com.  It’s  an  animated  car¬ 
toon  showing  a  tubby  typist  — 
perhaps  a  trade  magazine 
reporter  —  banging  away  at  his 


BY  PAUL 
MCNAMARA 

Had  enough  Year  2000 
doom  and  gloom? 

If  so,  how  about  a  guided 
tour  of  Y2K’s  lighter  and 
loonier  side? 

Year  2000  has  been  hell  on 
code  fixers  and  IT  budgets, 
but  “The  Bug”  has  also  been 
manna  from  heaven  for 
humorists,  be  they  profes¬ 
sional,  amateur  or  blissfully 
unwitting. 

Like  the  software  vendor 
who  assured  customers  his 
products  are  already  Y2K-com- 
pliant  and  that  “the  next 
release  will  be  even  more 
compliant.” 

Or  the  military  man  in 
search  of  Y2K  answers  who 
asked,  “Well,  what  did  we  do 
last  time?” 

Or  the  executive  for  a  secu¬ 
rities  organization  who,  when 
asked  if  brokerage  accounts 
might  get  lost  in  the  Y2K  shuf¬ 


fle,  replied:  “Ludicrous.  But  I’ll 
have  paper  printouts  of  my 
personal  finances  just  in  case.” 

The  best  place  on  the  World 
Wide  Web  for  Y2K  wisdom  of 
this  sort  is  Duh-2000  (www. 
duh-2000.com),  self-dubbed, 
“The  monthly  contest  for  the 
stupidest  thing  said  about  the 
Year  2000  problem.” 

Professionals  also  have 
taken  cracks  at  the  topic. 
“Cartoonists  hit  the  mother 
lode  with  this  one,”  says  Daryl 
Cagle,  president  of  the 
National  Cartoonists  Society. 
“Giant  bugs  blend  with  images 
of  doomsday  cultists  and 
visions  of  the  apocalypse.” 


“I  told  you  so”  piece  on  Jan.  1, 
2000. 

“As  I  predicted,  the  mil¬ 
lennium  bug  hype  was  great¬ 
ly  overblown  ...  I’ve  seen 
little  evidence  of  this  so- 
called  bug.” 

Rather  than  spoil  the  fun  for 
those  who  haven’t  seen  it,  let’s 
just  say  Mr.  Smarty-pants  gets 
his  comeuppance. 

Some  attempts  at  Year  2000 
yuks  are  downright  painful, 
while  others  are  painfully  on 
the  mark: 

Question: How  do  Y2K  code 
fixers  greet  each  other? 

Answer: May  the  ‘source’ be 
with  you. 

Question:  What  are  Y2K 
consultants  going  to  do  after 
Year  2000? 

Answer:  Become  expert 
witnesses. 

Mixing  Year  2000  with 
Microsoft-bashing  should  be  a 
slam-dunk  formula  for  humor, 
though  that  doesn’t  mean 
some  of  these  hybrids  don’t 
clang  off  the  rim. 

“Microsoft  has  announced  a 
solution  for  the  Year  2000 
problem,”  JavaSoft  President 
Alan  Baratz  has  been  quoted  as 
saying.  “It  will  be  released  in 
2004.” 

Presumably  just  before 
Windows  2000. 

There’s  plenty  more  out 
there,  but  that’s  enough 
Y2K  frivolity  for  one  issue. 
We  now  return  you  to 
your  regular  Network  World 
programming.  01 


The  Y2K  bug  is  a  big  joke 


Get  more  info  online. 
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The  browse  function 
presents  a  list  of  NetOp 
Host  PCs  in  the  network. 


View  controlled  PCs 
windowed  —  or  zoom  in  for 
a  full  screen  view. 


Backwards  compatible.  Can 
remote  control  earlier  NetOp 
Host  versions  on  your 
network. 


Chat  feature  allows  on-line 
conversation  with  remote 
user  —  ideal  for  support 
situations. 


Remote  control  using  any 
popular  communication 
standard  (NetBIOS.  IPX. 
TCP/IP  modem  and  ISDN). 


Simultaneous  remote  control 
of  multiple  PCs  running 
any  resolution  and  color 
depth. 


Cross  platform.  All  major 
PC  operating  systems  are 
supported. 
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Every  PC  in  your  company:  windows  nt  4  0  &  3  x,  windows  95, 

Windows  3.1  x,  OS/2,  D0S...EaSy:  One  click  to  any  available  PC  in  your 
company;  installs  easily  in  minutes...  Fast:  Compression  and  caching  for 
optimal  performance...  Secure:  Call-back,  passwords,  multilevel  access 
rights,  audit  trails,  centralized  security  server. . .  Stable:  No  TSRs, 
no  replacement  of  device  drivers,  low  resource  require¬ 
ments...  FREE  OFFER!  Give  us  your  name, 
address,  and  contact  information,  and  we’ll 
give  you  a  FREE  full-function  trial  copy: 

800-675-0729  Fax: 561-391-5820. 

Visit  us  at:  www.4ctc.com 
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AT&T/TCI  approval  sparks  resentment 

RBOCs  say  decision  not  to  force  AT&T  to  open  cable  nets  means  DSL  should  be  deregulated,  too. 


BY  DAVID  ROHDE 

WASHINGTON,  DC.  — 
AT&T  last  week  took  a  giant 
step  toward  its  cherished  goal 
of  controlling  millions  of 
deregulated  consumer  cable- 
access  lines,  as  the  Federal 
Communications  Commission 
approved  its  acquisition  of 
Tele-Communications,  Inc. 
(TCI). 

But  regional  Bell  operating 
companies  immediately 
piped  up  to  say  the  move 
demands  a  quid  pro  quo  to 
benefit  business  and  residen¬ 
tial  users.  RBOCs  say  the  FCC 
now  should  deregulate  digital 
subscriber  line  (DSL)  and 
other  high-speed  access  ser¬ 
vices  so  the  RBOCs  can  rapid¬ 
ly  deploy  millions  of  those 
lines  as  well. 

FCC  approval  of  the  AT&T/ 
TCI  merger  was  expected,  but 
the  FCC  delighted  AT&T  by 
not  attaching  many  conditions 
to  the  deal. 

America  Online  led  the  bat¬ 
tle  to  get  the  FCC  to  force 
AT&T  to  open  up  its  prospec¬ 
tive  high-speed  cable  Internet 
facilities  to  all  ISPs.  But  the 
FCC  ruled  that  because  cable 
telephony  and  cable  Internet 
technologies  are  in  their 
infancies,  AT&T  should  be 
able  to  keep  its  facilities  to 
itself. 

The  RBOCs  want  the  FCC  to 
deregulate  DSL  so  they  would 
not  have  to  resell  the  service 
to  competitors  or  offer  rivals 
ports  on  RBOC  DSL  access 
multiplexers  (DSLAM). 

The  RBOCs  say  the  resale 
rules  make  them  hesitant  to 
invest  in  DSL  regionwide,  just 


as  AT&T  argued  that 
a  requirement  to 
resell  cable  lines  to 
competitors  would 
cause  it  to  think 
twice  about  investing 
in  cable  upgrades. 

“I  don’t  think  the 
FCC  is  in  a  position 
to  allow  [AT&T  and 
TCI]  to  operate 
pretty  much  free  of 
any  kind  of  regula¬ 
tion  and,  at  the 
other  extreme,  regu¬ 
late  us  to  the  nth 
degree,”  says  Bob  Blau,  Bell- 
South’s  vice  president  of  leg¬ 
islative  and  regulatory  affairs. 
“They’re  going  to  have  to 


FCC's  Kennard 
expects  an  "enor¬ 
mous  undertaking 
by  AT&T  to  make 
cable  facilities 
interactive. 


rationalize  the  two 
approaches.” 

Blau  sees  two  ways 
for  the  FCC  to  do 
this.  It  could  simply 
reconsider  a  broad 
data-deregulation 
proposal  that  it  post¬ 
poned  last  month. 

Or  it  could  use  an 
opportunity  provided 
by  the  Supreme 
Court  to  declare  that 
competitors  must 
install  their  own 
DSLAMs  rather  than 
piggyback  on  RBOC  DSL  gear. 
The  court  recently  ruled  the 
FCC  has  the  right  to  set  nation¬ 
al  telecom  reform  rules  but 


asked  the  FCC  to  rewrite  some 
of  those  rules. 

Regardless  of  the  approach, 
the  RBOCs  are  expected  to 
garner  the  support  of  hard¬ 
ware  and  software  vendors 
that  have  joined  in  asking  the 
FCC  to  deregulate  telco  data 
services  (NW,  Dec  14,  1998, 
page  1). 

AT&T/TCI  merger  approval 
was  a  key  project  for  FCC 
Chairman  William  Kennard, 
who  had  previously  extolled 
the  deal  as  the  first  to  promise 
an  alternative  broadband  line 
to  homes. 

“These  companies  will 
launch  an  enormous  undertak¬ 
ing  to  add  telephone  capabili¬ 


ties  to  cable  services,”  he  says. 
Regulators  have  been  frustrat¬ 
ed  that  cable,  utility  and  other 
industries  have  failed  to  fol¬ 
low  through  on  promises  to 
enter  telecom  markets  follow¬ 
ing  the  Telecommunications 
Act  of  1996. 

Kennard  did  put  AT&T  on 
notice  that  he  expects  it  to 
carry  through  on  its  invest¬ 
ment  promises.  “Combining 
companies  does  not  expand 
user  choices,”  he  said.“Building 
alternative  pathways  and 
exploiting  new  technologies 
does.” 

Kennard  also  got  AT&T  to 
agree  not  to  target  only  high- 
income  neighborhoods  for 
broadband  upgrades.  To  seal 
the  deal, TCI  also  agreed  to  sell 
its  stake  in  the  Sprint  PCS 
nationwide  wireless  venture, 
something  it  was  expected  to 
do  anyway.  01 


Auto  industry's  IP  network  is  stuck  in  low  gear 


This  week’s  question: 

What  is  Project  Oxygen? 
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BY  ELLEN  MESSMER 
AND  DENISE 
PAPPALARDO 

DETROIT  —  The  Automo¬ 
tive  Network  Exchange 
(ANX),  the  car  industry’s 
Cadillac  of  a  private  IP  net¬ 
work,  is  off  to  a  slow  start. 

The  high-speed  network  has 
been  designed  to  support  elec¬ 
tronic  commerce  among  Gen¬ 
eral  Motors,  Ford  and  Daimler- 
Chrysler  AG  and  their  suppli¬ 
ers.  But  since  the  network 
became  operational  in  Novem¬ 
ber,  only  24  of  a  potential 
24,000  suppliers  have  started 
using  ANX. 

To  date,  the  Big  Three  have 
only  required  that  ANX  be  used 
for  collaborative  CAD/CAM,  an 
application  not  used  by  most 
suppliers.  What  suppliers  need 
is  more  of  an  incentive  to 
invest  in  the  encryption  equip¬ 
ment  and  IP  network  services 
needed  to  use  ANX. 

But  the  lack  of  use  may 
change  as  GM,  Ford  and 
DaimlerChrysler  later  this  year 
make  more  applications,  such 
as  Web  purchasing  and  e-mail, 
available  through  ANX. 

However,  to  effectively  add 
thousands  of  users  to  ANX,  the 
automotive  industry  needs  to 
be  sure  the  vendors  supplying 
ANX  equipment  have  ironed 
out  interoperability  problems 


related  to  LP  Security  (IPSec) 
compliance.  In  particular,  the 
vendors  need  to  get  their  prod¬ 
ucts  to  exchange  digital  certifi¬ 
cates  with  one  another. 

Public-key  digital  certificates 
let  users  prove  their  identities 
over  a  network  before  ex¬ 
changing  encrypted  data. 

“There  are  nine  vendors 
with  ANX-certified  products, 
and  they  couldn’t  all  handle 
certificates  in  a  consistent  way,” 
says  Bellcore’s  Bryan  Whittle, 
who  oversees  ANX.  As  a  result, 
the  suppliers  using  ANX  have 
had  to  adopt  a  more  cumber¬ 
some  and  less  scalable  security 
technology,  called  shared 
secrets,  that  entails  using  long 
preshared  text  strings  that 
need  to  be  input  manually. 

But  help  may  be  on  the  way. 
This  week,  the  International 
Computer  Security  Association 
(ICS A),  the  Carlisle,  Pa.,  organi¬ 
zation  put  in  charge  of  IPSec 
interoperability  testing  for 
ANX,  is  scheduled  to  release  a 
list  of  IPSec  equipment  that  can 
swap  digital  certificates. 

But  the  list  of  so-called  IPSec 
1.1 -compliant  devices  that 
demonstrate  certificate  inter¬ 
operability  using  an  ICSA- 
defined  Entrust  Technologies 
digital  certificate  may  only 
include  devices  from  two  or 
three  vendors,  says  Leo  Plus- 
wick,  the  association’s  techni¬ 


cal  program  manager. 

“The  ICSA  specifications 
have  been  moving  targets,”  says 
Roger  Farnsworth,  manager  of 
the  security  marketing  division 
at  Cisco,  which  has  submitted 
its  IOS  virtual  private  network 
software  for  IPSec  1.1  testing. 
“The  issue  is  the  nuances  in 
the  exchange  of  the  certifi¬ 
cates.  [Interoperability  has] 
been  a  challenge  for  the  differ¬ 
ent  vendors.” 

Elgin,  Ill.,  oil-seal  manufac¬ 
turer  Chicago  Rawhide  has  a 
56K  bit/sec  connection  to 
ANX  to  share  CAD  drawings 
with  Ford.  Craig  Young, 
Chicago  Rawhide’s  director  of 
e-commerce,  says  it’s  going  to 
be  hard  for  ANX  to  attract 
more  users  unless  the  digital 


certificate  issue  gets  resolved. 
Digital  certificates  are  easier  to 
manage  than  shared  secrets, 
he  says. 

The  Big  Three  automakers 
are  driving  forward  with  their 
ANX  plans  in  spite  of  the  digi¬ 
tal  certificate  bump  in  the 
road.  DaimlerChrysler,  for 
instance,  is  putting  its  Spin 
Web  site,  which  hosts  order 
processing  and  about  75  other 
applications,  on  ANX,  says 
Mark  Jackson,  Daimler- 
Chrysler’s  senior  manager  of 
transportation  systems  and 
e-business  solutions.  The  com¬ 
pany  is  also  adding  SMTP- 
based  e-mail  to  ANX  this  quar¬ 
ter.  But  the  company  won’t 
force  its  suppliers  to  use  ANX, 
Jackson  says.  S 


The  ANX  network  history 

Creating  an  industrywide  extranet  is  a  slow  process.  Here's  how 
the  Automotive  Industry  Action  Group's  (AIAG)  Automotive 
Network  Exchange  has  rolled  out  over  the  years. 

1994 

The  AIAG  decides  to  build  an  IP  network. 


1996 

Bellcore  signs  on  to  help  the  AIAG  design  a  multiple  service  provider  network. 

1997 

IPSec  products  are  tested;  service  provider  and  user  testing  begins. 

1998 

AIAG  names  Ameritech,  Bell  Canada  and  EDS  Networks  as  the  first  three  ANX 
certified  providers;  ANX  becomes  available  in  November. 
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I  ith  lower  costs  and  higher  performance, 
WAN  services  are  looking  mighty  attractive 
these  days.  But  look  out.  It’s  become  nearly 
impossible  to  see  how  your  many  connections 
and  the  critical  applications  they  enable  are 
doing.  Try  to  look  beyond  the  LAN  and  the 
picture  is  damn  cloudy. 

It  doesn’t  have  to  be.  With  Digital  Link’s 
Solo  Select  Performance  System  at  the 

network’s  edge, 
you  can  gain 
remarkable 
visibility  across 
the  widest  of 
WANs.  This 
highly  intelligent 
system  provides  enterprise  network  managers 
an  integrated  set  of  solutions  for  viewing  the 
health  of  a  network  in  real-time. 

You  get  in-band  SNMP  management.  Data 
link-layer  testing.  Central  and  remote  element 
management.  You  get  performance  monitoring 
solutions  based  on  industry  standards  with 
management  scalability  and  the  flexibility  to 
migrate  to  higher  bandwidths. 

To  learn  more  about  today’s  important 
WAN  management  issues,  you  need  to  visit 
www.at-the-edge.com  for  your  free  copy  of  our 
“Wider  Answers”  Primer.  It  will  start  clearing 
things  up  for  you  immediately. 


Digital  Link 
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THE  M1CROSOFT-DOJ  TRIAL:  WEEK  SIXTEEN 


MONDAY,  FEB.  15 

Court  out  of  session  for  President  s  Day. 

TUESDAY,  FEB.  16 

The  big  news  today  was  a  Compaq  bigwig  saying  that 
Microsoft  never  forced  the  PC  maker  to  exclude  Netscape’s 
browsers  from  its  computers. 

In  written  testimony  released  by  the  defense,  John  Rose, 
the  Compaq  vice  president  who  manages  the  Microsoft 
partnership,  admits  there  was  a  tussle  between  the  two 
companies  in  1996  when  Compaq  removed  the  Explorer 
icon  from  the  Windows  95  desktop  screen  on  its  Presario 
PCs.  But  Microsoft  had  every  right  to  raise  the  stink,  Rose 
says,  because  the  two  companies  had  agreed  in  their  1995 
Windows  licensing  deal  that  Compaq  would  not  alter  the 
Windows  start-up  process.  Microsoft  doesn’t  place  any  limi¬ 
tations  on  the  deals  Compaq  makes  with  any  other  part¬ 
ners,  Rose  said. 

WEDNESDAY,  FEB.  17 

There’s  a  government-funded  con¬ 
spiracy  to  bring  Microsoft  down,  and 
America  Online  is  a  big  part  of  it, 
alleged  Brad  Chase,  a  Microsoft  senior 
vice  president.  From  the  witness 
stand,  Chase  said  that  AOL  has  not 
stopped  using  Explorer,  even  though 
the  company  is  acquiring  Netscape 
because  doing  so  would  skew  market 
figures  and  hurt  the  government’s 
antitrust  case. 

If  AOL  were  to  stop  using  Explorer, 
“Our  [browser]  usage  share  would  drop  to  30%  and 
Netscape’s  would  rise  to  just  under  70%, ”  Chase  said. 

THURSDAY,  FEB.  18 

Compaq’s  Rose  today  stuck  to  his  written  story  that 
Microsoft  muscle  was  not  a  factor  in  Compaq’s  decision  to 
replace  the  Explorer  icon  on  its  Presario  PCs.  But  govern¬ 
ment  lawyers  showed  Compaq  was  feeling  the  pressure 
when  it  opted  for  Windows  over  an  alternative  operating 
system  for  its  handheld  PCs.  Compaq  was  considering 
PenPoint  from  Go  Corp.  at  the  same  time  it  was  renegotiat¬ 
ing  a  five-year  Windows  deal  with  Microsoft. 

Boise  introduced  a  Compaq  document  entitled  “Judge¬ 
ment:  How  retaliatory  would  they  get?”  It  listed  12  ways 
Microsoft  could  attack  Compaq,  including  eliminating 
Compaq’s  pricing  advantage,  cutting  off  early  access  to  soft¬ 
ware  developer  kits  and  changing  Microsoft’s  tone  toward 
Compaq  in  the  press. 

FRIDAY,  FEB.  19 

Outside  the  courtroom,  Compaq’s  lawyers  spent  the  day 
fending  off  government  accusations  that  it  broke  a  nondis¬ 
closure  agreement  with  operating  system  vendor  Be,  Inc. 
by  leaking  confidential  information  to  Microsoft. The  gov¬ 
ernment  claims  that  leak  shows  just  how  much  control 
Microsoft  has  over  Compaq.  Compaq  countered  that  it 
inadvertently  told  Microsoft  it  was  in  talks  with  Be  —  but 
the  conversation  ended  there. 

—  Christine  Bums 


Microsoft's  Chase 
says  AOL  is  working 
for  the  feds. 


Microsoft  struggles  to  gain  C2  respect 


Difficulty  getting  NSA  C2  cert  for  NT  4.0  forces  FIPS  140-1  strategy  change. 


BY  ELLEN  MESSMER 

WASHINGTON,  D.C.  —  Since 
last  summer,  Microsoft  has  been 
trying  to  get  a  government  C2 
security  rating  for  NT  4.0,  but 
NT  is  still  without  the  coveted 
C2  seal  of  approval. 

Now  Microsoft  is  scaling 
back  its  expectations,  warning 
that  it  has  no  idea  when  or  if  NT 
4.0  will  actually  earn  a  C2  secu¬ 
rity  rating  from  the  National 
Security  Agency  (NSA).  The  C2 
problems  are  hurting  Micro¬ 
soft’s  chances  at  gaining  anoth¬ 
er  government  security  rating, 
the  Federal  Information  Process¬ 
ing  Standard  (FIPS)  140-1  {NW, 
Jan.  11,  page  27). 

Microsoft  was  hoping  to  get 
a  FIPS  140-1  rating  by  using  a 
C2-certified  NT  4.0  worksta¬ 
tion  and  server  for  the  tests.  It 
is  now  a  mandatory  purchas¬ 
ing  rule  for  government  users 
in  the  U.S.  and  Canada  that 
products  must  have  FIPS  140-1 
certification  if  the  user  needs 
to  secure  sensitive  but  unclas¬ 
sified  applications.  The  bank¬ 
ing  industry  has  also  begun  to 
state  a  preference  for  FIPS- 
certified  products. 

The  NSA  rates  computer 
security  from  a  low  of  “D”  to  a 
high  of  “A1 .”  Microsoft  has  been 
shooting  for  the  mid-range  of 


C2,  which  the  NSA  defines  as 
a  system  with  “finely  grained 
discretionary  access  controls” 
that  makes  “users  individually 
accountable  for  their  actions” 
through  logon  procedures, 
audits  and  other  means. 

For  FIPS  140-1,  Microsoft 
was  aiming  to  earn  a  Level  2 
evaluation  for  its  NT  4.0  crypto¬ 
modules  for  the  workstation 
and  server  space. This  requires 
running  the  crypto  on  top  of 
an  NSA-certified  trusted  oper¬ 
ating  system. 

But  with  hopes  dimming  for 
a  quick  C2  passing  grade  for 
NT  4.0,  Microsoft  will  now 
seek  the  more  modest  Lc  /el  1 
certification  for  its  crypto¬ 
modules,  according  to  Jason 
Garmes,  Microsoft’s  lead  prod¬ 
uct  manager  for  security.  “I 
expect  this  should  be  done  in 
June  at  the  latest,”  Garmes  says. 

A  Level  1  rating  shows  that 
the  crypto  algorithms  and  key 
management  are  working  cor¬ 
rectly.  But  this  type  of  review 
doesn’t  examine  the  role  the 
operating  system  can  play  in 
security  protection,  as  hap¬ 
pens  in  Level  2. 

Microsoft  has  informed  gov¬ 
ernment  users  from  the  U.S. 
Department  of  Defense  and 
civilian  agencies  that  the 
Internet  Explorer  5.0  browser 


will  have  a  FIPS  140-1  mode. 
Internet  Explorer  4.0  won’t  be 
FIPS  140-1  compliant. 

In  addition,  Microsoft  will 
create  a  FLPS  140-1  version  of 
its  Outlook  mail  client  so  that 
the  Secure  Multi-purpose 
Internet  Mail  Extensions  piece 
of  Outlook  can  take  advantage 
of  the  Level  1  crypto-modules. 

“Level  1  is  a  minimal  level  of 
security.  It’s  only  for  running  on 
a  single-user  operating  system, 
while  Level  2  is  a  significant 
step  up  and  tough  to  do,”  says 
Matthew  Appier,  vice  president 
of  Corsec  Technology,  an  engi¬ 
neering  firm  that  counsels 
firms  on  FIPS  140-1  testing. 
“But  about  75%  of  the  require¬ 
ments  should  be  the  same.”  B 


More 

Online 

HI 

»  A  copy  of  the  FIPS  140-1 
specifications. 

•  Microsoft's  position  on 


FIPS  140-1. 
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Cabletron, 

continued  from  page  6 

Router  and  MMAC+  chassis. 
The  products  will  be  targeted 
at  service  provider  “head  end” 
requirements  for  concentrat¬ 
ing  broadband  and  narrow- 
band  ’Net  access  pipes. 

The  products  will  incorpo¬ 
rate  analog  and  digital  dial-up 
capabilities,  such  as  modems 
and  ISDN  interfaces,  ATM  and 
frame  relay  virtual  circuit 
switch-ing,  digital  subscriber 
line  (DSL)  support  and  gigabit 
routing,  says  Bob  Travis, 
Cabletron’s  director  of  analyst 
relations. 

“You  breed  a  high-end 
device  that  supplies  multi¬ 
service  modules  that  can  basi¬ 
cally  address  whatever  the 
enterprise  customer  needs 
from  the  service  providers,” 
Travis  says.  “It  could  be  WAN 
access,  analog/digital  access 


for  remote  users,  DSL,  ISDN, 
high-speed,  high-performance 
stuff  .  . .  with  routing  facilities 
to  supply  performance,  secu¬ 
rity  access  rights  and  proto¬ 
col  translation  capabilities.” 

Travis  says  the  products 
could  also  function  as  cable 
modem  head  ends.  The  com¬ 
pany  may  even  target  scaled- 
down  versions  of  CyberSwitch 
9000  for  enterprise  campus 
requirements,  he  says. 

Cabletron  will  face  a  lot  of 
competition  in  the  multi¬ 
service  access  market. 

Cisco  has  been  address¬ 
ing  this  market  for  two  years 
with  dedicated  products  and 
by  morphing  its  routers 
into  multiservice  access 
platforms. 

3Com  is  addressing  the 
market  with  dedicated  VPN 
products,  and  through  its 
acquisition  of  US  Robotics 
and  an  alliance  with  Siemens. 


Voice  giants  Nortel  Net¬ 
works  and  Lucent  bought  data 
giants  Bay  Networks  and  As¬ 
cend  Communications,  respec¬ 
tively,  to  address  this  and  other 
opportunities,  and  there  are 
scads  of  start-ups  focused  on 
service  provider  access  and 
edge  requirements. 

Cabletron’s  best  bet  may  be 
to  target  its  installed  base 
first. 

“We  run  a  lot  of  [Smart¬ 
Switch  Routers]  now;  we  ran 
the  [SmartSwitch]  9000-class 
hubs  when  we  did  FDDI  and 
switched  FDDI  and  Ethernet 
consolidation,”  says  Steve 
Dougherty,  director  of  Internet 
operations  at  EarthLink,  an  ISP 
in  Pasadena,  Calif.  “They  do 
have  some  advantage  having 
incumbency,  of  course.”  B 

Get  more  info  online. 
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“  We  give  Symbol  high  marks 
for  Spectrum24  and  the 
wireless  LAN  pager.  They 
take  the  lead  on  our  list 
to  receive  our  Innovative 
Use  of  Technology  Award 
for  the  year!’ 

—Andrew  Seybold, 
editor  in  chief. 

The  Outlook 


ymbol  Technologies’  vision  for  a  com- 
igh-performance  wireless  LAN  solution 
today  and  ready  for  tomorrow.  Already 
ming  in  the  most  demanding  environments, 
Spectrum24s®  advanced  infrastructure  is  a  flexible 
solution  that  grows  as  you  grow. 

Spectrum24  is  an  open  architec¬ 
ture  system  designed  to  support  the 
IEEE  802.11  standard  through  a 

simple  software  upgrade. 
It  allows  you  to  expand 
your  network  capacity 
and  coverage  as  needed 
with  multiple  access  points,  wireless  bridges  and  micro  access  points  which 
all  feature  pre-emptive  roaming  with  load  balancing.  And  with  Symbols 
latest  line  of  LAN  appliances,  including  two-way  pagers 
and  wireless  phones,  you  can  further  extend  the  reach  of 
your  wireless  LAN  into  new  applications. 

From  the  recognized  leader. 

Symbol  has  long  been  recognized  for  product  innovation 
and  technology  leadership.  Find  out  how  we  can  help  you 
get  future  ready  now.  For  more  information,  call  for  a  free  copy 
of  a  third-party  competitive  evaluation  which  will  help  you  make 
your  own  decision  about  Symbols  Spectrum24  wireless  LAN.  Call 
Symbol  at  1-800-722-6234,  or  visit  us  on  the  World  Wide  Web 
at  www.symbol.com/S24.htm 
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Free  Product  info  enter  NWInfoXpress  #79  online  @  www.networkworld.com/infoxpress 


Introducing  The  BlackDiamond™  Chassis.  — «>«4. 


Layer  3  switching  has  evolved  to  BlackDiamond.  It's  the  keystone  of  Extreme's 
enterprise  LAN  system,  which  delivers  unprecedented  simplicity  from  the 
desktop  to  the  core.  Using  the  same  hardware,  software  and  management 
architecture  common  to  all  Extreme  switches,  BlackDiamond  is  the  only 
chassis  to  combine  Vire-Speed  IP  Routing  and  end-to-end  QoS  into  one  highly 
evolved  system.  It's  fast  at  48  million  packets  per  second  throughput.  It's 
big  on  density  to  support  over  200  desktop  connections  plus  gigabit  links 
for  servers  and  backbones.  And  it's  fault-tolerant  for  mission-critical 
applications.  BlackDiamond  from  Extreme  Networks.  Anything  else  is 
practically  prehistoric. 


r^ertvvorf<ss 


www.extremenetworks.com 
800-822-3206  (U.S.) 

♦1  818-865-2811  (Outside  U.S.) 


©  1996  Extreme  Networks.  BlackDiamond  is  a  trademark  of  Extreme  Networks.  Names  identified  by 
™  or  ®  are  trademarks  or  registered  trademarks  of  their  respective  manufacturers. 
Specifications  subject  to  change  without  notice. 


Free  Product  info  enter  NWInfoXpress  #89  online  @  www.networkworld.com/infoxpress 


Briefs 


MTI  Technology  last  week 
unveiled  the  Gladiator  6700,  a 
RAID  array  that  provides  servers 
with  storage  access  across  Fibre 
Channel  links. 

Designed  for  use  in  data 
warehousing  and  transaction 
processing  environments,  the 
6700  incorporates  a  volume¬ 
mapping  capability  that  lets  the 
device  dish  out  data  to  multiple 
servers  in  a  coordinated  manner. 

The  6700  has  a  bevy  of  fault- 
tolerant  features,  including  a 
dedicated  disk  drive  that  is 
mounted  on  each  RAID  con¬ 
troller  to  save  cached  data  in  the 
event  of  a  failure.  It  also  includes 
battery-backed  power  supplies 
and  technology  that  ensures  that 
information  being  written  to  a 
disk  is  completed,  even  if  a 
power  failure  occurs  in  the  mid¬ 
dle  of  a  write  operation. 

The  Gladiator  6700  works  in 
HP-UX,  Windows  NT,  NetWare, 
Solaris  and  Silicon  Graphics'  Irix 
networks.  It  supports  RAID 
Levels  0, 1,  0+1  and  5  and  from 
218G  bytes  to  more  than  1  tera¬ 
byte  of  storage  in  a  single  chas¬ 
sis.  Pricing  starts  at  $149,000. 

MTI:  (800)  999-9684 

WRQ  is  readying  a  new  edi¬ 
tion  of  its  Java-based  Web-to- 
host  software  that  should  be  one 
of  the  first  products  supporting 
Transport  Layer  Security,  the 
newest  version  of  the  Secure 
Sockets  Layer  Internet  security 
technology. 

Reflection  EnterView  2.0  pro¬ 
vides  terminal  emulation  users 
with  access  to  a  variety  of  hosts. 
The  software,  which  can  be 
downloaded  by  end  users  from  a 
Web  server,  features  168-bit 
Triple-Data  Encryption  Standard 
and  56-bit  DES  encryption  for 
secure  connections.  A  beta  ver¬ 
sion  of  the  software  is  available 
now  at  www.wrq.com. 

The  software  will  ship  next 
month  and  costs  $135  per  seat. 

WRQ:  (800)  872-2829 
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m  TCP/IP,  LAIM/WAIM  Switches,  Routers,  Hubs, 

Access  Devices,  Clients,  Servers,  Operating  Systems.  VPWs 

10/100  switch  prices  keep  plunging 

Low  cost  of  autosensing  Ethernet  switches  could  spark  sales  of  Gigabit  Ethernet  switches,  too. 


BY  JIM  DUFFY 

Prices  are  dropping  quickly  in  the 
lO/lOOM  bit/sec  switch  market, 
a  trend  that  could  entice  com¬ 
panies  to  buy  more  of  these 
switches,  as  well  as  more  Gigabit 
Ethernet  switches. 

List  prices  for  autosensing  Ethernet 
switches  have  plummeted  from  $650  per 
port  in  1996  to  under  $100  per  port. 
3Com  claims  it  can  offer  a  price  of  $69 
per  port,  and  Hewlett-Packard  is  expect¬ 
ed  to  unveil  switches  next  week  at  $89 
per  port.  Nortel  Networks  just  dropped 
the  per-port  price  of  its  BayStack  350 
from  $149  to  $104. 

The  plunge  is  due  to  advances  in  sili¬ 
con  design  and  a  highly  competitive  mar¬ 
ket.  Prices  will  be  stable  for  a  while,  until 
vendors  release  new  10/100  switches 
based  on  a  new  generation  of  hardware, 
analysts  say. 

Vendors  will  start  eating  into  their  prof¬ 
it  margins  if  they  drop  prices  much  lower, 
says  LAN  analyst  Esmeralda  Silva  of  Inte¬ 
rnational  Data  Corp.  in  Framingham,  Mass. 


Precipitous  drop 


Prices  will  drop 
another  20%  to  25% 
later  this  year  as  a 
new  generation  of 
10/100  switches 
goes  into  beta  test¬ 
ing,  Silva  says.  Prices 
will  drop  by  50%  in 
the  first  half  of  2000 
as  the  new  products 
ship  in  volume,  she 
says. 

Cisco  user  Niagara 
Mohawk  Power  in 
Syracuse,  N.Y.,  says  at 
those  prices,  it  will 
buy  more  10/100 
switches. 

“We  were  getting  prices  higher  than 
[$100  per  port],  maybe  50%  higher,  a 
year  ago,”  says  Tom  Speer,  chief  network 
engineer  at  the  utility.  “But  even  that 
induced  us  to  install  a  great  deal  of 
switched  10/100.  The  majority  of  our 
5,000  desktop  machines  are  at  100M 
bit/sec  at  this  point.” 

Aggregating  that  number  of  100M 


Per-port  prices  of  10/100M  bit/sec  autosensing  Ethernet 
switches  have  dropped  from  $650  to  under  $100  in  less 
than  three  years.  The  trend  is  expected  to  continue  into 
2000  as  vendors  ship  a  new  generation  of  switches. 


IBM  refreshes  AS/400  servers 


New  models  are  better  equipped  to  handle  multiple  applications. 


BY  MARC  SONGINI 

SOMERS,  N.Y  —  IBM  this  week  will 
begin  shipping  a  revamped  line  of  AS/400 
servers  designed  to  make  it  easier  for  cus¬ 
tomers  to  consolidate  applications  onto 
fewer  machines. 

The  company  has  also  upgraded 
OS/400,  the  operating  system  of  the 
AS/400s,  with  an  improved  IP  stack  and 
virtual  private  network  capabilities. 

IBM  will  ship  five  new  AS/400  models 
and  begin  phasing  out  about  a  dozen 
existing  AS/400  models.  New  are  the  720, 
730  and  740  mid-range  models,  as  well  as 
two  additions  to  the  170  workgroup  serv¬ 
er  line. 

IBM  officials  say  the  company  precon¬ 
figured  previous  editions  of  the  AS/400  to 
work  in  specific  environments,  such  as 
client/server  or  5250  terminal  emulation. 
The  new  700  series  servers  are  better 
equipped  to  handle  a  plethora  of  ap¬ 


plications  out  of  the  box,  such  as  new 
Internet-based  transaction-oriented  appli¬ 
cations,  while  also  handling  more  tradi¬ 
tional  payroll  and  human  resources  pro¬ 
grams.  The  servers  take  advantage  of  logi¬ 
cal  partitioning  technology  included  in 
the  revised  version  of  OS/  400  that  allows 
one  AS/  400  to  operate  as  though  it  were 
two  or  more  machines. 

The  700  series  models  are  available 
with  up  to  12  64-bit  PowerPC  AS  A50 
North  Star  CPUs,  up  to  40G  bytes  of  mem¬ 
ory  and  as  much  as  2  terabytes  of  storage. 
The  servers  can  be  configured  with  a  333- 
MHz  Pentium  II  processor  board,  dubbed 
the  Netfinity  Server  for  the  AS/400,  that 
runs  native  Windows  NT  applications.The 
700  series  servers  are  priced  from  $27,000 
to  $300,000,  depending  on  configuration. 

The  new  170s  are  designed  for  small  to 
mid-size  businesses  or  workgroups  and 
will  compete  against  Compaq’s  ProLiant 
See  IBM,  page  24 


bit/sec  connections  into  backbones  will 
require  Gigabit  Ethernet  switches  in  the 
core  of  enterprise  networks.  For  that  rea¬ 
son,  Niagara  Mohawk  will  be  looking  to 
install  Cisco’s  multigigabit  8540  Campus 
Switch  Router  this  year,  Speer  says. 

It  is  network  upgrades  like  this  that 
are  pushing  switch  companies  to  add 
high-speed  uplinks  to  their  10/100 
switches. 

In  addition  to  dropping  the  price, 
Nortel  added  Gigabit  Ethernet  and  ATM 
uplinks  to  its  24-port  BayStack  350  earlier 
this  month.  Fixed-port  autosensing 
Ethernet  switches  account  for  about  1 0% 
of  sales  at  the  Bay  Networks  division  of 
Nortel,  but  only  about  1%  of  Nortel’s  total 
sales,  according  to  investment  firm 
Warburg  Dillon  Read  (WDR)  in  New  York. 

By  contrast,  10/100  switches  make  up 
about  8%  to  10%  of  total  sales  for  3Com 
and  about  3%  to  5%  for  Cisco,  WDR  esti¬ 
mates.  Cabletron  is  a  new  entrant  in  the 
market,  having  acquired  10/100  stack- 
able  switch  maker  NetVantage  last  year 
(AT¥T  July  20, 1998,  page  19). 

The  price  declines  in  the  10/100 
switch  market  will  have  a  negative  impact 
on  overall  revenue  growth  of  these  com¬ 
panies,  WDR  says.  S 


More  Online 
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•  With  all  the  10/100  switches 
coming  online,  you  might  need 
to  look  at  gigabit  backbones 
Check  out  our  Gigabit  Ethernet  backbo 
review  and  buyer's  guide. 
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The  Power  to  Manage.  Anything.  Anywhere. 


Millions  of  student  loans  managed  by  Sallie  Mae 


For  millions  of  students,  the  hardest  part  of  college  is 
getting  there.  Fortunately,  Sallie  Mae,  the  nation's  leading 
provider  of  student  loans,  is  helping  to  ease  the  financial  burden. 
To  help  ease  the  burden  of  managing  its  integrated  mainframe  and 
distributed  systems,  Sallie  Mae  relies  on  Tivoli  Enterprise: 


Thousands  of  servers  and  PCs  managed  by  Tivoli. 


IT  management  software  from  Tivoli  Systems  Inc.,  an  IBM  company,  lets 
Sallie  Mae  efficiently  manage  the  systems  needed  to  process  four  million 
transactions  a  day:  hundreds  of  UNIX®,  NT* and  Novell  servers;  thousands  of 
Windows*  PCs;  even  a  powerful  S/390*  server.  With  Tivoli  Enterprise,  Sallie 
Mae  was  able  to  double  MIPS  capacity  in  its  data  center,  without  hiring 
more  staff.  Even  peak  enrollment  periods  are  managed  with  ease. 


Says  Israel  Gotay,  Sallie  Mae's  VP  of  IT  Operations  and  Network, 
"Tivoli  Enterprise  greatly  simplifies  managing  complex  computing 
environments  like  ours."  To  learn  how  Tivoli  Enterprise  can 
help  you,  go  to  www.tivoli.com  or  call  1  888  TIVOLI-1. 


Tivoli  is  a  registered  trademark,  Tivoli  Enterprise  is  a  trademark,  and  The  Power  to  Manage.  Anything.  Anywhere,  is  a  service  mark,  of  Tivoli  Systems  Inc.  m  the  U.S  and/or  other  countries.  In  Denmark.  Tivoli  is  a  trademark  licensed  from  Kjebenhavns  Sommer 


Tivoli  A/S.  Tivoli  Systems  Inc.  is  an  IBM  company.  IBM  and  S/390  are  trademarks  of  International  Business  Machines  Corporation  in  the  U.S.  and/or  other  countries.  UNIX  is  a  registered  trademark  in  the  U.S.  and/or  other  countries  licensed  exclusively  through  X,Open 
Company  Limited.  Microsoft.  Windows,  and  Windows  NT  are  trademarks  of  Microsoft  Corporation  in  the  US.  and/or  other  countries.  Other  company,  product  and  service  names  may  be  the  trademarks  or  service  marks  of  others.  ©  1999  Tivoli  Systems  Inc 
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Big  and  mean  or  smart  and  lean? 


Consultant  David  Passmore  weighs  managed  bandwidth  against  big  bandwidth. 


BY  JOHN  DIX 

Will  you  need  newfangled 
managed  bandwidth  schemes 
to  meet  tomorrow’s  network 
requirements,  or  will  you  make 
do  by  simply  throwing  band¬ 
width  at  the  problem? 

David  Passmore,  founder  and 
research  director  of  Net- 
Reference,  a  Sterling,  Va.,  con¬ 
sultancy,  hosted  a  session  at  the 
recent  ComNet/DC  ’99  confer¬ 
ence  that  attempted  to  answer 
that  most  nettlesome  question. 

Alternately  speaking  from 
one  podium  labeled  Big 
Bandwidth  and  another  labeled 
Managed  Bandwidth,  Passmore 
gave  the  rationale  for  both 
schools  of  thought  and  then  let 
each  deride  the  approach  of 
the  other. 

He  began  with  the  assump¬ 
tion  that  convergence  will 
move  voice  onto  local  and 
wide-area  data  networks  and 
necessitate  picking  either  the 
managed  or  big  bandwidth 
approach. 


industry  realizes  savings  from 
technologies  such  as  wave-divi¬ 
sion  multiplexing.The  potential 
savings  aren't  great  enough  to 


Passmore  said,  but  it  certainly 
isn’t  easy.  Where  are  you  going 
to  get  all  the  rocket  scientists  to 
set  up  service  parameters  and 


Passmore  gives  both  sides  of  the  argument 


Managed  Bandwidth 

. . .  is  the  way  to  go 
because  we'll  need  a 
way  to  guarantee 
bandwidth  for  things  like 
voice.  Besides,  it  will 
save  bandwidth  and 
money. 


Big  Bandwidth 

. . .  is  better  because 
managing  bandwidth  is 
a  nightmare.  Besides, 
the  cost  of  all  these 
management  tools  will 
eat  up  any  bandwidth 
savings  you  might  have 
realized. 


overcome  the  problems  with 
the  managed  bandwidth 
approach. 

QoS  may  not  be  as  compli¬ 
cated  as  it  looks,  Big  Bandwidth 


manage  the  mess,  Big  Band¬ 
width  Passmore  asked.  And 
most  of  these  schemes  require 
that  you  only  use  one  vendor’s 
gear.  Do  you  really  want  to  be 


installing  a  complex  system  that 
marries  you  to  a  single  supplier? 

All  you  really  have  to  do  to 
accommodate  emerging  re¬ 
quirements  is  keep  the  pipes 
fat  enough  to  minimize  queu¬ 
ing  delays,  Big  Bandwidth 
Passmore  said. 

Phooey,  countered  Managed 
Bandwidth  Passmore.  How  will 
you  prevent  people  from 
monopolizing  bandwidth? 
More  important,  how  are  you 
going  to  stay  ahead  of  the  band¬ 
width  curve?  You  will  have  to 
be  eternally  vigilant,  and  is  that 
realistic?  Hardly.  Managed  band¬ 
width  is  the  way  to  go. 

Not  so  fast,  said  Big  Band¬ 
width  Passmore,  getting  in  a 
last  jab.  Managed  gear  will  cost 
more,  and  the  cost  may  offset 
any  bandwidth  savings.  The 
managed  concept  also  opens  a 
political  can  of  worms  —  who 


Citrix  looks  to  build  on  multiuser  NT  success 


President  Templeton  eyes  multimedia  apps,  handheld  device  opportunities. 


QoS  needed 

Arguing  from  the  Managed 
Bandwidth  podium,  Passmore 
said  the  very  fact  that  there  will 
be  voice  in  data  environments 
will  require  setting  quality-of- 
service  (QoS)  priorities.  Other¬ 
wise  you  run  the  risk  of  time- 
sensitive  traffic  getting  bounced 
by  random  data  packets. 

And  while  QoS  seems  com¬ 
plex  —  involving  things  like 
Differentiated  Services,  Re¬ 
source  Reservation  Protocol 
and  802. Ip  —  it  is  simpler  than 
it  looks,  Managed  Bandwidth 
Passmore  said.You  only  need  to 
support  three  types  of  traffic: 
best  effort  (e-mail  and  the  like), 
transaction  processing  (SNA, 
order  entry,  etc.)  and  real-time 
multimedia  (such  as  voice  over 
IP).  What’s  more,  vendors  offer 
tools  that  make  setting  policies 
a  breeze,  he  said. 

'Hie  big  payback  with  the 
managed  approach?  Priori¬ 
tizing  traffic  will  ultimately  save 
money  by  reducing  total  band¬ 
width  needs. 

Poppycock,  said  Big  Band¬ 
width  Passmore.  Bandwidth  is 
practically  free  in  the  local  area 
already,  and  its  cost  will  drop 
like  a  stone  in  the  wide  area  as 
competition  increases  and  the 


Citrix  Systems  is  riding  high 
on  a  rising  wave  of  server- 
based  computing  that  involves 
running  applications  on  multi¬ 
user  Windows  NT  servers 
accessible  to  PCs,  Windows  ter¬ 
minals  and  even  handheld 
devices.  The  company’s  Meta- 
Frame  software,  which  runs  on 
Microsoft’s  Windows  NT  Server 
4.0  Terminal  Server  Edition, 
helped  Citrix  roughly  double 
revenue  last  year  to  about  $248 
million.  Citrix  President  Mark 
Templeton  recently  spoke  with 
Network  World  Senior  Editor 
John  Cox  about  what’s  ahead 
for  the  software  firm. 

Where  will  Citrix  be  putting 
its  efforts  this  year? 

All  of  our  focus  is  on  the 
value-added  opportunities  for 
the  current  Terminal  Server 
Edition  and  for  Windows  2000, 
in  which  terminal  services  will 
be  part  of  the  core  operating 
system. 

'litis  year,  we’ll  be  supporting 
other  application  and  media 


types,  such  as  video  and  audio, 
allowing  them  to  be  broadcast 
via  [Citrix’s  Independent 
Computing  Architecture  GCA) 
protocol]  from  server  farms. 

We’ll  also  be  creating  more 
system  options,  so  you  can  do 
more  than  cluster  servers  or 
distribute  them  to  hundreds  of 
small  offices. 

We  have  planned  a  whole 
bunch  of  component  parts 
that  can  be  selected  to  meet 
each  customer’s  needs. 

Citrix’s  stock  price  has  risen 
from  an  initial  public  offering 
price  of  $5  in  December  1995 
to  nearly  $100  per  share,  giv¬ 
ing  your  company  a  market 
capitalization  of  roughly  $4.5 
billion.  It’s  almost  as  if  Wall 
Street  sees  Citrix  as  an  Internet 
company.  How  did  the  compa¬ 
ny  become  such  a  Wall  Street 
sweetheart? 

Well,  it’s  not  related  to  the 
Internet.  The  investors  believe 
we  are  in  a  very,  very  large  mar¬ 
ket  and  that  we  are  a  market 
leader.  There  is  a  feeling  among 
investors  that  the  whole  server- 
based  computing  model  will 
be  a  very  important  one. 


But  what  about  the  risks  of 
offering  a  software  product 
that  Microsoft  eventually  will 
compete  against? 

The  risks  around  partnering 
with  Microsoft  are  well-known: 
It’s  dangerous  and  risky  and 
could  change  at  any  moment. 
We’re  not  the  only  company 
that  faces  that  situation. 

Microsoft  looks  at  these 
companies  and,  yes,  it  could  get 
into  this  or  that  business.  But 
that  wouldn’t  drive  more  sales 
of  Microsoft  operating  systems 
or  productivity  applications. 

You’ve  said  you  want  to 
make  Citrix  more  of  an  enter¬ 
prise  software  company,  such 
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decides  who  gets  what  priori¬ 
ty?  Finally,  consider  how  much 
risk  you  incur  when  adding  all 
this  complex  stuff.  Chances  of 
network  failure  ratchet  up  dra¬ 
matically.  Big  bandwidth  is  a 
better  answer. 

So  who  won?  When  asked  to 
vote  for  one  Passmore  or  the 
other  at  the  end  of  the  confer¬ 
ence  session,  the  audience  gave 
a  slight  edge  to  big  bandwidth 
—  maybe  60%  vs.  40%. 

Passmore  said  a  third  option 
is  to  use  big  bandwidth  in  the 
LAN,  where  capacity  is  cheap 
and  easy  to  manage,  and  man¬ 
aged  bandwidth  in  the  WAN, 
where  expenses  are  still  rela¬ 
tively  high.  Carriers,  he  said,  will 
certainly  offer  managed  band¬ 
width  solutions  in  an  effort  to 
differentiate  their  offerings  and 
as  the  underpinnings  for  ser¬ 
vice-level  agreements. 

All  of  this  may  be  moot,  of 
course,  if  voice  doesn’t  end  up 
on  local  and  wide-area  data  net¬ 
works.  If  convergence  does  not 
materialize,  it  will  be  business 
as  usual.  S 


as  BMC  or  Computer  Asso¬ 
ciates.  Why? 

We  think  this  market  for 
server-based  computing  is  an 
enterprise  market.  We  want  to 
deal  with  large  customers  and 
supply  a  strategic  piece  of  the 
computing  infrastructure.  If 
we  do  that,  we  can  make  a  big¬ 
ger  profit. 

You’ve  licensed  the  ICA  pro¬ 
tocol  to  several  handheld  de¬ 
vice  manufacturers,  which  in¬ 
tend  to  let  their  devices  access 
NT-based  applications.  How  im¬ 
portant  is  this  market  for  Citrix? 

From  a  device  perspective, 
it’s  not  very  interesting.  You’re 
saying  to  someone,  “Here’s  a 
handheld  PC.”  And  the 
response  is,  “So  what  can  I  do 
with  this  thing?” 

But  from  a  solutions  perspec¬ 
tive,  there’s  a  potential  market 
for  two  tilings.  One  is  extending 
the  enterprise  computing 
model  by  giving  device  users 
real-time  access  to  enterprise 
applications.  You’ll  see  this  in 
vertical  market  segments. 

The  second  area  is 
untapped  right  now.  By  licens¬ 
ing  our  software  broadly  to 
these  manufacturers,  we’re 
creating  a  wider  number  of 
computing  choices  for  people 
who  don’t  have  or  will  not 
consider  a  personal  computer. 

See  Citrix,  page  24 
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token  ring  switching 


Token  Ring  desktop  switching  at  hub  prices 

O  X  O  A 

Now  the  choice  is  simple!  T 


Now  there’s  no  reason  to  buy  a 
Token  Ring  hub  again.  Because 
we’ve  designed  a  revolutionary 
NEW  desktop  switch  for  the 
same  price  as  a  hub. 


The  Madge  Smart  DeskStream 
rewrites  the  rule  book.  At  only 
$169f  per  port,  a  full  duplex 
(32Mbps)  switched  Token 
Ring  desktop  connection  is 
now  a  reality. 


And  for  a  limited  time  period, 
you  can  now  also  trade-in  your 
Token  Ring  hubs!  Receive  $500 
for  every  Smart  DeskStream 
you  purchase  when  you  trade  in 
the  equivalent  number  of 
Token  Ring  hub  ports.  Visit 

www.madge.com/deskstream 

for  full  details 

or  call  us  at: 


The  NEW  Madge  Smart  DeskStream 
Token  Ring  Switch 
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IBM, 

continued  from  page  19 

PC  servers.  Tire  one-  and  two-processor 
servers  come  equipped  with  64M  bytes 
of  internal  memory  and  boast  up  to 
175G  hues  of  storage.  Pricing  for  the 
servers  starts  at  about  $7,000. 


IBM’s  AS/400  business  continues  to 
be  brisk,  with  estimated  sales  totaling  $4 
billion  to  $5  billion  last  year. 

The  new  servers  should  give  IBM 
more  firepower  in  competing  against 
Compaq  and  other  makers  of  Intel 
processor-based  servers,  analysts  say.  In 
fact,  they  say  some  users  of  IBM’s  Intel- 


based  Netfinity  server  line  might  even 
be  inclined  to  go  the  AS/400  route  in  the 
future. 

Still,  even  though  AS/400s  generally 
are  more  reliable  than  PC  servers,  they 
may  be  overkill  for  running  only 
Windows  applications,  says  David 
Andrews,  president  of  the  D.H.  Andrews 


NetPrism  gives  you 
detailed  device 
information  long 
before  anyone 
begins  to  yell. 

Now  you  can  know  exactly 
what’s  happening  with  every 
SNMP  device  on  the  network 
—  from  any  browser  —  with 
Java-based  NetPrism".  So  you 
will  know  first  if  a  router  fails. 
Or  see  an  overloaded  switch, 
a  dead  drive  on  the  file  server, 
or  a  printer  without  toner 
before  anyone  else.  That  way 
you  can  jump  on  it  before  they 
jump  on  you.  Plus,  NetPrism 
works  with  HP  Open  View  to 
give  you  even  greater  insight. 
And  at  only  $995,  NetPrism  pays 
for  itself  quickly. 


©  1999,  fujihu  Software  Corporation.  NetPriwn  ii  a  trademark  of  Fujitsu  Software  Corporation.  Fujitsu  and  the  Fujitsu 
logo  are  trademarks  of  Fujitsu  limited.  All  other  product  names  are  the  property  of  their  respective  hokfen. 

online  @  www.networkworld.com/infoxpress 


Download  a  60-day 
trial  version  at 
www.netprism.com 
or  call  today  800-545-6774. 
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AS/400  additions 

The  new  170  servers  offer: 

•  Native  Lotus  Domino  support 

•  64  bit  PowerPC  chips 

•  Ability  to  run  two  instances  of  the  OS/400 
operating  system  simultaneously 


Group,  a  Cheshire,  Conn.,  consultancy. 

IBM’s  new  AS/400s  will  run  the  com¬ 
pany’s  upgraded  operating  system, 
OS/400  4.4,  which  includes  a  rewritten 
IP  stack  to  speed  network  communica¬ 
tions  by  up  to  45%. 

IBM  has  bundled  in  Layer  2  Tunneling 
Protocol  and  IP  Security  functions  to 
help  users  securely  exchange  data  over 
public  networks. 

IBM  also  has  built  dynamic  IP 
addressing  into  OS/400.  This  enables  an 
AS/400  that  is  hosting  a  remotely 
accessed  application,  such  as  a  Web  site, 
to  transfer  its  IP  address  to  another 
AS/400  in  the  event  of  a  system  crash. 

OS/400  4.4  will  be  available  in  late 
May.  Prices  will  vary  depending  on  con¬ 
figuration;  a  basic  three-year  subscrip¬ 
tion  starts  at  $1,331. 

IBM:  (800)  426  4968 
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continued  from  page  22 

What’s  needed  behind  this  is  [a  net¬ 
work  provider  that  rents  applications 
to  users  who  access  them  via  thin- 
client  software.] 

How  will  Java  affect  the  thin-client 
and  server-based  computing  markets? 

I  fully  believe  that  Java  is  a  develop¬ 
ment  language  phenomenon,  not  a 
platform  or  operating  system.  No  one 
has  been  able  to  make  Java  work  as  an 
operating  system. 

And  the  push  to  have  Java  as  an 
operating  system  is,  frankly,  a  political 
push.  Java,  being  an  interpreted  lan¬ 
guage,  requires  an  operating  system.  It 
can’t  be  both. 

On  the  other  hand,  it’s  totally  clear 
to  me  that  Java  is  going  to  be  a  real 
force  in  application  software  develop¬ 
ment.  It’s  an  easier  way  to  create  three- 
tier  systems  with  presentation,  busi¬ 
ness  logic  and  back-end  file  or  data 
servers.  When  you  move  application 
logic  onto  a  server,  you  are  doing  server- 
based  computing.  3 
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Updated 


PROGRAM  OVERVIEW 

The  networked  world  is  growing  ever  more  complex.  Each  new  technology 
promises  to  fill  a  specific  need  with  greater  speed,  better  quality  and  at 
lower  cost.  Each  brings  with  it  a  bewildering  array  of  new  terms  and 
acronyms  ...  a  new  language,  in  effect.The  result  is  confusion. 

Essentials  of  Networking  Technologies  ...  and  their  Practical  Applications  cuts 
through  the  maze  of  jargon  across  the  LAN,  MAN  and  WAN  domains.This 
updated  seminar  is  a  dynamic,  plain-English,  common-sense  and  thoroughly 
understandable  explanation  of  current  and  developing  communications 
systems  and  networks.  Acronyms  are  decoded,  technologies  demystified, 
standards  put  into  perspective  and  trends  explored.  Step-by-step  and 
technology-by-technology,  the  present  and  future  networked  world  is  set 
in  the  context  of  meaningful  and  cost-effective  business  applications. 

Whether  you  need  a  firm  understanding  of  networking  technologies  and 
their  application,  or  a  comprehensive  update  of  current  developments, 
this  invaluable  seminar  will  meet  your  needs.  Interactive  case  studies  are 
interwoven  throughout  in  order  to  illustrate  the  practical  application 
...  or  lack  thereof...  of  the  technologies  presented. 

KEY  BENEFITS  OF  ATTENDING 

Grasp  the  fundamentals  of  transmission  systems  from  analog  to  digital, 
from  twisted  pair  through  fiber  optics  and  from  wired  through  wireless 

Explore  carrier  options  such  as  ILECs,  CAPs,  CLECs  and  IXCs 

Understand  the  access  and  transport  technologies,  from  X.25  through 
T-Carrier,  ISDN,  ADSL,  RADSL,  IDSL, WLL  and  SONET 

Get  a  handle  on  LAN  networking:  Bridges,  Hubs,  Switches  and  Routers 

Understand  Voice  over  Frame  and  Voice  over  IP:  Does  it  make  sense 
to  talk  over  your  data  network? 


WHO  SHOULD  ATTEND 


Register  today  for  the  seminar  nearest  you ! 


Your  registration  fee  of  $995  includes: 

Two-day  seminar,  comprehensive  seminar  workbook,  copy  of 
best-selling  Handbook  of  Communications  Systems  and  Networks 
by  course  presenter  Ray  Horak,  and  continental  breakfast, 
luncheon  and  break  refreshments. 


•Those  new  to  networking  and  seeking  a  firm  foundation 

•  IS  professionals  requiring  an  overview  of  communications  fundamentals 
and  trends 

•  Nontechnical  professionals  in  the  disciplines  of  law,  education, 
finance,  marketing  and  public  relations 

•  Decision  makers  seeking  a  big-picture  perspective  of  broadband 
and  high-performance  networks  ...  in  plain  English 


Save  with  our  Team  Discounts: 

2  registrants  save  $75  each 

3  registrants  save  $150  each 

4  or  more  registrants  save  $200  each 


(800)643-4668 

www.nwfusion.com/ seminars 
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If  you  are  interested  in  having  this  seminar 
customized  and  taught  on-site  at  your  company, 
please  call  Bill  Bernardi  at  (508)  820-7506. 
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Internetworking  Monitor  .  Kevin  Tolly 

CARRIER'CLASS  conundrum 


Enterprise  network  managers 
used  to  he  torn  over  deploying 
wide-area,  multifunction  networks 
using  one  multipurpose  box  rather 


than  several  single-function  devices. 
But  the  issue  was  rendered  moot  be¬ 
cause  the  typical  T-l-or-lower  WAN 
speeds  of  enterprise  nets  rarely  made 


performance  an  issue.  As  carrier-class 
providers  seek  to  implement  higher- 
function  networks,  though,  this  issue 
becomes  important  again. 

Several  events  are  triggering  radical 
changes  in  the  way  WAN  services  are 
built.  The  increasing  demand  for  Inter¬ 
net  access  is  compounded  by  increased 


corporate  use  of  virtual  private  network 
(VPN)  services. 

Add  to  this  the  desire  of  carriers  and 
service  providers  to  implement  new 
services,  and  you  end  up  with  levels  of 
network  stress  that  may  never  have 
been  envisioned  by  network  device 
architects. 

The  carriers  that  provision  high-end 
services  and  network  managers  who  use 
them  need  to  be  cognizant  of  the  shift 
that  has  taken  place.  Specifically,  they 
need  to  be  certain  that  the  underlying 
network  infrastructure  can  support  the 
advertised  services. 

A  recent  Tolly  Group  benchmark  of 
VPN  tunnel  services  illustrates  some  of 
the  issues  that  are  likely  to  become  even 
more  prevalent. 

The  two  systems  we  tested  are  adver¬ 
tised  as  having  Layer  2  Tunneling  Pro¬ 
tocol  (L2TP)  support.  Both,  functioning 
as  L2TP  Network  Servers,  claim  support 
for  2,000  (or  more)  simultaneous  tun¬ 
nels.  One  is  a  multifunction  LAN/WAN 
router  —  architected  long  before  VPNs 
existed  —  onto  which  VPN  features 
were  grafted.  The  other  was  the  brain¬ 
child  of  a  VPN  start-up  —  architected, 
one  must  suppose,  to  provide  scalable 
VPN  support  as  a  primary  objective. 

Using  code  levels  recommended  by 
each  vendor, The  Tolly  Group  ran  a  basic 
“two  tunnel”  test.  Result: The  multifunc¬ 
tion  router  delivered  1.3M  bit/sec  of 
throughput  —  close  to  the  1.544M 
bit/sec  limit  of  a  T-l  link.  Nice,  except 
that  the  test  wasn’t  run  at  T-l  speed  — 
it  was  run  with  a  pair  of  100M  bit/sec 
Fast  Ethernet  interfaces.  The  VPN  box 
delivered  83. 3M  bit/sec  of  throughput. 

The  multifunction  vendor  was 
allowed  another  shot  and  came  back 
with  an  experimental  version  of  code. 
The  vendor  delivered  a  much  more  res¬ 
pectable  43. 1M  bit/sec  of  throughput. 

Yet,  one  has  to  wonder  what  was 
done  to  produce  almost  a  fortyfold 
increase  in  a  matter  of  days.  And  what,  if 
any,  negative  impact  the  VPN  improve¬ 
ment  might  have  on  the  other  features 
of  the  multifunction  box. 

Unlike  a  single-function  box  that  only 
has  to  prove  it  can  do  one  thing  well,  the 
multifunction  device  really  has  to  offer 
good  performance  in  multiple  areas 
without  sacrificing  performance  in  its 
other  duties. 

At  2,000  tunnels,  the  single-purpose 
box  delivered  T-3-level  performance  of 
42. 5M  bit/sec;  the  multifunction  box, 
even  running  the  special  code,  delivered 
about  25%  of  that:  12. 1M  bit/sec. 

“Carrier  class”  doesn’t  just  mean  “en¬ 
terprise  network  class,”  and  one  can’t 
assume  multifunction  devices  that  ser¬ 
viced  the  enterprise  effectively  will  find 
a  home  in  the  networks  of  the  future. 

Tolly  is  president  of  The  Tolly  Group, 
a  strategic  consulting  and  indepen¬ 
dent  testing  firm  in  Manasquan,  NJ. 
He  can  be  reached  at  (732)  528-3300, 
ktolly@tolly.com  or  wuw.tolly.com. 


Real  VPN 


iiHFn  ■  c  niivTm 


Nothing  beats  the  IntraPbrt™  family  for  scalability,  client  support,  and  security. 

And  REAL  high-speed  remote  access. 


Designed  for  small  to  medium¬ 
sized  companies  or  branch 
offices  that  need  up  to  64 
simultaneous  remote  access 
sessions  and/or  up 
to  16  site-to-site  connections. 


For  medium-sized  businesses  or 
large  branch  offices  that  need  up 
to  200  simultaneous  remote 
access  sessions  and/or  up  to 
32  site-to-site  connections. 


Designed  for  large  central  sites 
that  need  scalability  up  to 
40,000  simultaneous  remote 
access  sessions  and/or  up  to 
512  site-to-site  connections. 


All  Intraport  family  products  feature: 

■  Site-to-Site  Protocols:  IP-in-IP,  IPX-in-IP, 
AppleTalk-in-IP,  Bridging  in  IP 

■  Client  Access  Protocols:  IP-in-IP  for  all  clients 
IPX-in-IP  for  Windows  clients 

■  Clients  included  at  no  charge:  Windows  95, 
Windows  98,  Windows  NT  (4.0  and  later), 
PowerMac  (System  8.0  and  later), 

Intel-based  Linux,  Sun  Solaris 

■  Security:  IPSEC/IKE,  co-processor-based 
DES/3DES  encryption. 


VPN  that  fits  your  network 
today  and  tomorrow. 


The  IntraPort™  VPN  access  server  family 
delivers  more  features  and  flexibility  than  any 
VPN  product  available — bar  none.  With  the 
industry’s  broadest  client  and  protocol 
support,  IntraPort  integrates  VPN  into  your 
existing  network  and  allows  remote  users  to 
continue  to  work  securely  on  the  platforms 
they’re  comfortable  with.  That  means  your 
remote  and  site-to-site  users  will  be 
productive  immediately. 

Best  of  all,  IntraPort  VPN  solutions  fulfill  the 
high-speed  promise  of  DSL  and  cable-modem 
access.  The  IntraPort  family  is  built 
specifically  to  take  full  advantage  of  these 
high-bandwidth  technologies  and  ensure  your 
network  runs  at  the  fastest  speeds  possible. 

So  whether  you  need  VPN  access  for  ten  or 
10,000  users,  the  IntraPort  family  is  the 
solution.  Give  us  a  call.  Or  check  out  our 
specs  at:  www.compatible.com/vpn_now/ 
and  sign  up  for  our  VPN  application  success 
handbook,  and  get  real  about  VPN  now! 


Compatible  Systems 

the  VIRTUAL  leader 


1 .888.356.0283  |  www.compatible.com/vpn_now/ 


Free  Product  info  enter  NWInfoXpress  #86  online  @  www.networkworld.com/infoxpress 


NetworkWorM 

TMl  NIWINIIKIY  or  ENTIKMIIE  NITNOM  COHEUTINO 


Subscription  Application! 


YES 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 


No,  thank  you.  □ 


Date 


Signature  (required) 

TO  QUALIFY:  You  must  supply  your  company  name  and  address.  If  military,  please  specifly  branch/base.  If 
government,  please  specify  division. 


Company 


Division/Mail  Stop'Mililary  Branch  or  Base 


City 

If  there  is  a  parent  company,  please  provide  name:  _ 


Zip 


□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Street  Address 


Business  phone  ( _ )  _ 


City 


Zip 


FAX  ( 


Internet  E-mail  address _ 

Would  you  like  to  receive  our  weekly  e-mail  news  update  “inFusion”  ?  □  Yes  □  No 

Would  you  like  to  receive  periodic  information  via  e-mail  on  3rd  party  networking  products/services?  □  Yes  □  No 


Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications. 

ALL  questions  must  be  answered.  Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified 
US  applicants.  Foreign  and  Canadian  rates  available  upon  request. 


m 

What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 

01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/ 

Recreation 

06.  □  Media/TV/Cable  /Radio/Print 

07.  □  Retail/Wholesale  Trade/ 

Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

11.  □  Process  Industries 

(Mining/Construction/Petroleum 

Refining/Agriculture/Forestry) 

12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/Interconnects 

17.  □  Internet  Service  Provider  (ISP) 

18.  □  Manufacturing  (Computer/ 

Communications/OEM) 

19.  □  Resellers  of  Computer/Network 

Products  (VARs,  VADs) 

20.  □  Systems/Network  Integrators* 

21.  □  Distributors  (Computer/ 

Communications)* 

22.  □  Other  (please  specify) 

*  Please  complete  form  based  on  largest 
client. 

2. 

What  is  your  job  function? 

(check  ONE  only) 

NETWORK  IS  MANAGEMENT: 

1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS/IT/MIS/CIO/Systems  Management 

5.  □  Internet/Intranet/Electronic 

Commerce  Mgmt,  Webmaster 

6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO, 

Pres.,  VP,  Dir.,  Mgr.,  Financial 
Management) 

8.  □  Consultant  (Independent) 

9.  □  Other 

What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  Of?  (Please  print  the  appropriate  number  code  on  the  line  next  la  each 
product  category.  Please  complete  AU.  categories  A-N.) 


I.  $100  Million  or  more 
2  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million 

4.  $10  to  $24.9  Million 

5.  $1  to  $9.9  Million 

6.  $100,000  to  $999,999 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


A 


.  Large  Systems 
(Mainframes/Minis) 

.  Desktops 

(Micros/Laptops/Workstations) 
_  Servers 
.LANs 

.WAN  Equipment 
Carrier  Services 


_  Internetworking 
_  Internet 
.  Intranet 
_  Extranet 
_  Remote  Access 
.  Peripherals 
_  Software 
_  Service/Support 


j  *1  What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 


I.DI00+  2.  □  50  -  99  3.  □  20  -  49  4.  □  10  -  19  5.  □  2  -  9  6.  □  I  7.  □  None 


5. 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (cueck  one  t>ox  in  each  column) 

1 

SERVERS 

CLIENTS 

LANS 

I  At  Location 

Entire  Org.  1 

1  At  Location 

Entire  Org. 

l  At  Location 

Entire  Org.  1 

A 

8 

c 

D 

E 

F 

□ 

i. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

8. 

none 

□ 

□ 

8. 

none 

□ 

□ 

8. 

none 

□ 

What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  one  only) 

1. D  Corporate/Enterprise 

2.  □  Department 

3.  □  None 


B.  Involvement  (check  AU.  that  apply) 

1 .  □  Create  Network  Strategy 

2.  □  Recommend/Specify 

3.  □  Approve 


4.  □  Evaluate 

5.  □  Determine  the  Need 

6.  □  None 


Cm  What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

BTJy'l  (check  0NF  in  each  section) 

A.  At  your  location: 

B.  Entire  organization: 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

2.  □  10,000  -  19,999 

6.  □  500  -  999 

2.  □  10,000  -  19,999 

6.  □  SOO-999 

3.  □  5,000  -  9,999 

7.  □  250  -  499 

3.  □  5,000  -  9,999 

7.  □  499  or  less 

4.  □  2,500  -  4,999 

8.  □  249  or  less 

4.  □  2,500  -  4,999 

Please  indicate  the  products/services  that  you  are  currently  involved  in  purchasing  or  plan 
to  purchase:  (check  ALL  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET _ 

«  B 

□  OLD  Internet  Services/Web  Hosting 

□  02.D  F  irewalls/Security/E  ncryption 

□  03,  □  Web  Servers/Software 

□  04.  □  Web  Servers/Hardware 

□  05.  □  TCP/IP  Software 

□  OLD  Management/Monitoring  Software 
LOCAL-AREA  NETWORKS/  INTERNETWORKING- 


□  07. 

□  08. 

□  09. 

□  10. 

□  II. 


□  Voice/Video  Over  IP 

□  VPN  Equipment/Services 

□  Legacy  Integration  Tools 
(Web  to  Host) 

□  Web  Development  Tools  (JAVA, 
ActiveX,  etc) 

□  Push  Technology 


□  I2.D  Web  Browsers 

□  I3.D  Intranet  Applications/Groupware 

□  14.  □  Search/Retrieval  Products 

(web  crawler) 

□  I5.D  Electronic  Commerce  Tools 

□  16.  □  Web  Authonng  Tools 

□  I7.D  Other. _ 


□  18.  □  Local-Area  Networks  □  28. 

□  19.  □  Network  Operating  System  □  29. 

Software 

□  20.  □  Servers  □  30. 

□  21.  □  Print  Servers  □  31. 

□  22.  □  Routers 

□  23.  □  ATM  Switches  □  32. 

□  24.  □  Token-Ring  Switches  □  33. 

□  25.  □  Ethernet  Switches  □  34. 

□  26.  □  Fast  Ethernet  □  35. 

□  27.  □  Gigabit  Ethernet  □  36. 

COMPUTERS/PERIPHERALS _ 


□  Layer  3  Switches 

□  Network  Storage  Devices 
NASs,  SANs) 

□  LAN  Storage/Backup 

□  Optical  Storage/Backup/ 
Jukeboxes 

□  Disk  Storage/Backup 

□  Tape  Storage/Backup 

□  RAID  Storage/Backup 

□  Network  Test/Diagnostic  Tools 

□  Cables,  Connectors,  Baiuns 


□  37.  □  UPS 

□  38.  □  Network  Interface  Cards  (NICs) 

□  39.  □  Hubs 

□  40.  □  Intelligent  Hubs 

□  41.  □  Stackable  Hubs 

□  42.  □  Bridge/Router 

□  43.  □  SNMP  Network  Management 

□  44.  □  Gateways 

□  45.  □  Concentrators/Repeaters 

□  46.  □  Other  (please  specify) 


□  47.  □  Thin  Clients/Network  □  50. 

Computers  (NCs)  □  51. 

□  48.  □  Laptops/Notebooks/Sub-Notebooks  □  52. 

□  49.  □  Micros/PCs  □  53. 

REMOTE/WIRELESS  COMPUTING _ 


□  Minis 

□  Mainframes 

□  Workstations 

□  Printers/Network  Printers 


□  54.  □  CD-ROM/DVD 

□  55.  □  Fax/Modem  Boards 

□  56.  □  Memory/Chips/Boards/Cards 

□  57.  □  Other _ 


□  58.  □  Remote  Access  Products  □  61. 

□  59.  □  Remote  Access  Services  □  62. 

□  60.  □  PDAs 

SOFTWARE/APPLICATIONS _ 


□  PCMCIA  Devices 

□  Wireless  Data 
Equipment/Services 


□  63.  □  Cellular  Equipment  S  Services 

□  64.  □  Other  (please  specify) 


□  65.  □  Network  Management 

□  66.  □  Systems  Management 

□  67.  □  Security 

□  68.  □  Communications  Software 

□  69.  □  Terminal  Emulation 

□  70.  □  Operating  Systems 

□  71.  □  Applications  Development  Tools 

□  72.  □  Database  Management/  RDBMS 

□  73.  □  Groupware 

□  74.  □  Workflow 


WIDE-AREA  NETWORK  EQUIPMENT  &  SERVICES 

□  92.  □  56  Kbps  Modems  □  99. 

□  93.  □  Under  56  Kbps  Modems  □  100. 

□  94.  □  Cable  Modems  □  101. 

□  95.  □  Asynchronous  Transfer  □  102. 

Mode  (ATM)  ni03. 

□  96.  □  Frame  Relay  Equipment/  □  104. 

_  Services  □  105. 

□  97.  □  ISDN  Equipment  A  Services  □106. 

□  98.  □  FT-I/T-I/T-J  Multiplexers/Services  □107. 


□  75.  □  EDI 

□  76.  □  E-mail 

□  77.  □  Desktop  Videoconferencing 

□  78.  □  Imaging 

□  79.  □  Suites/Server  Suites 

(Back  Office,  etc) 

□  80.  □  Middleware 

□  81.  □  Document  Management 

□  82.  □  Site  Metering  Tools 

□  83.  □  Computer  Telephony 
Integration  (CTI) 


□  84.  □  Data  Warehousing 

□  85.  □  Anti  Virus  Software 

□  86.  □  Multimedia 

□  87.  □  Vr.  2000  Conversion 

Software  (Y2K) 

□  88.  □  Helpdesk 

□  89.  □  Weo  Based  Management  Tools 

□  90.  □  Directory  Services 

□  91.  □  Other  (please  specify) 


□  xDSL  Services/Products 

□  Diagnostic/Test  Equipment 

□  DSlf/CSU 

□  PBXs 

□  Videoconferencing 

□  Leased  Lines 

□  Switched  Data 

□  Virtual  Private  Networks  (VPN) 

□  FRADs 


□  I08.D  Managed  LAN/Router  Services 

□  1 09. □  Other _ 

□  NO.  □  Outsourcing/Systems 

Integration  Services 

□  1 1 1.  □  Education/Training  Services 

□  1 12.  □  None  of  the  above  (l-l  1 1) 


"ct  I  Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  that  apply) 

E|£x£|]  A.  Currently  installed  B.  Planned  for  purchase 

NETWORK  PROTOCOLS 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

UN  ENVIRONMENT 

□  04.  □  Novell  IPX/SPX 

□  05.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS 

□  07.  □  NFS 

□  08.  □  SNMP 
n  09.  n  Other 

A  8 

□  10.  □  Gigabit  Ethernet 

□  II.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet  (100  Megabit 

Ethernet) 

□  13.  □  Ethernet 

NETWORK  OPERATING  SYSTEM 

□  14.  □  ATM 

□  15.  □  Token  Ring/Token  Ring 

Switching 

□  16.  □  IP  Switching 

□  17.  □  Layer  3  Switching 

□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

□  22.  □  Other 

A  B 

□  23.  □  Windows  NT 

□  24.  □  Windows  NT/Advanced  Server 

□  25.  □  Novell  IntranetWare 

□  26.  □  Novell  (NetWare  5.X) 

COMPUTER  OPERATING  SYSTEM 

□  27.  □  Novell  (NetWare  4.X) 

□  28.  □  Novell  NetWare  2A,  U) 

□  29.  □  Microsoft  (LAN  Manager) 

□  30.  □  Banyan  (VINES) 

□  31.  □  IBM  (Server) 

□  32.  □  Other  (please  specify) 

□  33.  □  NT  Server 

□  34.  □  NT  Workstation 

□  35.  □  Unix/Xenix/AlX/SCO 

□  36.  □  Solaris 

□  37.  □  Windows 

□  38.  □  Windows  95 

□  39.  □  Windows  98,  ,9x 

□  40.  □  DOS 

□  41.  □  OS/2,  OS/2  Warp 

□  42.  □  IBM  MVS/VM/VSE 

□  43.  □  Digital  VMS 

□  44.  □  Macintosh 

□  45.  □  Other 

□  46.  □  None  of  the  above  (1-45) 

(  Y  |  Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your  location? 

1  (check  ALL  that  apply  in  each  column) 


A.  Servers 

B.  Clients 

A. 

Servers 

B.  Clients 

Power  PC 

□ 

01. 

□ 

486,  386,  286 

□ 

07. 

□ 

Power  Mac 

□ 

02. 

□ 

Sun  Sparc 

□ 

08. 

□ 

Mac  Other 

□ 

03. 

□ 

Rise 

□ 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Alpha 

□ 

10. 

□ 

Pentium  II  (Pll) 

□ 

05. 

□ 

Other 

□ 

II. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  that  apply) 


A  -  Mainframes 
(Large  Scale) 

1.  □  IBM 

2.  □  Amdahl 

3.  □  Cray 

4.  □  Hitachi 

5. 

6. 


□  Unisys 

□  Other 


Minis  (Midrange) 

□  IBM  RS/6000 

□  IBM  AS/400 

□  Digital 

□  Tandem 

□  Unisys 

□  AT&T  GIS 

□  H-P 

□  Data  General 

□  Other _ 


C  -  Workstations 

1.  □  Sun  Microsystems 

2.  □  Silicon  Graphic 

3.  □  Digital 

4.  □  H-P 

5.  □  IBM 

6.  □  Other _ 


What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 


01.  □  $20  billion  or  more 
02.  □  $10  billion  to  $19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 
08.  □  $5  million  to  $9.9  million 


09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


I.  □  Europe  2.  □  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East  6.  □  None 


FOILM:  9801 


P, 


lease  indicate  the  names  and  job  functions  of  other 
individuals  at  your  location  to  whom  you  would  like  us  to 

send  a  copy  of  NetworkWorld 


NAME. 


JOB  FUNCTION 


NAME. 


JOB  FUNCTION 


NAME 


JOB  FUNCTION 


NAME 


JOB  FUNCTION 


NAME 


JOB  FUNCTION 


Be  Sure  You 
Have  Completed 
the  Following: 

^  Answered  ALL  the 
questions 

Signed  and  dated 
the  form 

^  Provided  your 
name,  title  and 
company  address 


Thank  You! 


1.  FOLD  HERE  &  MAIL  TODAY  i 


NetworkWorld 

THE  NEWSWEEKLY  OF  ENTERPRISE  NETWORK  COMPUTING 

We’re  not  just  the  #1  networking  newsweekly... we’re  a 
full-service  company  providing  you  with  the  best  information 
resources  to  help  you  conquer  your  networking  challenges. 

Your  qualified  subscription  brings  you... 

■  5 1  FREE  issues  of  Network  World  magazine 

■  FREE  access  to  NW  Fusion,  THE  web  site 
for  the  Network  IS  industry 

■  Access  to  Network  World  software, 
seminars  and  more! 
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Send  for  your  FREE  Network  World  subscription  today! 
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Briefs 


Pacific  Bell  Wireless  and 
LM.  Ericsson  Telephone  plan 
to  test  a  new  technology  that 
lets  companies  cut  phone  costs 
by  giving  business  users  one 
Global  System  for  Mobile 
(GSM)  Communications  phone 
for  the  office  and  travel. 

Ericsson's  GSM  on  the  Net 
uses  small  radio  base  stations 
to  add  local-area  GSM  cover¬ 
age  to  a  company's  IP  LAN. 

A  user  is  equipped  with  one 
GSM  phone  and  one  portable 
number.  Within  an  office,  a 
user  is  hooked  up  to  the  IP 
network,  so  he  does  not  have 
to  pay  per-minute  phone 
charges. 

Outside  the  building,  the 
phone  functions  as  a  regular 
GSM  mobile  phone. 

Pacific  Bell  Wireless  will 
begin  service  trials  in  its  GSM 
network  in  California  and 
Nevada  during  the  second 
quarter  this  year.  After  the 
trials  are  completed,  Pacific 
Bell  will  decide  whether  it  will 
offer  the  service. 

Pacific  Bell:  (800)  528-0000 

IXC  Communications,  the 

latest  in  a  batch  of  new 
carriers  to  come  forward 
with  enterprise  WAN  services, 
has  announced  a  technology 
and  marketing  alliance  with 
Cisco. 

IXC  will  deploy  Cisco's  12000 
series  Gigabit  Switch  Routers, 
implement  Multi-protocol  Label 
Switching  quality-of-service 
techniques  in  its  backbone, 
and  become  a  licensed  Cisco 
training  partner. 

The  two  companies  also 
will  jointly  promote  Cisco's 
Jump-Start  IP  program  with  IXC 
transport  options  to  smaller 
users.  IXC  recently  branched 
out  from  wholesale  to  enter¬ 
prise  transport  with  an  initial 
emphasis  on  frame  relay  ser¬ 
vice  (NW,  Feb.  15,  page  27). 


Carriers 


mm  The  Internet ,  Extranets ,  Interexchange 

anti  Local  Carriers ,  Wireless,  Regulatory  Affairs 

Reinventing  Cable  &  Wireless  services 


BY  DENISE  PAPPALARDO 

VIENNA,  VA.  —  Cable  &  Wireless  USA 
is  trying  to  become  a  serious  contender  in 
the  fight  for  IP  and  data  service  dollars. 

And  Dennis  Matteucci,  who  just  com¬ 
pleted  his  third  month  as  CEO  of  Cable  & 
Wireless  USA,  has  some  thoughts  on  how 
to  get  the  company  ready  for  battle. 
Besides  beefing  up  the  company’s  empha¬ 
sis  on  data  services  and  boosting  its  ISP 
status,  Cable  &  Wireless  plans  to  expand 
its  own  network  resources  and  reduce  its 
dependency  on  other  carriers. 

These  may  not  be  the  easi¬ 
est  goals  for  any  service 
provider,  especially  one  that 
has  little  U.S.  data  service 
market  share  and  has  been 
having  trouble  integrating  its 
MCI  Internet  acquisition 
(A'fU  Jan .  11,  page  1). 

Matteucci  recognizes  the 
company’s  troubles  but  says 
Cable  &  Wireless  is  on  the 
road  to  recovery  and  is  in  the 
process  of  reinventing  itself. 

“It  was  obvious  to  me 


when  I  came  on  board  that  the  organiza¬ 
tion  was  dysfunctional,”  Matteucci  says. 
“My  first  or  second  day  here  I  was  getting 
unsolicited  recommendations  on  organi¬ 
zational  changes  from  my  direct  reports, 
which  was  the  first  indication  that  some¬ 
thing  could  be  done  better.” 

Many  of  Cable  &  Wireless’  problems 
stemmed  from  the  fact  that  the  company’s 
Internet  business  wasn’t  well  integrated 
with  the  carrier’s  existing  organization, 
especially  in  the  sales  department. 
Previously,  Cable  &  Wireless’  salespeople 
each  sold  specific  services,  such  as  voice. 


"It  was  obvious 
to  me  when  I  came 
on  board  that  the 
organization  was 
dysfunctional." 

Dennis  Matteucci,  CEO,  Cable  & 
Wireless  USA 


Lucent  goes  to  the  desktop  with  IP  voice 


Ethernet  phone  system  touted  as  alternative  to  Cisco  IP  telephony. 


BY  DAVID  ROHDE 

WASHINGTON  D  C.  —  Lucent  is  not 
going  to  get  caught  without  an  Ethernet 
telephone. 

The  telecom  equipment  kingpin  has 
announced  Definity  IP  Solutions,  a  set  of 
hardware  and  software  upgrades  that 
turns  Lucent’s  flagship  Definity  PBX  sys¬ 
tem  into  an  IP  telephony  platform. 

The  announcement  came  with  few 
technical  specifications  and  no  prices. 
And  its  key  component  —  a  desktop 
telephone  that  plugs  directly  into  an 
Ethernet  network  —  won’t  be  available 
until  the  middle  of  next  year. 

But  Lucent  officials  brought  the 
announcement  forward  in  the  face  of  a 
telephony  marketing  barrage  by  Cisco. 
Cisco  is  touting  an  Ethernet  phone  sys¬ 
tem  from  its  recently  acquired  Selsius 
Systems  division  as  the  death  knell  of  tra¬ 
ditional  PBXs. 


In  addition  to  the  Ethernet  phone, 
Definity  IP  Solutions  includes  a  trunk  card 
software  upgrade  for  the  PBX,  plus  client 
software  that  turns  PCs  or  laptops  into 
what  Lucent  officials  dub  “soft  phones.” 

The  idea  is  to  give  end  users  a  choice  of 
a  multibutton,  multiline  Ethernet  phone- 
set  or  a  PC  interface  that  supports  Micro¬ 
soft’s  Telephony  Application  Program¬ 
ming  Interface  (T  API).  T  API  software  lets 
users  launch  calls  from  personal  informa¬ 
tion  software  such  as  Microsoft’s  Outlook 
or  Symantec’s  ACT. 

Lucent  customers  say  they’re  pleased 
that  the  vendor  at  least  is  laying  out  a 
migration  path.  Definity  IP  Solutions 
“will  allow  us  to  bridge  our  considerable 
investment  in  voice  systems,  LANs  and 
WANs”  while  retaining  telephony-class 
reliability,  says  Patric  Brayden,  network 
systems  manager  at  Group  Health 
Cooperative  in  Seattle,  and  president  of 
Lucent’s  main  user  group.  □ 


data,  messaging  or  IP  Now  sales  represen¬ 
tatives  sell  all  services.  It  didn’t  make 
sense  for  one  customer  to  be  contacted 
by  three  salespeople,  Matteucci  says. 

Cable  &  Wireless  is  still  training  and 
hiring  new  sales  staff  to  handle  the  huge 
customer  load  it  acquired  from  MCI. 
Cable  &  Wireless  took  on  over  3,300 
dedicated  Internet  users,  66,000  dial-up 
business  users,  230,000  dial-up  con¬ 
sumers  and  1,300  ISPs  when  it  bought 
internetMCI. 

And  if  buying  internetMCI,  the  second 
largest  ISP  in  the  country,  isn’t  enough  to 
disrupt  your  business,  then 

-  basing  the  future  of  your 

company  on  voice  services 
alone  just  might  be.  “Voice 
has  been  the  core  business 
for  Cable  &  Wireless.  But 
voice  is  a  commodity  and  will 
be  given  away  in  the  future. 
And  I  don’t  mean  in  the 
too-distant  future  either,” 
Matteucci  says. “For  some  rea¬ 
son  this  company  de-empha- 
sized  data  about  18  months 
ago,  and  I  can’t  explain  to  you 
why.  I  don’t  know  why.  But  it 
will  not  be  the  case  going  forward,  I  can 
tell  you  that  much.” 

Cable  &  Wireless  was  one  of  the  first 
providers  to  offer  frame  relay  services, 
but  today  it  has  less  than  1%  of  the  mar¬ 
ket,  according  to  Vertical  Systems  Group, 
a  consulting  firm  in  Dedham,  Mass. 

In  addition  to  growing  its  data  busi¬ 
ness,  Cable  &  Wireless  is  growing  its 
physical  network.Today  only  20%  to  25% 
of  Cable  &  Wireless’  network  infrastruc¬ 
ture  is  owned  by  the  service  provider: 
Matteucci  wants  to  change  that.  “We 
have  the  funding  in  place  to  build  our 
own  facilities  or  to  partner  with  other 
facilities-based  providers,”  he  says. 

Cable  &  Wireless:  (800)  486-8686 
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IT  All  Starts  Here. 


This  just  in:  CNN.com,  the  world’s  leading  news  site, 
now  features  technology  news  and  information  from  the 
Web’s  fastest  growing  global  technology  information 
network  —  IDG.net. 


CNN  Interactive  has  discovered  what 
readers  of  IDG  publications  have  known 
for  over  30  years:  no  other  company 
can  match  the  breadth  and  quality  of 
technology  information  offered  by  IDG. 

Network  World  Fusion  —  along  with  fellow 
IDG.net  sites  Computerworld  Online, 
InfoWorld.com,  JavaWorld,  PC  World  Online 
and  TheStandard.com  —  is  proud  to  be 
part  of  the  Web’s  most  trusted  network  of 
computing  publications.  With  240  sites  in 
55  countries,  IDG.net  reaches  more 
readers,  in  more  markets,  than  any  other 
Web  network  —  and,  it’s  growing  every  day. 


Now  millions  of  new  readers  worldwide 
will  discover  what  IDG. net’s  users  have 
known  all  along  —  that  IDG.net  offers 
the  most  comprehensive,  current,  and 
useful  computing  information  on  the 
Web  today. 

More  publications,  more  product  reviews, 
more  technology  news  —  more  of  the 
quality  information  you  need  to  make 
technology  decisions  for  any  computing 
environment,  from  the  home  office  to  the 
global  enterprise. 

IDG.net.  IT  all  starts  here. 
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Carriers  &  ISPs 


Eye  on  the  carriers 
David  Rohde 

So  HOW  DO 
YOU  ORDER 

Iridium 

service? 


If  you  have  the  budget  for  it,  there’s 
a  new  way  to  travel  the  world  and 
stay  in  touch  wherever  you  are.  Called 
Iridium,  it’s  the  first  of  several  planned 

_  constellations  of  low- 

earth  orbit  satellites  that 
bounce  calls  off  one 
another  until  they  find 
the  party  you’re  calling. 

The  beauty  of  Iridium 
is  that  a  single  phone 
handset  or  pager  works 
everywhere.  Interested? 
Good  luck  getting  the  service. 

Iridium  had  some  problems  getting 
underway,  even  after  it  had  launched 
all  66  of  its  satellites.  It  missed  its 
planned  Sept.  23,  1998,  start  date  due 
to  software  glitches  in  its  Earth  switch¬ 
ing  stations  and  some  delays  in  handset 
manufacturing.  But  it  finally  began 
commercial  service,  or  so  it  claims,  on 
Nov.  1,  1998. 

I  tested  out  Iridium’s  ordering  sys¬ 
tem  when  Network  World  was  examin¬ 
ing  questions  about  Iridium’s  start 
date.  I  went  to  Iridium’s  Web  site  and 
entered  my  name  as  a  prospect  for  the 
service.  Shortly  thereafter,  I  received  an 
e-mail,  date-stamped  Sept.  4,  1998,  con¬ 
firming  my  place  on  the  prospect  list. 
“An  Iridium  representative  will  contact 
you  shortly  regarding  your  interest,” 
the  message  said. 

I  later  received  a  package  in  the  mail. 
It  described  Iridium’s  voice  and  paging 
services  and  pictured  the  devices,  with 
no  prices  but  plenty  of  flowery  lan¬ 
guage.  An  accompanying  letter  wel¬ 
comed  me  as  a  prospect.  “An  Iridium 
representative  will  contact  you  shortly 
regarding  your  interest, ’’the  letter  said. 

I  never  heard  back  from  them. 

A  couple  weeks  ago,  I  went  to  the 
Web  site  again  and  found  a  new,  more 
complex  qualifying  form.  I  tried  the 
system  several  times,  but  it  kept  kick¬ 
ing  me  out,  claiming  I  had  not  filled 
in  all  the  mandatory  fields  marked  by 
an  asterisk.  But  I  had  —  I  swear.  I 
called  Iridium’s  public  relations  repre¬ 
sentative.  She  suggested  calling  1-888- 
IRIDIUM  to  find  a  distributor. 

The  phone  representative  asked  me 
all  the  qualifying  questions  again,  then 
read  me  the  names  of  seven  distributors 
I’d  never  heard  of.  I  said  I  thought  Sprint 
PCS  was  an  Iridium  distributor  (they 
announced  they  were  last  month).  He 
transferred  me  to  Sprint.  I  stayed  on 


hold  for  several  minutes,  then  the 
Iridium  representative  came  back  and 
said,  “At  the  moment  Sprint  PCS  is  expe¬ 
riencing  a  high  call  volume.”  He  trans¬ 
ferred  me  to  another  distributor.  Same 
thing.  He  came  back  on  the  line,  and  I 
asked  what  the  service  costs.  He  said 
the  dual-mode  handset  costs  $3,795, 


and  the  service  providers  licensed  by 
Iridium  charge  between  $2  to  $7  per 
minute. 

Look,  the  stakes  are  pretty  high 
here.  For  the  fourth  quarter,  Iridium 
reported  revenue  of  $186,000  and  a 
loss  of  $440  million. 

There’s  a  message  here  for  the  up¬ 


coming  satellite  systems  providers: 
You  might  want  to  turn  off  }'our  hype 
machines  until  you  make  darn  sure 
you’re  ready  to  take  the  orders. 

Rohde  is  a  senior  editor  with 
Network  World.  He  can  be  reached  at 
drohde@nww.com. 
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Everything  Ybu  Need 
l  Choose  The  Best 

Storage  Solution. 


Even  though  we’re  #1  in  storage  man¬ 
agement  and  have  received  virtually 
every  industry  award  in  the  category, 
we’re  not  about  to  start  resting  on  our 
laurels. 

To  the  contrary,  we’re  investing  more  money 
in  R&D  than  ever  before,  and  it  shows. 

With  a  broad  range  of  exciting  new 
features  and  benefits,  ARCser ve®/T™ 
remains  today’s  most  advanced  storage 
management  solution,  and  now  it’s  available 
in  two  editions  that  address  the  specific  needs 
of  your  environment. 

ARCser ve/T  Workgroup  Edition  protects  your 
Windows  NT  LAN.  With  comprehensive  backup 
for  both  the  server  and  attached  clients,  online 
backup  of  business  applications,  and  lightning- 
fast  disaster  recovery,  this  solution  has  every¬ 
thing  you  need. 
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Cross-Platform  Enterprise  Management 


Computer  Associates  Legato  Seagate  Backup 

ARGservei 
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Remote  Disaster  Recovery 
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Storage  Area  Network  Solution 
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Free  Small  Tape  and  Optical  Library  Support 

✓ 
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NetWare  5.0  Support 
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Java-Based  Remote  Management 

✓ 

if  ’)  • 

Shared  Tape  Library  Support 
(ACSLS) 

✓ 

✓ 

Messaging  System  Protection 

■  Microsoft  Exchange 

■  Lotus  Notes 

■  GroupWise 
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ARCser ve/7”  Enterprise  Edition  provides  more 
comprehensive  storage  management  for  more 
complex  enterprises. 

With  enterprise-wide  centralized  administra¬ 
tion,  exceptional  performance,  and  unmatched 
reliability,  this  edition  can  protect  all  of  your  data 
from  desktop  to  mainframe. 

But  don’t  let  all  of  the  power  and  advanced 


functionality  fool  you.  ARCser ve/T  is  still  as 
friendly  and  easy  to  use  as  ever.  Just  what 
you  would  expect  from  the  industry  leader  in 
systems,  network  and  storage  management. 

To  receive  your  FREE  Trial  Copy,  visit 
www.cai.com/ads/arcserveit  or  call 
1-877-2  GO  FOR  IT.  Also  available  through 
CA’s  Open  License  Program™. 
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Software  superior  by  design. 
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Continuing  its  efforts  to  cobble 
together  an  applications  server 
strategy.  Sun  today  announced  it 
will  integrate  application  devel¬ 
opment  tools  from  Novera 
Software  with  the  NetDynamics 
application  server  platform.  The 
move  will  allow  customers  to  use 
Novera's  Enterprise  Business 
Objects  to  capture  data  from 
legacy  systems  and  move  it  to 
NetDynamics'  application  server 
platform.  Sun  purchased  Net- 
Dynamics  last  summer  and 
obtained  the  rights  to  Netscape's 
Kiva  Software  application  server 
products  in  a  deal  with  America 
Online  last  fall.  Novera  is  one  of 
a  dwindling  number  of  indepen¬ 
dent  application  server  vendors. 

Brooklyn  North  Software 
Works  last  week  released  a  new 
Web  site  maintenance  tool  that 
helps  find  and  fix  broken  links. 
Blueprint  can  also  generate 
reports  on  link  information  and 
page  and  graphic  sizes.  The  soft¬ 
ware  runs  on  Windows  95  and  NT 
and  can  be  downloaded  for  a 
15-day  trial  at  www.brooklyn- 
north.  com.  The  Personal  Edition 
checks  up  to  200  pages  for  $89.95, 
and  the  Business  Edition  checks 
up  to  100,000  pages  for  $299.95. 

Brooklyn  North:  (800)  349-1422 

Axent  Technologies  last  week 
announced  Enterprise  Security 
Manager  5.0.  This  software, 
which  runs  on  NT,  NetWare  and 
Unix,  lets  an  administrator  moni¬ 
tor  tens  of  thousands  of  desktop 
machines  or  servers  for  compli¬ 
ance  with  an  organization's 
security  policies. 

Axent  agent  software  makes 
about  1,000  different  security 
checks  and  reports  the  re¬ 
sults  back  to  the  management 
module. 

The  management  software  is 
priced  at  $955,  and  each  agent 
costs  an  additional  $995. 

Axent:  (301)  258-5043 


Resonate  monitors,  directs  Web  traffic 


BY  ROBIN  SCHREIER 
H  O  H  M AN 

SUNNYVALE,  CALIF.  —  Web  manage¬ 
ment  vendor  Resonate  has  just  intro¬ 
duced  a  new  suite  of  tools  aimed  at 
increasing  the  availability  and  perfor¬ 
mance  of  large  Internet  sites. 

Resonate  last  week  unveiled  Com¬ 
mander,  a  set  of  three  tools  that  moni¬ 
tors  and  adjusts  the  performance  of 
Web,  application  and  database  servers. 

This  release  of  Commander  requires 
Resonate’s  Central  Dispatch,  a  traffic 
management  product  for  LANs  that  lets 
multiple  Web  servers  act  as  one. 
Commander  also  works  with  Global 
Dispatch,  which  provides  the  same  ser¬ 
vice  across  a  WAN. 

The  suite’s  three  modules  are  called 
Monitor,  Controller  and  Reporter. 
Monitor  watches  the  performance  and 
availability  of  Web,  application  and  data¬ 
base  servers,  and  sends  alerts  when  it 
detects  congestion  or  failure.  Reporter 
collects  performance  statistics  for  chart¬ 
ing  and  analysis.  Controller  implements 
policies  that  are  defined  by  the  net  man¬ 
ager.  For  example,  you  could  stipulate 
that  a  Web  server  should  never  use  more 
than  60%  of  its  capacity.  When  that  rate 
is  reached,  Controller  would  direct  traf¬ 
fic  away  from  that  server.  Controller 
would  also  be  able  to  send  traffic  back 
to  that  server  when  it  drops  below  its 


capacity  threshold. 

Commander  integrates  with  enter¬ 
prise  software  management  software, 
such  as  BMC’s  Patrol  and  Tivoli’s 
Enterprise,  or  Resonate’s  Central  and 
Global  Dispatch. 

Resonate  President  and  CEO  Ken 
Schroeder  says  a  key  selling  point  of 
Commander  is  that  it  sits  on  existing 
servers,  in  this  case  Windows  NT  or  Sun 
Solaris,  as  opposed  to  a  hardware  box 
that  must  physically  interrupt  the  net¬ 
work.  While  that  may  be  true,  hardware 
boxes  that  perform  load  balancing  and 
traffic  redirection  cost  far  less  than 


Commander.  Foundry’s  Serverlron  and 
Alteon’s  ACEdirector  load-balancing 
switches  cost  around  $10,000. 

Commander  starts  at  $25,000.  The 
first  version  requires  Central  Dispatch, 
which  also  starts  at  $25,000  and  can 
cost  $500,000  or  more.  Future  versions 
of  Commander  will  be  stand-alone. 

There’s  no  doubt  that  Commander 
offers  a  more  granular  level  of  monitoring 
and  control  over  network  resources. 
Whether  that  will  result  in  a  faster,  more 
reliable  Web  site  is  still  unknown. 

Commander  will  be  available  in  March. 

Resonate:  (408)  548-5500 


Resonate  adds  Web  traffic  manager 


Commander  lets  you  set  rules-based  policies  for  Web  resources,  such  as  servers 
and  databases.  The  interface  correlates  actions  to  events  in  case  of  failure  or  network 
congestion. 

The  Event  scripts  are  applied 

, ,  .  .  to  objects  such  as  URLs. 

Users  write  scripts  to  test 

traffic  patterns  for  server 
response  or  connections. 


In  case  of  an  event,  users 
can  trigger  an  action. 


Angara  pulls  wool  off  Internet  database 


BY  JOHN  COX 

PALO  ALTO  —  A  2-year-old  start-up  is 
betting  it  can  reinvent  the  database  for 
the  Internet. 


More 


Online 


•  See  key  features 
of  the  Angara  and 
TimesTen  systems. 

•  Download  free  or  low-cost  SQL 
databases  for  your  Web  site. 


Angara  Database  Systems  is  now  test¬ 
ing  what  it  says  is  a  full  relational  data¬ 
base  that  stores  all  its  data  in  memory 
chips  instead  of  on  disks. 

The  result,  executives  say,  is  a  rela¬ 
tional  DBMS  that  can  handle  requests 
up  to  20  times  faster  than  traditional 
products  from  the  likes  of  Oracle  and 
Sybase. 

Angara  is  aiming  the  Angara  Data 
Server  at  Internet  electronic  commerce 
applications.  Rival  TimesTen  Perfor¬ 
mance  Software,  Inc.,  a  Mountain  View, 
Calif.,  spinoff  of  Hewlett-Packard, 
released  a  similar  product  about  one 
year  ago. 

The  Angara  server  is  being  tested  at  10 
customer  sites  and  is  scheduled  for 
release  at  the  end  of  March.  It  was 


demonstrated  recently  at  Demo  ’99,  a 
conference  for  emerging  technologies. 

The  product  supports  all  the  tradi¬ 
tional  features  needed  for  transaction 
processing,  according  to  Gary  Ebersole, 
vice  president  of  marketing  for  Angara.  It 
uses  the  SQL  92  language  specification, 
and  the  embedded  SQL,  Open  Database 
Connectivity  and  Java  Database 
Connectivity  interfaces.  It  will  run  on 
several  brands  of  Unix  as  well  as  on 
Linux  and  Windows  NT  4.0. 

To  ensure  data  integrity  in  the  event 
of  a  power  failure  or  computer  crash, 
Angara  writes  what’s  called  a  check¬ 
point  image  of  the  database  to  a  local 
disk  drive  or  network  file  server. 
Optionally,  each  transaction  can  be  writ¬ 
ten  to  a  disk-based  log  file. 

Ebersole  says  the  Angara  Data  Server 
has  fewer  lines  of  code  than  traditional 
databases  and,  therefore,  is  simpler,  more 
reliable  and  easier  to  maintain. 

Angara:  (888)  952-5200 
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Enterprise  Applications 


Software  updates  streamlined  across  enterprises 


BY  JEFF  CARUSO 

SUNNYVALE,  CALIF.  —  Chain  Link 
Technologies  has  just  taken  the  wraps 


off  a  software  update  that  helps  IT 
managers  deploy  and  update  their 
custom  applications  more  quickly 
across  an  enterprise. 


With  IS*Integrity,  IT  managers  can 
input  changes  to  applications  and 
databases  and  then  have  the  software 
implement  the  changes  throughout 


an  enterprise. 

The  new  release,  Version  2.0,  fea¬ 
tures  faster  communication  between 
its  Java-based  client  and  its  server.  It 
also  has  a  component  that  notifies  the 
appropriate  IT  manager  of  any  prob¬ 
lems  that  crop  up  during  the  update. 
Specific  plug-ins  to  update  Oracle 
software  also  are  available  with  this 
release. 

^Integrity  also  has  a  work- 
flow  component  that  makes  sure 
changes  are  approved  by  everyone 
who  needs  to  approve  them  before 
they  go  into  effect. 

A  stitch  in  time  . . . 

Before  getting  the  previous  ver¬ 
sion  of  IS*Integrity  last  year,  textile 
manufacturer  Glen  Raven  Mills  spent 
a  lot  of  time  migrating  to  new  ver¬ 
sions  of  software. 


Apps  management  made  easy 

Features  of  IS*lntegrity  2.0  include: 

•  The  automated  installation  of  patches, 
software  updates  and  customizations  to 
enterprise  applications. 

•  A  workflow  component  that  automates 
approval  procedures  for  changes  in  custom 
applications. 

•  Browser-based  management. 

•  Claimed  compatibility  with  any  hardware, 
operating  system  or  database. 


“There  were  four  hours  a  day  lost 
from  doing  migrations  by  hand,”  says 
Michael  Brown,  senior  database 
administrator  at  the  Glen  Raven,  N.C., 
company. 

Glen  Raven  is  now  making  twice 
as  many  changes  every  day,  but  us¬ 
ing  the  Chain  Link  software,  the 
total  time  to  make  them  is  now  just 
over  an  hour. 

“It  probably  saved  us  from  hiring 
another  database  administrator,” 
Brown  says. 

Glen  Raven  keeps  financial  and 
manufacturing  information  in  Oracle 
databases,  and  employs  full-time 
administrators  and  developers  to 
maintain  that  data. 

Brown  says  he  is  looking  forward 
to  the  new  capability  to  migrate 
Oracle  software  objects. 

IS*Integrity  2.0  is  scheduled  to  ship 
in  April.  Pricing  for  the  software 
varies  widely,  depending  on  the  num¬ 
ber  of  licenses. 

Companies  can  pay  anywhere  from 
$100,000  to  over  $1  million,  Chain 
Link  officials  say.  The  server  portion 
runs  on  Windows  NT  and  Unix  plat¬ 
forms  and  is  accessed  by  a  Java-based 
client.  □ 


Then  meet  your  new 
best  friends... 
QMS®  3260  &  4032 
Print  Systems 


4 

4 
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4 

4 

4 

4 

4 
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Speed  and  Performance 

Unbelievably  fast  for  workgroup  printing  — 
from  32  to  40  ppm 

Powerful  Crown®  Controller 

Job  spooling,  multiprotocol,  serverless 
printing 

Network  Ready 

10BaseT/100BaseTX  Ethernet 

CrownAdmin  3 

Manage  and  configure  any  network  printer 
remotely 

CrownView 

Monitor  and  configure  the  printer  with  any 
Internet  browser 

Email  Paging 

Let  the  printer  notify  you  when  it  needs 
attention  —  via  email  or  pager 

Auto-Install  Utilities 

Easy  set-up,  easy  to  use 

Documents  on  Demand 

3,550  sheets  maximum  input;  duplex,  staple, 
collate,  and  job  offset 

It  Copies,  Too 

Add  copy  capabilities  for  only  $399' 

The  Right  Price 

Starting  at  $3,199*;  l<t  per  page  at  5% 
coverage 


Everything  you  ever  wanted 
in  a  workgroup  printer, 
and  then  some! 


i 


1-800-523-2696 

www.qms.com 


*A11  prices  in  US  dollars 

©1998  QMS,  Inc.  QMS,  the  QMS  logo.  Crown,  CrownAdmin,  and 
CrownView  are  registered  trademarks  of  QMS,  Inc.  All  other  trademarks  or 
registered  trademarks  are  the  property  of  their  respective  manufacturer.  12/98 
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WetworkWorld 

♦  TOWN  * 
MEETING 


Program 

Overview 

Hear  first-hand 
recommendations  from 
John  Gallant,  editor  in 
| chief  of  Network  World, 

and  Jim  Herman,  vice 
president  of  Northeast  Consulting  Resources, 
Inc.,  on  how  to  alleviate  your  network 
management  blues,  understand  the  latest 
technologies  and  find  solutions  that  work  in  your 
environment.  They  know  you’re  still  wrestling 
with  the  challenges  of  network  management 
systems,  such  as  cost  of  ownership,  complexity 
of  use  and  implementations  of  real  solutions. 
And  they,  along  with  leading  network 
management  vendors,  are  prepared  to  offer  you 
some  real  solutions  that  will  have  you  playing  a 
new  tune  entirely. 


This  unique  FREE  seminar  is  a  must  if  you 

want  to: 

★  Get  practical  pointers  on  creating  a  plan  for 
enterprise  network  management  that 
delivers  results 

★  Learn  how  to  lower  the  cost  of  operations 
and  support  through  improved  enterprise 
network  management 

★  Understand  the  latest  directions  in  systems 
and  service  management  to  accommodate 
future  change 

★  Find  out  how  Web  technology  can  deliver 
effective  integration  of  management  tools 
and  databases 

★  Develop  a  prioritized  list  of  improvements 
you  can  apply  immediately  to  your 
management  infrastructure 


1999  Seminar  Tour 

Boston  February  23  •  New  York  February  24  •  Atlanta  March  9  •  Philadelphia  March  10 
San  Francisco  March  23  •  Los  Angeles  March  24  •  Dallas  March  29  •  Chicago  March  30 


SaworkWotld 

Em LEADER 
IN  NETWORK 
KNOWLEDGE 


Moderators 

John  Gallant,  Network  World 

Jim  Herman,  Northeast  Consulting 
Resources ,  Inc. 

Join  industry  experts  John  Gallant,  editor  in 
chief  of  Network  World,  and  Jim  Herman,  vice 
president  of  Northeast  Consulting  Resources, 
Inc.,  along  with  a  panel  of  representatives  from 
the  leading  enterprise  management  solution 
provider  companies  for  this  unique,  interactive 
event.  They  will  help  you  understand  how  to 
best  meet  your  daily  challenges  and  implement 
successful  enterprise  network  management  in 
a  practical  and  effective  way. 


[Registration  is  FREE!  Call  today. 


www.nwfusion.com/townmeeting 
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If  you  are  interested  in  sponsorship  opportunities,  please  contact  Andrea  D’Amato  at  (508)  820-7520  or  adamatoC  '  A  vV.com 


Enterprise 


'Net  insider  .  Scott  Bradner 


Applications 


NO  ASSOCIATING  PERMITTED? 


If  you  own  a  Web  search  engine 
and  associate  Playboy  with  sex,  it 
could  get  you  sued. 

Playboy  Enterprises  just  sued 


Internet  search  engine  companies 
Excite  and  Netscape  for  telling  their 
users  about  non-Playboy  sites  offering 
adult  content  when  a  user  asks  the 


search  engine  to  search  for  “playboy” 
or  “playmate.”  The  inference  that  can 
be  drawn  from  this  action  seems  to 
be  that  either  Playboy  does  not  think 


that  its  readers  are  interested  in  sex 
or  that  the  company  thinks  it  offers 
its  readers  all  the  sex  they  could  pos¬ 
sibly  want. 

The  practice  behind  the  suit 
involves  operators  of  Internet  search 
engines  selling  words  —  something 
they’ve  done  for  quite  a  while.  Sort  of 
like  Vanna  White  selling  letters.  You 
can  display  a  banner  ad  for  a  user  who 
has  searched  for  a  particular  word, 
such  as  “auto.”  Excite  displays  banner 
ads  for  autobyteI.com  or  autocon¬ 
nect. com  if  you  search  for  the  word 
“auto.’Autobytel  and  autoconnect  pay 
for  this  feature,  and  the  revenue  from 
this  sort  of  thing  can  represent  a  sig¬ 
nificant  part  of  a  search  engine’s  rev¬ 
enue  stream. 

According  to  the  Playboy  suit,  it’s 
one  thing  to  sell  a  service  that  dis¬ 
plays  banner  ads  triggered  by  generic 
word  searches,  but  it’s  another  thing 
altogether  to  sell  such  a  service  based 
on  trademarks.  Playboy  claims  that 
Web  users  may  get  confused  and 
think  that  Playboy  somehow  endorses 
any  adult  entertainment  sites  that  get 
advertised  when  the  user  searches  for 
the  word  “playboy.” 

This  seems  a  bit  of  a  stretch  given 
that  such  juxtapositions  are  part  of 
everyday  life.  For  instance,  Playboy 
Enterprises  cannot  force  a  retailer 
through  a  lawsuit  to  display  Playboy 
magazine  away  from  hard-core  porno¬ 
graphic  magazines  in  a  rack.  It  does 
not  seem  like  Playboy’s  suit  has  much 
of  a  chance,  but  it  illustrates  the 
growing  legal  complexities  of  the 
Internet. 

As  an  aside,  I’m  no  fan  of  the  type 
of  ads  that  tend  to  show  up  on  the 
Web  anyway.  Not  because  of  the  con¬ 
tent  or  because  they  may  be  for  a 
company  other  than  the  one  I 
searched  for,  but  because  most  of  the 
ads  tend  to  be  too  damn  active.  I  find 
the  blinking,  jumping,  spinning, 
scrolling,  exploding  and  otherwise 
eye-catching  ads  very  distracting  and 
tend  to  switch  to  a  static  Web  page  as 
soon  as  I  can. 

I  even  print  out  copies  of  many 
Web  pages  with  these  intrusive  in- 
your-face  ads  just  so  I  do  not  have  to 
have  the  things  flashing  at  me  from 
the  computer  screen  when  I’m  trying 
to  read  the  text  on  the  same  page.  I 
may  not  be  a  typical  consumer,  but 
this  type  of  ad  is  counterproductive  if 
a  vendor  wants  to  tell  me  something 
about  a  product.  I  will  not  stay 
around  long  enough  to  read  the 
advertisement. 

Disclaimer:  Harvard’s  home  page  is 
nice  and  static,  even  when  you  search 
for  “playboy.”  But  the  above  are  my 
observations. 


Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@hantard.edu. 


guesswork  out  of 
the  right  VPN  solution 


HNICAL  SEMINARS 


AND  BUSINESS  EFFICIENCIES 


Have  confidence  in  the 
solution  you  choose. 

Network  WorldTeeHnical  Seminars  has  brought  together  one  of  the 
industry's  leading  VPN  experts,  Eric  Zines  of  TeleChoice,  Inc.,  and. 
leading  VPN  solution  providers  in  a  comprehensive  one-day  seminar. 
The  program  is  designed  specifically  to  help  you  better  understand  this 
technology,  the  factors  you  must  consider  during  the  decision-making 
process,  and  the  information  you  need  to  choose  the  right  VPN  solution 
for  your  business.  Mr.  Zines  will  explain  not  just  how  VPNs  work,  but 
how  they  can  be  applied  to  real-world  situations.  Equally  as  important  is 
knowing  which  solution  provider  can  best  guide  you  through  the 
implementation  process.  This  seminar  will  give  you  the  unique 
opportunity  to  discuss  your  specific  needs  via  live,  face-to-face 
interaction  with  the  industry's  leading  VPN  solution  providers. 


Learn  from  the  Leader 


NetworkWorld 


E3 LEADER 


IN  NETWORK 


■  KNOWLEDGE 


Print  -  Online  -  Events 


Network  World  Technical  Seminars  is  known 
throughout  the  networking  community  for  providing 
IT  professionals  with  expert,  unbiased  education  on 
the  latest  technologies  and  trends  shaping  today's 
mission-critical  networks. This  reputation 
combined  with  our  100%  satisfaction 
guarantee  makes  us  the  educator  of  choice 
in  the  networking  industry. 


Erie  Zines,  Senior  Market  Analyst  with  TeleChoice, 
Jnc„  has  developed  and  will  present  this  seminar. 

He  continually  tracks  and  interprets  the  rapid 
changes  in  the  VPN  market  and  will  share  with  you 
his  valuable  insights,  difficult  to  find  anywhere  else. 


1999  Seminar  Tour 

Chicago  •  April  6 
Denver  •  April  7 
San  Francisco  •  April  20 
Seattle  •  April  21 
Boston  •  May  4 
New  York  •  May  5 
Philadelphia  •  May  26 
Washington,  DC  •  May  27 
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Register  Today! 

Seminar  Registration  Fee  —  S45 

Bring  your  colleagues  and  take 
advantage  of  our  Team  Discounts 

2  registrants  S400  each 

3  registrants  S350  each 
Every  4th  registration  is  FREE 


For  complete  program  agenda  and 
registration  information,  contact  us  at 

(800)643-4668 

www.nwfusion.com/seminars 


Benefits  of  Attending 

•  Discdver  how  VPNs  can  benefit  your  enterprise 

•  Explore  future  directions  of  VPNs  and  their  effect 
on  your  business 

•  Compare  and  contrast  product  and  service  offerings 
available  for  implementing  a  VPN 

•  Gain  insight  into  the  network  management  and 
administration  issues  associated  with  VPNs 
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If  you  are  interested  in  sponsorship  opportunities,  please  contact  Andrea  D'Amato  at  (508)  820  7520  or  adamato@nww.com 
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0r  Intranet 


By  Steve 
Blass 

We'd  like  to 
offer  employees 
remote  dial-in 
over  the  'Net  using 
a  browser  and  a  vir¬ 
tual  private  network. 
Users  will  need  to 
access  Microsoft  Exchange/ 
Outlook  e-mail,  and  IBM  5250 
and  3270  sessions.  We're  run¬ 
ning  Windows  NT  on  the 
servers  and  desktop  (remote 
users  will  most  likely  have 
Windows  95),  and  we'd  prefer 
not  to  use  Microsoft's  Remote 
Access  Server.  What  do  you 
suggest? 

Via  the  Internet 

Implementing  a  completely 
browser-based  VPN  is  possible 
today  but  difficult  using  Secure 
Sockets  Layer  and  Web  server- 
based  proxy  services.  Manag¬ 
ing  large  numbers  of  application 
gateways  can  be  a  problem. 
Another  option  is  a  client/server 
VPN  product  that  allows  brows¬ 
er  access  to  the  intranet  via  the 
VPN  software  tunnel. 

Most  VPN  products  require 
client  software  on  the  remote 
system  to  establish  the  secure 
connection  back  to  the  VPN 
gateway  on  the  firewall  or  to  a 
VPN  server  at  the  boundary  be¬ 
tween  the  'Net  and  intranet. 
Once  the  VPN  tunnel  is  estab¬ 
lished,  remote  users  are  on  the 
intranet  and  have  access  to  the 
services  there.  Look  at  the 
options  offered  by  firewall  ven¬ 
dors.  Most  offer  VPN  products. 

Stand-alone  VPN  products 
also  are  an  option,  depending 
on  your  equipment  configura¬ 
tions.  Look  into  managed  fire¬ 
wall  services  that  include  VPN 
offerings.  A  number  of  network 
providers  offer  such  services. 

As  a  network  architect  at 
Houston-based  Sprint  Paranet, 
Blass  understands  the  strain  of 
developing  and  managing  intra¬ 
nets.  Send  your  problems  to 
dr  intranet @  paranet.  com. 


echnology Upilat8 

_  Evolving  Technologies 

and  Standards 

Building  a  common  management  model 


HOW  IT  WORKS 


Common  Information  Model 


The  Common  Informa¬ 
tion  Model  is  designed 
as  a  standard  way  to 
represent  management 
information  from  any 
system,  application 
or  communications 
device  in  an  enterprise 
network.  CIM  is 
structured  in  such  a 
way  that  the  managed 
environment  can  be 
seen  via  a  browser  as 
a  collection  of  inter¬ 
related  systems 
regardless  of  vendor  or 
location.  Today  there  is 
no  standard  method  of 
sorting  management 
data  from  multivendor 
resources. 


Router  with 
SNMP  agent 


Manag 
console! 
CIM  database 
applications 
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Client  with 
Web  browser 


©  Alarms  from  an  SNMP-controlled  hub  and 
a  CMIP-controlled  carrier  device,  along 
with  PC  configuration  information,  are  sent 
to  centralized  management  console. 

Carrier  switch 
with  CMIP  agent 
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K 

PC  with  DMI  agent 


©  A  CIM  database  on  the  management 
console  correlates  incoming  system, 
application,  network,  device  and  database 
data.  Using  information  from  the  database, 
CIM  applications  could  respond  to  the 
alarms  or  update  PC  configuration  records. 


©  Entire  process  can  be 

controlled  using  any  browser. 


BY  FRED  ENGEL 

Today’s  IT  professionals  are 
struggling  with  the  very  net¬ 
work  management  tools  that 
are  supposed  to  make  their 
lives  easier. 

Standards  efforts  are  under  way  to  fix 
that  problem. The  Desktop  Management 
Task  Force’s  Web-based  Enterprise 
Management  (WBEM)  initiative  includes 
several  industry  specifications,  and 
WBEM’s  Common  Information  Model 
(CIM)  is  the  most  promising. 

CIM  represents  an  attempt  to  portray 
the  topology  of  any  system  in  a  com¬ 
mon  manner.  The  idea  behind  CIM  is  to 
help  IT  managers  understand  the  phys¬ 
ical  relationships  machines  in  a  net¬ 
work  have  with  each  other.  The  goal  is 
to  more  easily  resolve  and  prevent  net¬ 
work  problems  while  proactively  con¬ 
ducting  strategic  capacity  and  perfor¬ 
mance  planning. 

CIM  is  an  object  model  for  describing 
and  sharing  enterprisewide  manage¬ 
ment  information.  As  with  all  object-ori¬ 
ented  models,  CIM  has  several  layers.The 
base  models  are  low-level  generic 
“housekeeping”  definitions.  The  com¬ 
mon  model  is  slightly  more  specific  to 
management,  defining  managed  objects, 
systems  and  application  objects. The  real 
value  of  the  definitions  comes  in  the 
form  of  concrete  models  that  represent 
common  computer  systems  —  such  as 
desktops,  servers  and  printers  —  as  well 
as  network  devices,  including  routers 
and  switches. 

A  universal  language 

CIM  definitions  are  written  in  Uni¬ 
versal  Modeling  Language  (UML).  The 
CIM  model  supports  physical  and  logi¬ 
cal  representations  of  network  compo¬ 
nents,  including  everything  from  chassis 
and  fans  to  applications  and  topologies. 
It  is  possible  to  move  UML  definitions 
with  almost  any  protocol. 

However,  the  task  force  has  standard¬ 
ized  on  Extensible  Markup  Language 
as  the  standard  encoding  technology 
for  object  definitions,  as  well  as  for 
their  property  and  data  values.  This 
information  can  be  exchanged  between 
CIM-enabled  agents  and  managers  and 
between  managers  themselves. 

If  successful,  CIM  will  provide  an  easy 
way  for  IT  professionals  to  import  and 
share  information  from  different  ven¬ 
dors.  CIM  delivers  common  topology 
information  and  common  naming  infor¬ 


mation  so  that  everything  is  uniquely 
identified  within  the  network,  regardless 
of  vendor  and  physical  technology. 

CIM  has  become  a  rallying  point  for 
many  key  networking  players,  including 
BMC  Software,  Cisco,  Compaq,  Com¬ 
puter  Associates,  Dell  Computer, 
Hewlett-Packard,  NetlQ  and  Tivoli 
Systems. 

Recently,  Cisco  announced  its 
CiscoWorks2000  initiative,  using  CIM  as 
the  linchpin.  In  rolling  out  the  new 
Web-based  effort,  Cisco  cited  tremen¬ 
dous  pressure  from  its  network  clien¬ 
tele  to  better  integrate  multivendor 
applications. 

Shortcomings 

But  as  with  most  new  standards,  short¬ 
comings  will  not  be  obvious  until  real 
implementations  are  in  place.  For  exam¬ 
ple,  CIM  lends  itself  to  common  names, 
but  will  network  management  applica¬ 
tions  take  advantage  of  this  ability  so  that 
all  names  are  the  same? 

CIM  also  appears  to  have  a  very  static 
set  of  topology  definitions.  Will  these  def¬ 
initions  easily  fit  into  the  world  of  dynam¬ 
ic  network  topologies,  and  will  they 
accommodate  the  software  relationships 
of  applications  to  nodes?  These  are  real 
problems  that  will  need  to  be  solved,  and 
hopefully  CIM  is  the  first  step  in 


that  direction. 

More  important,  despite  all  the  favor¬ 
able  press,  to  date  there  has  been  only 
limited  deployment  of  the  CIM  standard. 
Thus,  there  is  no  immediate  value  to  IT 
managers. 

The  success  of  CIM  depends  on  its 
widespread  availability  in  products  from 
most,  if  not  all,  of  the  core  networking 
vendors  on  which  users  rely.  This  is 
where  users  need  to  vote  with  their  dol¬ 
lars  and  pressure  their  vendors  to 
embrace  such  standards. 

Engel  is  vice  president  of  engineering 
at  Concord  Communications,  a  vendor 
of  network  reporting  and  analysis 
software  in  Marlborough,  Mass.  He  can 
be  reached  at  engel@concord.com. 


Information 

Let  Network  World  provide  a  quick 
primer  on  an  important  or  emerging 
technology.  If  you  have  an  idea  for 
Technology  Update,  contact  Michael 
Cooney  at  (508)  875-6400  or  michaei 
cooney@nww.com. 
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I  Gearhead  —  inside  the  network  machine  .  Mark  Gibbs 

Attacked  by  smurf 


Ever  been  smurfed?  Nope,  it  has 
nothing  to  do  with  those  repul¬ 
sive  blue  cartoon  elves,  and  it  is  not 
something  that  happens  to  you  per¬ 
sonally.  Rather,  a  smurf  attack  is  some¬ 
thing  that  can  bring  your  network  to 
its  virtual  knees. 

A  smurf  attack  is  a  method  of  deny¬ 
ing  service  on  an  IP  connection. 
While  a  smurf  attack  can  be  used  to 
completely  disable  a  connection,  it 
can  also  be  used  far  more  surrepti¬ 
tiously  to  just  reduce  bandwidth.  In 
the  latter  case,  you  could  be  under 
attack  for  months  without  really 
noticing  —  you  would  just  think  your 
connection  was  slow. 

Sound  bad?  It  gets  worse:  Finding 
who  is  mounting  a  smurf  attack  is 
very  difficult,  and  no  matter  what  the 
level  of  attack,  being  smurfed  will 
cost  you  money  and  time. 

The  technology  used  in  the  attacks 
is  ICMP,  the  Internet  Control  Message 
Protocol  (see  RFC792  at  http://src. 
doc .  ic .  ac .  uk/computing/internet/rfc/ 
rfc792.txt).  ICMP  packets  are  carried 
within  IP  datagrams.  The  protocol’s 
main  function  is  to  return  error  mes¬ 
sages  to  the  source  host  when  data¬ 
grams  encounter  problems  in  transit. 


The  most  familiar  use  of  ICMP  is  the 
ping  utility,  which  tests  the  connec¬ 
tion  between  two  IP  nodes.  Ping  in¬ 
volves  sending  an  ICMP  echo  request 
to  a  destination  node  and  measuring 
how  long  it  takes  to  get  a  response. 

But  hackers  can  use  ICMP  for 
denial-of-service  hacks  or  smurf 
attacks,  which  were  first  encountered 
last  year.  Smurf  attacks  are  clever: 
They  use  whole  networks  of  comput¬ 
ers  to  direct  an  overwhelming  amount 
of  traffic  to  a  victim’s  machine. 

Launching  a  smurf  attack  requires 
finding  a  network  that  is  attached  to 
the  Internet  by  a  router  that  will  for¬ 
ward  ICMP  requests.  A  ping  request 
with  a  forged  source  address  is  then 
sent  to  a  broadcast  address  on  that 
router,  which  forwards  it  to  all 


machines  on  the  attached  network. 
Those  devices  then  respond  to  the 
supposed  source. 

If  enough  machines  get  the  ping 
request,  the  resulting  traffic  can  over¬ 
whelm  the  target  by  eating  up  pro¬ 
cessing  cycles  or  saturating  the  tar¬ 
get’s  Internet  connection.  And 
because  the  source  address  is  forged, 
the  attacker  is  very  hard  to  find. 

For  more  background  on  the  prob¬ 
lem,  see  the  Computer  Emergency  Re¬ 
sponse  Team  Coordination  Center 
Advisory  CA-98.01, “Smurf  IP  Denial-of- 
Service  Attacks,”  at  www.cert.org/ 
advisories/CA-98 .01.  smurf,  html . 

How  dangerous  is  a  smurf  attack, 
and  how  much  of  a  load  could 
such  an  attack  generate?  In  an 
article  at  www.quadrunner.com/ 
-chuegen/smurf.txt,  Craig  Huegen 
says  an  attack  may  go  down  like  this: 

“An  attacker  sends,  say,  a  768K 
bit/sec  stream  of  ICMP  echo  (ping) 
packets,  with  the  spoofed  source 
address  of  the  victim,  to  the  broadcast 
address  of  a  ‘bounce  site.’ These  ping 
packets  hit  the  bounce  site’s  broad¬ 
cast  network  of  100  hosts;  each  of 
them  takes  the  packet  and  responds  to 
it,  creating  100  ping  replies  outbound. 


If  you  multiply  the  bandwidth,  you’ll 
see  that  76.8M  bit/sec  is  used  out¬ 
bound  from  the  bounce  site  after  the 
traffic  is  multiplied.” 

Today,  smurf  attacks  are  plaguing 
ISPs  and  some  large  corporations. 
Check  out  www.netscan.org  for  a  test 
to  see  if  a  given  network  can  act  as  an 
amplifier  and  for  a  list  of  the  worst 
offenders  (networks  that  can  be  used 
to  generate  a  lot  of  smurf  traffic). 

The  offender  list  makes  interesting 
reading,  as  it  includes  networks  run 
by  the  likes  of  the  Internet  Assigned 
Numbers  Authority,  Hewlett-Packard, 
IBM  and  a  lot  of  ISPs  that  one  would 
have  hoped  knew  better. 

Fixing  the  problem  is  straightfor¬ 
ward:  Turn  off  IP  directed  broadcast 
for  all  interfaces  on  all  routing  and 
switching  devices.  However,  this  fix  is 
apparently  dependent  on  the  equip¬ 
ment  in  use.  See  Craig  Huegen’s 
smurf  page  referenced  above,  and 
check  your  router  vendor’s  Web  sites. 
Also  talk  to  your  ISP  and  make  sure  it 
knows  about  the  problem  and  has 
planned  to  deal  with  it. 

No  smurfs  please  to  gearhead @ 
gibbs.com. 


Cr^prWDS;Partl! 

Last  summer,  Tom  Ferris 
posted  a  manifesto  of  sorts  on 
Fusion:  It  was  time  for  Net¬ 
Ware  users  to  rise  up  and 
demand  that  Cisco  support 
Novell  Directory  Services 
(NDS)  instead  of  making  users 
wait  for  Microsoft's  Active 
Directory. 

It  worked,  after  a  fashion. 
Following  a  front-page  article 
in  Network  World,  Cisco  and 
Novell  announced  a  plan  to  let 
NDS  manage  Cisco  devices. 


ews,  tips  and 
tools  from  our 
Web  site 


Now  Ferris  is  back,  arguing 
that  it  is  time  for  Cisco  to 
announce  very  specifically 
what  that  agreement  will 
mean. 

Ferris  recently  posted  his 
Cisco/Novell  wish  list  on 
Fusion,  which  includes  such 
items  as  being  able  to  create 
router  and  switch  objects 
in  NDS;  store  router  and 
switch  configuration  profiles 
there;  and  view  and  manage 
router  and  switch  configura¬ 
tions  from  within  Novell’s 


NWAdmin/ConsoleOne . 

See  what  else  Ferris  wants 
to  do  to  his  Cisco  devices 
from  within  NDS  and  add  your 
ideas  and  comments  at: 

DocFinder:  1529 

Demos  from  hell 

So  Microsoft  gave  a  demo 
that  didn’t  work.  Big  deal, 
right?  Happens  all  the  time? 
Well,  yeah,  except  this  was  in 
federal  court  at  the  Micro¬ 
soft  antitrust  trial.  Keeping 
Current  columnist  Fred  Mc- 
Climans  wonders  about  that 
and  recalls  some  really  bad 
demos  he’s  seen.What  are  the 
worst  demos  you’ve  seen? 

Our  favorite,  although  it 
was  not  strictly  a  demonstra¬ 
tion,  still  remains  the  time 
when  John  Landry,  then  a 
Lotus  vice  president,  de¬ 
scended  from  the  ceiling 
dressed  as  Spiderman  to  give 
a  speech,  only  to  get  stuck 
several  feet  off  the  floor 
when  the  rope  jammed. 

DocFinder:  1537 


A  threaded  discussion 

We’re  getting  ready  to 
install  a  new  version  of  the 
Forum  software  we  use  on 
Fusion  (WebCrossing  from 
Lundeen  &  Associates). 

One  of  the  things  it’ll  let  us 
do  is  change  the  way  discus¬ 
sions  work.  Currently,  our  dis¬ 
cussions  are  all  long  “conver¬ 
sations,”  which  are  sort  of  like 
a  sheet  of  paper  to  which 
everybody  appends  a  note, 
one  after  the  other. 

The  new  version  will  let  us 
offer  threaded  discussions, 
in  which  you  can  reply  to  spe¬ 
cific  messages,  possibly  creat¬ 
ing  a  tree-like  series  of  mini¬ 
discussions. 

Which  would  you  prefer? 
Both  types  of  discourse  have 
their  fans  —  the  WELL  devel¬ 
oped  quite  nicely  as  an  online 
community  based  on  the  con¬ 
versation  model,  while  Usenet 
obviously  grew  big  and  sassy 
(well,  big,  anyway)  based  on 
threads. 

<e  our  poll  and  discuss 


it  in  our  forum: 

DocFinder:  1646 

Tool  of  the  week 

If  you’ve  tried  to  add  a 
fancy  ActiveX  or  JavaScript 
component  to  your  Web  site, 
eventually  you  realized  the 
thing  you  spent  a  lot  of  time 
on  would  work  on  Netscape 
Navigator  or  Internet  Ex¬ 
plorer,  but  not  both. 

BrowserHawk  2.0  from  Cy- 
Scape  detects  browser  types 
and  serves  up  a  page  appro¬ 
priate  for  that. You  could  build 
pages  in  ActiveX  and  VBscript 
for  your  Internet  Explorer 
users  and  comparable  Java- 
Script/dynamic  HTML  pages 
for  Navigator  users,  and  then 
have  BrowserHawk  figure  out 
what  to  serve  up  to  whom. 

BrowserHawk  2.0,  for  NT- 
based  Web  servers,  supports 
scripting  languages  that  han¬ 
dle  server-side  ActiveX  com¬ 
ponents.  Download  an  evalu¬ 
ation  at: 

DocFinder:  1645 
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IT'S  BIGGER  AND  BETTER  THAN  EVER 


IT  SERVICE  MANAGEMENT 


CENTER 


BOSTON, 
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HP  OpenView  Universe  and  the  OpenView  Forum  International  User's  Conference  are  joining  forces  in  a  single,  unified  event: 
the  OpenView  Forum  S  Universe  Conference.  This  combined  conference  creates  the  best  of  both  worlds  for  attendees: 

•  Hear  the  latest  on  HP  OpenView's  strategic  business  plans  and  solution  updates. 

•  Attend  a  2-day  Executive  Seminar  starting  on  Monday,  April  12  and  other  executive  sessions 
throughout  the  week  featuring  a  global  look  at  industry  trends  and  IT  management  "best  practices." 

•  Network  with  your  peers,  HP  OpenView  management  teams,  and  technical  gurus. 

•  Visit  the  technology  showcase  featuring  leading  HP  OpenView  and  partner  exhibits. 

•  Attend  technical  sessions,  labs,  tutorials  and  certification  training. 
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WHO  SHOULD  ATTEND? 

The  OpenView  Forum  &  Universe  Conference  is  the  perfect  opportunity  tor  all  levels  of  your  IT  organization-system  and 
network  managers,  CIOs,  IT  executives,  consultants,  implementers,  solution  architects  and  business  managers-to  gain 
increased  HP  OpenView  knowledge  and  maximize  investments  in  HP  OpenView. 


DESKTOP  &  SOFTWARE  MANAGEMENT 
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To  join  OpenView  Forum  International:  www.ovforum.org 
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Editorial  Insights 

The  signature  of  a 
successful  e-comm  effort 

Whether  you  are  an  e-commerce 
newbie  or  have  already  de¬ 
ployed  some  commerce  infra¬ 
structure,  you  are  undoubtedly 
getting  pressure  from  the  corner  office  to 
do  more.  CEOs  and  corpo¬ 
rate  boards  across  the  land 
have  heard  about  exem¬ 
plary  e-commerce  efforts 
at  companies  such  as 
Cisco,  Dell  and  Intel,  and 
want  to  know  how  to  bet¬ 
ter  leverage  this  new  tool. 

But  step  carefully.  As 
alluring  as  it  is,  e-com- 
merce  is  not  without  pit- 
falls.  Wait  too  long  on  the 
rollout  of  new  capabilities 
and  a  competitor  trumps  you  and  wins 
the  “first  there”  advantage.  But  rush  devel¬ 
opment  and  you  run  the  risk  of  alienating 
customers  who  can’t  get  orders  processed 
because  your  back-end  integration  is 
botched. 

With  so  much  of  the  corporate  future 
hinging  on  e-commerce,  we’ve  decided  to 
supplement  our  regular  weekly  e-com¬ 
merce  coverage  with  a  special  issue  devot¬ 
ed  to  the  topic.  What  you  see  beginning  on 
page  43  and  at  DocFinder  1707  on  Fusion 
(www.nwfusion.com)  is  our  first  annual 
guide  to  setting  up  shop  on  the  Internet. 

This  edition  of  The  Electronic  Com¬ 
merce  Issue  focuses  primarily  on  issues 
related  to  conducting  business-to-business 
e-commerce  —  a  market  that  even  conser¬ 
vative  research  firms  say  will  reach  hun¬ 
dreds  of  billions  of  dollars  within  the  next 
few  years. The  issue  is  chock-full  of  guid¬ 
ance  and  advice  for  network  executives 
who  are  either  just  beginning  their  e-com¬ 
merce  endeavors  or  plotting  their  next 
moves  in  this  ever-changing  world. 

As  part  of  this  special  issue,  you’ll  also 
find  an  in-depth  case  study  of  metalwork¬ 
ing  products  maker  Milacron,  Inc.,  which 
we’ve  honored  with  our  first  E-comm 
Innovator  Award,  and  a  look  at  our  most 
and  least  favorite  e-commerce  sites. 

The  Electronic  Commerce  Issue  is  part 
of  Network  World’s  new  Signature  Series, 
six  bimonthly  special  issues  that  will  pro¬ 
vide  new  perspectives  on  your  jobs  and 
careers,  as  well  as  on  technology  and  the 
network  business  in  general. 

Stay  tuned. The  fun’s  just  beginning. 

—  Beth  Schultz,  Executive  Editor 
Network  World  Signature  Series 
bschultz@nww.  com 
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Critique  crossed  line 

Although  I  am  a  loyal  reader  of  Network 
World,  I  missed  Scott  Bradner’s  critique  of  my 
law  review  article  that  appears  in  The  Virginia 
Journal  of  Law  and  Technology  (“A  waste  of 
good  brainpower,”  Jan.  1 1,  page  29). 

Although  Harvard-based,  Bradner  did  not  fol¬ 
low  the  academic  courtesy  of  delivering  me  a 
copy  of  his  piece,  which  at  best  damns  me 
with  faint  praise  and  at  worse  misrepresents  or 
misconstrues  what  I  wrote  in  my  article  (http:// 
vjolt.  student.virginia.edu/graphics/vol3/ 
home_art8.html). 

Bradner  compliments  me  for  writing  a  thought¬ 
ful  article  but  condemns  the  piece  for  not  dealing 
with  reality.  The  article  addressed  a  future  scenario 
that  I  consider  to  be  quite  real:  the  potential  for 
regulators  to  impose  access  charges  and  mandatory 
universal  service  funding  contributions  on  Internet 
service  providers  when  ISPs  offer  subscribers  an 
opportunity  to  use  the  Internet  to  make  long-dis¬ 
tance  telephone  calls.  I  predicted,  but  did  not 
applaud,  such  an  outcome. 

Moreover,  I  noted  the  irony  in  ISPs’  efforts  to 
avoid  bearing  a  universal  service  contribution  bur¬ 
den  at  the  same  time  that  Congress  has  expanded 
the  universal  service  mission  to  include  Internet 
access. 

Although  perhaps  inappropriate  for  a  scholarly 
journal,  I  can  say  here  that  I  do  applaud  the  arbi¬ 
trage  strategy  of  ISPs  to  provide  subscribers  with 
opportunities  to  secure  lower  phone  rates  and  to 
help  dismantle  an  international  toll  revenue  divi¬ 
sion  system  that  artificially  raises  the  cost. 

The  article  also  contains  a  prediction  that  the 
Internet  will  become  more  hierarchical,  given  the 
proliferation  of  ISPs  with  different  transmission 
capacities,  financial  resources,  peering  opportunities 
and  subscriber  numbers.  Under  such  a  scenario,  the 
Internet  becomes  more  efficient  as  fewer  “free  rid¬ 
ers”  can  pass  off  traffic  for  carriage  by  another  ISP 
without  compensation  or  full  reciprocity. 

In  addition,  the  Internet  takes  on  an  industrial 
structure  and  has  a  financial  settlements  system 
much  like  the  telecommunications  hierarchy. 


Mergers,  acquisitions  and  higher  peering 
expenses  for  lesser  ISPs  may  deplete  the 
number  of  rural  and  sparse  route  ISPs  while 
raising  the  cost  of  doing  business  for  the  sur¬ 
vivors.  This  consolidation  occurs  just  as  our 
legislators  and  policy  makers  want  to  make 
the  Internet  ubiquitous  and  affordable.  I  pre¬ 
dict  this  goal  will  become  more  difficult  and 
costly. 

I  will  readily  concede  that  Bradner  knows 
much  more  about  peering  and  the  technical 
aspects  of  the  Internet.  But  I  resent  what  appears 
to  be  a  general  “you  don’t  know  jack”  summary 
rejection  of  my  points  of  view. 

Rob  Frieden 

Professor  of  telecommunications 
Penn  State  University 
University  Park,  Pa. 


A  new  Novell 


I  really  enjoyed  reading  Susan  Breidenbach’s  article 
“Novell  reborn”  (Feb.  8,  page  l).Your  review  of  the 
importance  of  directory  services  and  the  state  of 
the  market  today  was  very  good.  It’s  nice  to  see 
someone  in  the  press  recognizing  the  fact  that 
Microsoft’s  Active  Directory  will  have  to  go  through 
the  same  growing  pains  that  Novell  Directory 
Services  (NDS)  went  through  five  years  ago,  and 
that  it  will  pale  next  to  NDS  when  it  finally  man¬ 
ages  to  ship. 

Even  Gartner  Group,  no  enemy  to  Microsoft, 
advises  clients  to  wait  until  2001  before  consider¬ 
ing  widespread  deployment  of  Active  Directory. 
Does  anyone  honestly  think  Novell  will  be  sitting 
on  its  hands  in  the  interim? 

The  article  quotes  Jim  Gagan,  president  of 
ThinkTank  Network  Technology  Group,  as  saying,  “I 
wouldn’t  be  surprised  if  at  some  point  Microsoft 
has  to  license  NDS.”  If  that  eventuality  should  ever 
occur,  my  advice  to  Novell  would  be  to  make 
Microsoft  pay  dearly.  What’s  good  for  the  goose  is 
good  for  the  gander. 

David  Bank 

Senior  network  engineer 
Public  Schools  of  North  Carolina, 

Department  of  Public  Instruction 
Raleigh,  N.C. 


Send  letters  to  nwnews@nww.com  or  John 
Gallant,  editor  in  chief,  Network  World, 
161  Worcester  Road,  Framingham,  MA 
01701.  Please  include  phone  number  and 
address  for  verification. 


More 

Online 


•  Letters  about  serial 
numbers  and  other 
topics. 


1  641 


ON  FUSION 


www.  •  .com 

nwfusion 


38  Network  World  February  22,  1  9  9  9  www.nwfusion.com 


Venture  Over  the  Horizon  .  Kevin  Fong 

Looking  ahead:  Trends  to  keep  an  eye  on  this  year 


While  the  computer  problems  associated 
with  Y2K  will  fill  most  of  the  headlines 
this  year,  network  managers  need  to  keep 
tabs  on  many  other  important  trends  that 
will  be  unfolding. 

Voice-over-IP  networks  will  become  more 
popular  as  the  year  progresses.  Over  the  past  year  or 
so,  voice-over-IP  technology  has  improved  enough  for 
carriers  such  as  Qwest  and  AT&T  to  begin  testing  the 
waters  with  IP  phone  service.  In  the  U.S.,  rates  for  IP 
phone  calls  still  aren’t  that  much  more  affordable 
than  some  of  the  really  inexpensive  long-distance 
telephone  rates.  Overseas  calls,  particularly  to  coun¬ 
tries  with  expensive  phone  charges,  are  where  the 
real  economic  benefits  could  show  up. 

Virtual  private  networks  (VPN)  will  continue  to 
grow.  Of  particular  significance  will  be  large  VPNs  that 
connect  companies  to  their  customers  and  suppliers. 

Data  broadcasting  that  merges  digital  TV’s  MPEG 
video  and  IP  data  will  become  important,  particularly 
in  business-to-business  applications,  such  as  analyst 
meetings  and  internal  corporate  communications. 


The  edge  of  the  network  will  continue 
to  receive  a  lot  of  attention  as  the  metro¬ 
politan-area  network  becomes  a  serious 
bottleneck.  New  companies  that  provide 
equipment  for  the  edge  of  the  network 
have  been  particularly  exciting  invest¬ 
ments  for  venture  capitalists.Tiara 
Networks,  Redback  Networks,  Assured 
Access,  Copper  Mountain  and  Diamond 
Lane  Communications  are  venture-backed  companies 
addressing  the  network’s  edge  with  broadband  access 
products  for  ISPs  and  local  carriers. 

This  will  be  a  pivotal  year  for  the  competitive  local 
exchange  carriers  (CLEC),  which  will  have  to  raise 
more  money,  go  public,  get  acquired  or  die.  SBC  Com¬ 
munications’  recently  announced  plan  to  begin  an 
aggressive  rollout  of  inexpensive  high-bandwidth  digi¬ 
tal  subscriber  line  services  could  undercut  the  CLECs’ 
pricing.  The  successful  public  offering  of  Covad  Com¬ 
munications,  a  data-only  CLEC,  suggests  that  there  is 
an  appetite  on  Wall  Street  for  these  firms. 

Finally,  there  are  some  ominous  implications  to  the 


proposed  merger  between  AT&T  and 
Tele-Communications,  Inc.  Consumer 
groups,  ISPs  and  at  least  one  regional  Bell 
operating  company  want  the  Federal 
Communications  Commission  and  local 
cable  regulators  to  require  AT&T  to  open 
upTCI’s  cable  network  to  anyone  who 
wants  to  provide  Internet  services. 
Currently,  AT&T  plans  to  provide  cable 
broadband  services  exclusively  through  @home, TCI's 
affiliate.  If  you  or  I  want  to  use  other  ISPs,  America 
Online  or  a  local  provider,  we  would  still  have  to  pay 
$40  per  month  or  so  for  @home.This  raises  issues  of 
equal  access  similar  to  ones  we’ve  seen  in  the  past. 

For  net  managers,  1999  will  be  full  of  opportunities 
to  improve  the  performance  and  economics  of  their 
networks.  There  will  also  be  a  number  of  exciting 
opportunities  for  investment. 

Fong  is  a  general  partner  of  Mayfield  Fund,  a 
venture  capital  firm  based  in  Menlo  Park,  Calif  He 
can  be  reached  at  kfong@rnayfieId.com. 


Industry  Commentary .  Frank  Dzubeck 

Managed  services  spell  an  end  to  private  networking  era 


Managed  services  as  currently  offered  by  ser¬ 
vice  providers  are,  to  put  it  bluntly,  the 
beginning  of  the  end  of  private  network¬ 
ing. To  better  understand  this  statement, 
let’s  take  a  walk  down  memory  lane. 
Managed  services  in  simplistic  form  have 
existed  since  the  age  of  SNA.  Vendors  such  as  IBM 
and  EDS  provided  customers  with  leased  customer 
premises  equipment  (CPE)  and  private-line  transport 
connectivity  from  remote  offices  to  a  central  site 
under  custom  maintenance  and  service  agreements. 
With  the  divestiture  of  AT&T,  local  and  interex¬ 
change  carriers  began  to  offer  transport  connectivi¬ 
ty  coupled  with  CPE  from  a  nonregulated  division. 
This  was  the  state  of  managed  services  in  the  1 980s 
and  early  1990s. 

With  the  ascendance  of  IP,  the  ISP  became  the 
service  provider  and  the  router  became  the  CPE 
of  choice  at  the  branch  office.  ISPs  began  to  bun¬ 
dle  access  routers  with  access  services  and  frame 
relay  connectivity  into  a  single  pricing  model. 

This  type  of  offering  became  popular  for  small  busi¬ 
nesses  and  remote  sites.  Unfortunately,  because  of 
the  limited  geographical  scope  of  most  ISPs,  the 
offering  could  not  cover  all  of  a  company’s  remote 
locations  or  meet  mandated  customer  perform¬ 
ance  levels. 

This  geographic  problem  spelled  opportunity  for 
carriers  such  as  AT&T,  MCI  and  Sprint  and  value- 
added  network  providers  such  as  IBM.  The  carriers 
finally  realized  the  IP  market  was  an  unregulated 
market  because  IP  was  a  nonregulated  value-added 
service  to  transport  access. These  vendors  then 
aggressively  entered  the  market  with  offerings  that 
combined  IP  connectivity,  access  and  CPE  with  a 
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national  geographical  scope. 

By  1996,  IP  networking  was  taking  a  pervasive 
hold.  IP  network  technology  concepts,  such  as  fire¬ 
walls  and  content  hosts,  began  to  become  customer 
concerns.  In  addition,  as  more  company  applications 
rode  the  IP  highway,  customer  service  quality 
became  a  major  issue. To  further  complicate  matters, 
corporate  globalism  became  a  reality.  Any  one  of 
these  issues  could  create  a  new  service  offering 
from  a  single  vendor,  but  by  occurring  simultaneous¬ 
ly,  they  spawned  a  new  industry. 

Managed  services  as  a  product  offering  is  the  tip 
of  the  network  outsourcing  iceberg.  Managed  ser¬ 
vice  offerings  vary  from  vendor  to  vendor.  But  as  a 
base  they  combine  IP  access,  transport  connectivity, 
CPE  and  single  point  of  contact  help  desk  support 
under  a  published  rate  structure  for  local,  regional, 
national  and  international  geographies  bound  under 
a  service-level  agreement  (SLA). To  this,  other  ser¬ 
vices  may  be  added,  such  as  managed  firewalls,  con¬ 
tent  hosting  and  remote  dial  access. 

The  attraction  of  managed  services  is  obvious: 
They  allow  you  to  expense  services  rather  than  pro¬ 
cure  capital  equipment  and  hire  fully  burdened 


operational  support  personnel.  In  the  past,  these 
cost-related  issues  were  overshadowed  by  ven¬ 
dor  performance  concerns.  But  with  the  advent 
of  SLAs,  managed  DSUs/CSUs  or  probes,  and  the 
customer’s  ability  to  use  network  management 
software  to  monitor  vendor  SLA  performance, 
managed  services  have  become  a  viable  business 
alternative. 

Managed  services  are  the  beginning  of  a  network 
trend  that  will  evolve  into  the  ultimate  form  of  net¬ 
work  outsourcing:  the  virtual  private  network 
(VPN).  In  2000,  almost  every  service  provider  will 
be  offering  VPNs. 

It  is  my  belief  that  by  2003,  VPNs  combined  with 
managed  services  options  will  kick  off  the  next  age 
of  networking  —  an  age  based  upon  services  rather 
than  transport,  connectivity  or  protocols. The  ubiqui¬ 
ty  of  IP  and  associated  standards  such  as  Multi-proto¬ 
col  Label  Switching  will  allow  VPNs  to  be  pervasive 
and  cost  effective  when  compared  with  the  total 
cost  of  ownership  of  an  average  private  network.  If 
this  sounds  as  if  I  have  a  services  bias,  I  do,  but  it  is 
based  upon  previously  having  to  manage  many  geo¬ 
graphically  remote  office  environments. 

Network  outsourcing  is  inevitable  in  the  next 
decade  from  a  corporate  cost-management  perspec¬ 
tive. Today’s  network  managers  should  begin  to 
investigate  managed  services  as  a  starting  point  on  a 
subnet  basis. This  learning  experience  will  be  invalu¬ 
able  for  meeting  the  demands  of  VPN  implementa¬ 
tion  in  the  next  decade. 

Dzubeck  is  president  of  Communications 
Network  Architects,  Inc.,  an  industry  analysis  ft  ■*, 
in  Washington,  D.  C. 
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Print  Speed:  Up  to  40  pages  per  minute 
Duty  Cycle:  Up  to  300,000  pages  per  month 
Paper  Input:  1,500  sheets  std.  up  to  11"  x  2  7";  plus  3,000  sheets  opt. 
Interfaces:  Ethernet  and  parallel 

Opt  Interfaces:  IBM  5250  Twinax,  IBM  3270  Coax,  SCS,  IPDS 
Std.  Features:  Duplexing,  internal  hard  disk  drive 
Year  2000  compliant 


Do  you  need  a  network  laser  printer  that  races 
through  your  most  demanding  production  applica¬ 
tions?  Meet  GENICOM’S  microLaser  400.  This 
powerhouse  is  perfect  for  high-volume  production 
jobs  such  as  month-end  reports,  batch  printing  and 
other  mission-critical  applications.  Every  detail  of  the 
microLaser  400  is  designed  for  production  printing, 
from  long-lasting  consumables  to  large  paper  handling  capacity. 

The  result?  Low  cost  of  ownership,  with 
outstanding  performance  and  durability. 

Which  is  exactly  what  you'd  expect 
from  the  company  that’s  been  building 
high-performance  midrange  printers 
for  more  than  25  years.  Call  GENIC( 
today  for  more  information. 

Mention  “power”  and  receive 
a  free  gift. 


GENICOM 

www.genicom.com 

1-800-GENIC0M,  Option  1,1 


PRODUCTION 
PRINTING  UP  TO 
300,000  PAGES 
PER  MONTH. 
NETWORK-READY! 


Copyright  ©  1998  GENICOM  Corporation.  GENICOM  and  microLaser  are  registered  trademarks  of  GENICOM  Corporation; 

all  other  product  names  are  trademarks  of  their  respective  owners.  One  gift  per  person,  while  supply  lasts. 


Free  Product  info  enter  NWInfoXpress  #93  online  @  www.networkworld.com/infoxpress 


Pinch  hitters 


Do  you  want  to  step  off  the  outsourcing  merry-go- 
round?  Consider  hiring  a  few  workers  who  specialise 
in  handling  your  network  team's  short-term  needs. 


BY  RIVKA  TADJER 

f  you’re  tired  of  arguing  with  the  corporate  brass 
about  why  you  need  more  employees  and  fewer 
outsourcers,  you  might  find  some  relief  in  the  lat¬ 
est  study  from  the  Society  for  Information 
Management  (SIM). 

SIM,  a  professional  trade  association  of  IT  execu¬ 
tives,  recently  completed  a  report  focusing  on  the 
challenges  of  hiring  and  retaining  world-class  employ¬ 
ees.  The  study  indicates  that  it  may  be  easier  and 
more  worthwhile  to  hire  a  person  for  a  short-term 
project  and  keep  that  person  on  staff  permanently 
than  it  is  to  hire  an  outsourcer.  The  same  holds  true 
even  if  a  project  will  be  completed  in  a  year  or  less. 

“Though  outsourcing  can  be  useful  for  highly  spe¬ 
cialized  stuff,  there  is  really  only  so  much  of  that  in 
any  organization,”  says  June  Drewry,  newly  elected 
president  of  SIM  and  a  senior  vice  president  at 
Lincoln  National,  a  financial  services  company  in 
Fort  Wayne,  Ind.“Most  project  needs  are  for  prag¬ 
matic,  ongoing  administration  and  maintenance.” 

For  example,  for  a  network  to  run  smoothly,  espe¬ 
cially  after  it  has  been  upgraded,  a  firm’s  in-house  IT 
staff  needs  to  be  ready  to  take  over  when  the  out¬ 
sourcer  departs.  It  makes  more  sense  to  hire  a  per¬ 
son  to  handle  a  short-term  project,  such  as  a  rollout, 
and  then  keep  him  on  staff  to  tackle  other  IT  tasks 
in  the  company.  Permanent  employees  also  have  a 
vested  interest  in  projects  such  as  rollouts  and  offer 
more  continuity  than  an  outsourcer. 

Once  a  project  is  over  and  another  begins,  it’s  eas¬ 
ier  to  switch  an  employee’s  job  and  title  than  it  is  to 
find  another  outsourcer  to  handle  the  new  work. 


Does  your  career  need  reviving? 

Check  in  with  the  Network  World  Fusion  Career  Doctor  beginning 
on  March  3.  Twice  a  month,  Shaun  Kelly  of  EDP  Staffing  will  be 
online  to  field  your  career  questions,  including  how  to  conduct  a 
performance  review,  when  to  ask  for  a  raise  and  how  to  determine 
your  worth  as  an  employee.  Head  to  www.nwfusion.com  next 
week  to  consult  with  our  doctor. 

. FUJI 

. .  •  Information  about  the  Society 

unnne  for  Information  Managements 
work  force  study. 


June  Drewry  of  Lincoln  National  argues  that  hiring  permanent 
employees  for  short-term  positions  can  pay  off  in  the  long  run. 


“Employees  may  welcome  the  opportunity 
to  try  different  things  and  stay  with  a  com¬ 
pany  longer  than  you  expected,”  Drewry 
says. 

Drewry  has  already  taken  a  flexible 
approach  to  fulfilling  her  staffing  needs  at 
Lincoln  National.  She’s  pushing  the  idea  of 
using  remote  workers  and  telecommuters 
for  short-term  projects.  And  Drewry  also 
intends  to  offer  employees  project-based 
careers  rather  than  binding  them  to  tradi¬ 
tional  job  descriptions. 

In  fact,  some  recruiting  agencies  are 
even  beginning  to  embrace  this  new  hiring 
philosophy.  Rick  Reed,  New  Jersey  branch 
manager  for  Computer  People,  contracts 
network  professionals  to  companies  such 
as  AT&T  and  Lucent.  “After  a  year  or  so  — 
however  long  the  contract  is  —  clients 
have  the  option  to  hire  the  person  perma¬ 
nently,”  he  says.  “Until  then,  we  pay  the 
employee’s  benefits.” 

Such  an  approach  allows  short-term 
workers  to  test  the  waters  and  decide  if 
they’re  interested  in  staying  with  a  firm.  A 
network  professional  might  start  off  deploying  an 
intranet  and  then  go  on  to  implement  an  electronic 
commerce  application,  hopping  from  project  to  pro¬ 
ject  and  acquiring  new  skills  along  the  way. 

Changing  corporate  culture 

The  key  to  hiring  permanent  workers  for  short¬ 
term  projects  is  to  change  hiring  attitudes  at  your 
company. 

Senior  executives  at  your  firm  must  be  aware  of 
the  IT  labor  shortage,  which  is  creating  a  volatile 
job  market  and  some  of  the  highest  IT  turnover 
rates  in  decades.  While  executives  might  conclude 
that  outsourcing  is  the  way  to  go,  point  out  that 
outsourcing  is  simply  a  short-term  solution  to  a 
long-term  problem. 

Emphasize  the  need  for  IT  training  programs  to 
become  part  of  your  corporate  culture. This  type  of 
investment  in  your  employees  can  pay  off  in  the 
long  run  by  boosting  retention  and  productivity, 
Drewry  says. 

Training  was  big  during  the  IT  labor  shortage  of 
the  ’70s,  when  managers  recruited  workers  from 


other  professions  and  trained  them  for  IT  jobs.  “We 
went  to  teachers,  musicians,  artists  —  people  with  a 
natural  affinity  to  second  languages,”  she  says.  “We 
lured  them  with  money.” 

Drewry  concedes  that  many  of  those  training  pro¬ 
grams  dried  up  over  the  years  but  says  now  is  the 
time  to  bring  them  back. 

Moreover,  retrained  workers  bring  important 
skills  to  the  table,  such  as  marketing  savvy,  that  IT 
workers  may  lack. 

But  as  you  recruit  permanent  employees  for 
short-term  needs,  make  sure  you’re  upfront  with 
them  and  don’t  make  any  promises  you  can’t  keep. 
Tell  candidates  you  need  help  with  a  project  that 
will  take  about  a  year  to  implement,  pay  them  well 
and  emphasize  the  potential  of  permanent  employ¬ 
ment  when  the  rollout  it  done. 

“People  don’t  expect  to  stay  at  one  company 
anymore  —  the  high  turnover  shows  that  clearly.” 
Drewry  says. 

Tadjer  is  a  freelance  writer  in  New  York.  She  can 
be  reached  at  rivkat@mindspring.com. 
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CLINT  KELLER/BLACK  STAR 


Host  firewalls  are  like  bullet-proof  vests.  That’s  the  problem. 


McAfee  Total  Virus  Defense 
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PGP  Total  Network  Security  / 


Enter  the  Gauntlet  Active  Firewall. 


Sniffer  Total  Network  Visibility  / 


PMI 


Magic  Total  Service  Desk 


Ever  wonder  if  yqur  firewall  really  works?  And  hdw  would  you  know  before  it’s  too  late? 


All  of  those  nagging  questions  are  easily  answered  with  Network  Associates’  patent-pen  ding  Gauntlet  Active  Firewall 


TECHNOLOGY. 


Intrusion  Detection  &  AntiVirus  Built  In. 


Network  Associates  is  the  choice  of  the  US  Military  and  Intelligence  Community  because  we  offer  the  only 


CyberCop,  our  intrusion  detection  tool,  tunes  Gauntlet  by  simulating  an  actual 

HACKER  ATTACK  AND  CRACKING  PASSWORDS  INSIDE  YOUR  NETWORK.  TOGETHER  WITH  WEBSHIELD  (ANTIVIRUS  PROTECTION  FOR  INTERNET  GATE¬ 
WAYS),  Gauntlet  Active  Firewall  provides  you  with  the  only  complete,  integrated  security  solution  available  today. 

The  Products  of  Choice. 

We’ve  Got  Hour  Back,  when 

K\network 
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Who’s  watching  your  network 


COMPLETE  FAMILY  DF  NETWORK  SECURITY  AND  MANAGEMENT  SOFTWARE  SUITES. 


SECURITY  REALLY  MATTERS,  THERE’S  ONLY 


ONE  PLACE  TO  DO.  CALL  US  AT  BOO-3  3  2-9  9  6  6 ,  DEPT.  6242,  FDR  OUR  WHITE  PAPER  ON  “THE  ACTIVE  FIREWALL - 

The  End  of  the  Passive  Firewall  Era,”  or  visit  us  at  www.nai.com.  Hasta  la  vista,  hackers. 
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46  Grace  under  fire 

Knowing  whether  to  build  or  outsource  an 
e-commerce  site  can  set  you  on  a  straight  and 
steady  course  to  a  successful  implementation. 

53  10  surefire  ways  to 

bomb  We  can’t  guarantee  the  success  of 
your  e-commerce  site,  but  we  have  some  good 
ideas  about  what  you  definitely  don’t  want  to  do. 

55  Tooling:  along: 

online  Metalworking  products  maker 
Milacron  wins  our  debut  E-comm 
Innovator  Award. 
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61  Bye-bye  call  center? 

Not  by  a  long  shot.  E-commerce’s  arrival  sig- 

i  !  j  j  \ 

nals  changes  for,  but  not  the  demise  of,  big 
f‘800”  number  customer  service  operations. 

63  Can  Microsoft  do 

the  job?  A  lot  of  vendors  are  vying  for 
e-comm  business,  with  Microsoft  as  one  of  the 


most  aggressive.  Does  Site  Server  Commerce 
Edition  have  enough  muscle  to  power  busi- 
ness-to-business  commerce  sites? 

67  What’s  an  e-comm 

manager  to  do?  Experts  offer 

their  advice  on  dealing  with  one  fictional 
company’s  tough  e-commerce  challenges. 

76  E  -comm  picks  & 

pans  Everybody  has  favorite  Web  sites 
to  love  and  hate.  Here’s  our  crack  at 
the  best  and  worst  on  the  e-commerce 
front. 


E-commerce 

ONLINE 


com 


•  Security  action  plan,  A  demilitarized  zone  and  Secure  Sockets 
Layer  do  not  make  a  sound  security  plan.  You  need  more  to  lock 
down  an  e-commerce  site.  From  digital  certificates  to  server  log 
analysis,  here’s  a  look  at  the  best  ways  to  keep  your  business  safe. 

DocFinder:  1702 

•  Take  it  to  the  edge.  Move  your  e-commerce  efforts  beyond  the 
basics.  Here  are  five  of  the  latest  techniques  and  technologies  you'll 
find  at  hot  business-to-business  e-commerce  sites.  DocFinder:  1703 

•  Where  on  the  Web  did  you  go  today?  One  fictional  net  manager 
wanders  around  the  Web  grabbing  the  computers,  software  and  net¬ 
work  devices  he'll  need  to  get  a  regional  office  up  and  running. 

DocFinder:  1704 


•  Breaking  down  global  barriers.  Your  company  is  headquartered  in 
the  States  and  you  want  to  become  an  international  player,  An  e-com¬ 
merce  site  provides  the  reach,  but  that  doesn't  mean  a  global  audi¬ 
ence  will  understand  your  pitch.  DocFinder:  1705 

•  Know  the  talk,  Venturing  into  e-commerce  means  stepping  into  a 
befuddling  mess  of  new  terminology.  Use  this  guide,  and  you'll  be 
able  to  keep  up  your  end  of  the  conversation.  DocFinder:  1706 

•  Experts  standing  by.  Come  across  an  e-commerce  term  you  aren't 
familiar  with  and  can’t  find  in  our  guide?  Use  DocFinder  1707  to  run 
it  by  Mark  Gibbs,  our  resident  e-commerce  know-it-all.  Or  do  you  need 
some  help  sorting  through  a  tough  management  dilemma?  Use 
DocFinder  1701  to  solicit  advice  from  a  group  of  e-commerce  pros. 
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COVER  DESIGN  BY  MIRES  DESIGN 


why  not  go  with  some  of  the  people 
who  know  it  best? 


If  you  only  know  Compaq  for  PCs  and 
servers,  do  you  really  know  Compaq? 

All  over  the  world,  the  IT 
bedrock  that  companies 
build  on  comes  from 
Compaq.  We’ve  created 
enterprise  systems  for 
18  of  the  top  20  U.S. 
banks.  Over  100  stock 
exchanges  worldwide. 


The  world’s  10 

largest  telcos  use  percent  of  the 

C somtoaa  enterprise  J  * 


Compaq  enterprise  ' 

AndlhenTxt io.  planet’s  power  generation / 

And  the  . .  . . 

10  after  that.  distribution  systems. 


Ninety  percent  of  the  world’s 
microprocessor  production. 

And  this  isn’t  just  hardware. 
Compaq  delivers  complete  enterprise 
solutions.  The  mission-critical  systems 
that  keep  business  in  business. 


Whose  systems  run  17  of  the  20 
largest  stock  exchanges,  worldwide? 

It’s  the  same  folks  who  enable 
over  60%  of  the  world’s  interbank 
transactions.  Compaq.  With 
systems  and  support  services  that 
allow  hundreds  of  millions  of 
dollars  to  flow  safely  all  over  the 


Who  outruns  everyone  under  the  sun 
(including  Sun)? 

Compaq’s  lead  in  high-perfor¬ 
mance  64-bit  UNIX®  computing  is 
huge,  and  growing.  For  example,  we 
set  an  all-time  TPC-C*  record  running 
Oracle8™  on  clustered  AlphaServer® 
systems.  What  does  this  mean  in  real 
life,  you  ask?  It  means  that  we  can 
help  you  do  things  in  a  few  seconds 
that  used  to  take  you  days. 


Who  helps  millions  of  e-mail  users 
explain,  expound,  collaborate  and 
just  plain  talk? 

Compaq  systems  and 
support  people  help  run  many  of 


Who  out-integrates  the  top  integrators? 
Including  IBM? 


world,  every  second  of  every  day. 
It’s  the  ultimate  in 
mission-critical, 
fault-tolerant 
NonStop  computing 
The  kind  we  provide,  not  just  for 


the  world’s  largest  e-mail  systems. 


Compal  ? 

idp  not  iiiQt  for 


This  may  surprise  you. 
It’s  Compaq.  In  fact,  Compaq 
beat  out  the  biggest  names 
in  IT  integration  in 
InformationWeek’s  annual 
poll  of  IT  professionals, 
finishing  second  by  the  slimmest 
of  margins.  If  you  need  to  get 
the  most  out  of  your  IT 
investment,  we  don’t  just  have 
the  answer.  We  are  the  answer. 


the  financial  world,  but  for  all 
kinds  of  industries. 


Where  in  the  world 
do  you  do  business  l1 
No  matter: 
our  27,000  service 
professionals  call 
114  countries  home. 


Who  knows  SAP  R/3 
like  no  one  else  (except, 
of  course,  SAP)? 

We  have  over  5,000  R/3 
installations  under  our  belts — 
more  than  any  other  competitor. 
To  put  R/3’s  enormous  power 
to  work  in  your  business, 


We’re  also  the  number  one  integrator 
of  Microsoft  Exchange®  with  over 
400  global  customers.  If  you’ve  got 
a  large  project  ahead,  remember: 
We  can  be  a  big  help. 


Where  does  the  enterprise  store  its 
gigabytes,  terabytes  and  googolbytes? 

Once  again,  we’re  the  answer. 
Compaq  StorageWorks®  delivers  the 
widest  array  of  multi-user  storage 
products  in  the  business.  And  they’re 
designed  to  solve  storage  problems 
for  any  enterprise,  no  matter  which 
hardware  and  software  you  already 
use:  ours,  theirs,  anyone’s. 


AltaVista-created  by  Compaq,  running  on  Compaq  AlphaServer 
systems- handles  1  billion  Internet  searches  per  month. 


All  of  the  world’s  top  1 0  aerospace  companies  fly  with 
Compaq.  (There’s  no  better  launch  platform  for  technical 
computing  than  Compaq  64-bit  UNIX.) 


When  telephone  companies  all  over 
the  world  dial  911,  who  picks  up? 

Did  you  know  that  all  of  the 
top  30  telcos  depend  on  Compaq 
for  everything  from  fault-tolerant 
NonStop  computing  to  compre¬ 
hensive  disaster  relief? 

So  do  more  than  170  other 
telecommunications  companies 
If  your  company  could  use  that 
kind  of  reliable,  bulletproof 
computing,  why  not  give  us  a  call? 


Who 


knew? 


Ever  buy  stock  online? 

Or  bank  in  your  pajamas? 

Three  quarters  of  the  top  ISPs 
choose  Compaq  to  keep 
millions  of  subscribers  connected. 
Four  out  of  the  five  most  popular 
Web  sites  are  powered  by  Compaq. 
Microsoft  chose  us  to  implement 
and  manage  the  infrastructure  for 
MSN.com: 

And  AltaVista®, 
the  most  powerful 
and  useful  guide  to 


In  other  words,  as  enterprise 
computing  moves  onto  the  Internet, 
it’s  also  moving  onto  Compaq. 


Want  to  know  more? 

More  details?  More  case 
histories?  More  references? 
Better  answers  to  the  toughest 
IT  challenges  there  are? 

You’ll  find  them  at 
www.compaq.com/betteranswers 
Or  call  us  at 
1-800-AT-COMPAQ. 


the  Internet?  We  EmaMuaU,mfrom 

j  j .  •  •  needs  a  rock-solid 

UOn  t  ]USt  run  It.  foundation.  So  thousands  of 

.  ,  .  e-businesses,  large  and  small,  tap 

We  invented  It.  Compaq  for  systems,  solutions,  support. 


COMPAQ. 

Better  answers; 

www.compaq.com/betteranswers 


Mission-critical  NonStop  enterprise 
systems  for  more  financial  exchanges,  more  ATM  networks 
and  more  of  the  world’s  top-tier  banks  than  any  other  company. 
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licrosoft  Exchange  is  a  registered  trademark  and  MSN.com  is  a  trademark  of  Microsoft  Corporation.  All  other  names  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


commerce 


KNOWING  WHETHER  TO  BUILD  OR  OUTSOURCE  AN 
E-COMM  SITE  CAN  SET  YOU  ON  A  STRAIGHT  AND 
STEADY  COURSE  TO  A  SUCCESSFUL  IMPLEMENTATION. 


LET’S  CUT  to  the  chase  here:  Electronic  commerce  promises  to 
be  big.  Some  industry  watchers  estimate  the  number  of  dollars 
generated  through  business-to-business  transactions  alone  will 
reach  into  the  hundreds  of  billions,  if  not  trillions,  within  the 
not-too-distant  future. 


International  Data  Corp.,  for  example,  projects  that  the  world¬ 
wide  figure  for  business-to-business  sales  over  the  Internet  will 
soar  to  $331  billion  by  2002,  as  companies  large  and  small  use  the 
’Net  for  procurement,  bill  presentation  and  provisioning.  Compare 
that  with  the  $28  billion  or  so  reached  in  1998,  says  the  Framing¬ 
ham,  Mass.,  market  research  firm. 

That  $28  billion  represents  a  lot  of  companies  that  have  already 
heeded  the  Internet’s  call.The  $331  billion  projection  means  plen¬ 
ty  more  will  be  going  online.  Most  companies  have  virtually  no 
choice.  E-commerce  is  the  way  of  the  future. 

“I  don’t  care  if  you’re  selling  wooden  stools,  electronic  com¬ 
merce  is  going  to  be  key  to  your  company’s  success,”  asserts  Paul 
Hoffman,  director  of  sales  and  marketing  at  MCI  Advanced 
Networks’  hosting  and  e-commerce  group  in  Columbus,  Ohio. 

Smart  managers  are  moving  quickly  to  get  their  companies 
online  —  early  arrival  on  the  World  Wide  Web  gamers  customer 
attention  and,  if  the  e-commerce  site  works  well,  loyalty. Yet,  net¬ 
work  managers  have  got  to  make  some  critical  decisions  regarding 
e-commerce,  the  most  pressing  among  them  being  whether  to  buy 
off-the-shelf  servers  and  customize  heavily  or  just  outsource  the 
entire  project. 


Making  an  informed  decision  on 
building  or  outsourcing  an  e-com¬ 
merce  site  requires  more  than  cre¬ 
ating  a  detailed  list  of  pros  and 
cons.  It  starts  with  an  understand¬ 
ing  of  corporate  intent.And  that, 
sometimes,  means  IT  has  to  gener¬ 
ate  the  vision  and  secure  top-level 
commitment. 

These  are  not  trivial  matters.A 
poorly  articulated  vision  or  lack¬ 
adaisical  executive  support  can  doom  an  e-commerce  project, 
industry  experts  repeatedly  point  out. 

When  it  comes  to  the  vision  thing,  think  customer,  customer, 
customer,  says  Phil  Gibson,  director  of  interactive  marketing  at 
National  Semiconductor  in  Santa  Clara,  Calif.  At  National,  which 
was  an  early  e-commerce  adopter,  the  vision  centers  on  providing 
customers,  who  are  electronic  design  engineers,  with  product 
information. 

Every  decision  about  National’s  e-commerce  site  relates  to  its 
customer  vision,  Gibson  says.  National’s  e-commerce  team  con¬ 
stantly  asks:  “How  do  we  supply  information,  and  how  do  we  satis¬ 
fy  the  customer?”  he  says. 

At  The  Toro  Company,  the  e-commerce  vision  builds  on  the  idea 
of  creating  a  secured,  gated  community  for  golf-course  superinten¬ 
dents,  says  Cindi  Love,  director  of  customer  service  systems  at  the 
Bloomington,  Minn.,  maker  of  consumer  and  commercial  land¬ 
scaping  products.  “My  job  is  to  establish  a  robust  Internet-enabled 
infrastructure  and  to  leverage  technology  to  make  superinten¬ 
dents’  jobs  easier,”  she  says. 

Toro  provides  equipment  to  21,000  golf  course  superintendents 
worldwide.  "  Imagine  trying  to  build  a  network  for  all  of  them  to 
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automating  an  existing  vendor/customer  relationship,”  Valente  says. 

Some  experts  say  a  corporate  vision  has  to  focus  on  e-business,  not  just 
e-commerce.The  latter,  they  argue,  is  limited  to  what  happens  at  the  interface 
between  the  company  and  the  Internet.  E-commerce  involves  presenting 
data,  accepting  information  and  forming  a  bridge  connecting  the  client  and 
customer  service. 

Dell  Computer,  for  example,  includes  in  its  definition  of  e-commerce  a 
telephone  order  placed  by  an  individual  who  has  used  a  Web  site  to  gather 
product  information,  says  Mike  Dunn,  chief  technology  officer  at  Dell 
Online.  Following  the  same  logic,  a  company  that  accepts  orders  over  the 
Internet  but  prints  them  out  and  faxes  them  to  a  warehouse  for  order  fulfill¬ 
ment  would  be  conducting  e-commerce. 

But  e-business  means  a  deeper  level  of  integration  with  core  business  sys¬ 
tems.  In  e-business,  orders  stay  electronic  as  they  travel  through  credit  con¬ 
trol,  manufacturing  and  into  the  warehouse. 

One  could  say  that  Toro,  for  example,  practices  e-business,  not  just 
e-commerce.  “Basically,  everything  we  do  on  the  front  end  with  customers  is 
going  to  be  running  across  an  extranet  and  linking  to  legacy  systems  or  our 
SAP  enterprise  resource  planning  software,”  Love  says. 


participate,  including  order  entry  and  inventory,  without  the  Internet  —  it 
would  be  cost-prohibitive,”  Love  adds. 

The  technical  and  architectural  decisions  you  make  regarding  a  business-to- 
business  site  should  differ  considerably  from  the  choices  you’d  make  if  you 
were  planning  a  business-to-consumer  site,  Gibson  and  others  say.  National 
Semiconductor,  for  example,  can  largely  overlook  the  need  to  support  credit 
card  payments  because  transactions  flow  through  the  company’s  traditional 
billing  systems.  A  retailer,  on  the  other  hand,  would  make  credit  card  process¬ 
ing  a  prime  consideration. 

“Consumer  e-commerce  is  about  branding  and  impulse  buying  —  cus¬ 
tomers  want  convenience.  Business-to-business  e-commerce  is  about  cus¬ 
tomer  relationships  and  automation  of  processes  —  businesses  want  control 
and  analysis,”  says  Brian  Valente,  senior  director  of  marketing  at  Just  in  Time 
Solutions,  an  online  billing  presentation  software  vendor  in  San  Francisco. 

Amazon.com,  the  huge  bookseller,  and  Chemdex.com,  a  source  for  biologi¬ 
cal  and  chemical  reagents,  are  cases  in  point, Valente  says.  He  notes  that 
Amazon,  corn’s  goal  is  to  make  purchasing  easier,  so  consumers  buy  more, 
whereas  Chemdex.  corn’s  goal  is  to  extend  the  contractual  relationships  it 
already  has  with  clients. 

“Business-to-business  e-commerce  requires  integration  with  existing  stan¬ 
dards  and  systems.There’s  not  as  much  novelty  in  the  way  business  is  done, 
and  there’s  much  more  responsibility  for  both  parties. You  are,  in  essence, 
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CHEAT  SHEET  FOR  E-COMM  OUTSOURCING 

Find  out  the  answers  to  these  questions  before  settling  on  an  e-commerce  outsourcing  firm: 
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That  means  golf  course  superinten¬ 
dents  can  enter  orders,  check  the  status 
of  purchase  orders,  register  products, 
get  invoices,  submit  warranty  claims, 
check  prices,  submit  remittances  and 
conduct  other  commerce  basics  with¬ 
out  ever  picking  up  the  phone  or  look¬ 
ing  at  a  fax,  Love  says. 

Making  e-commerce  work  with  the 
existing  IT  infrastructure  is  a  huge 
undertaking.  In  particular,  integrating  a 
Web  front  end  with  billing  systems  is  a 
“legacy  nightmare, ’’Valente  says. 

Does  that  mean  you  can’t  buy  one  of 
the  e-commerce  servers  touted  by  a 
company,  such  as  IBM,  Microsoft  or 
Netscape,  and  easily  launch  an  e-com¬ 
merce  site?  Not  necessarily.  If  you  want 
a  simple  site  that  doesn’t  connect  into 
back-end  business  systems,  you  could 
get  away  with  using  an  e-commerce 
server  you’ve  downloaded  off  the  Web. 

Most  e-commerce  server  vendors 
make  it  fairly  easy  to  get  a  basic  site  up 
and  running.  Some  offer  a  variety  of 
templates  for  basic  e-commerce  func¬ 
tions.  For  example,  IBM’s  Net.Com- 
merce  Start  software  comes  with  three 
prototype  storefronts,  bundled  data¬ 
base  services,  various  payment  collec¬ 
tion  services  and  links  to  legacy 
accounting  systems.  And,  like  most 
e-commerce  systems,  everything  is  cus¬ 
tomizable,  from  site  presentation  to 
how  orders  are  processed. 

But  be  aware,  too,  that  some  e-com- 
merce  servers  are  not  scalable  or 
sophisticated  enough  for  use  on  a  pro¬ 
duction  site.They  are  much  more 
appropriate  for  pilot  tests, Valente  says. 

In  all  likelihood,  if  you’re  creating  an 
e-commerce  architecture  that  taps  into 
existing  business  systems,  you ’ll  have  to 


Is  the  outsourcing  firm  financially  sound,  and 
does  it  have  good  financial  references?  The  last 
thing  you  want  is  for  your  successful  e-commerce  site  to 
become  unavailable  because  your  outsourcer  hasn’t  paid 
its  bills.This  means  frequent  review. 

Where  does  the  outsourcing  firm  connect  to  the 
Internet?  Does  it  have  multiple  redundant  connec¬ 
tions?  Not  all  access  is  created  equal.  Congested  or 
restricted  bandwidth  connections  can  make  your  site 
look  bad  and  perform  poorly.  Moreover,  if  you’re  plan¬ 
ning  to  serve  international  clients,  how  and  where  your 
outsourcer  connects  becomes  crucial. 

Is  the  firm’s  staff  qualified?  A  lot  of  people  claim 
Internet  expertise,  but  the  in-depth  knowledge  required 
for  supporting  e-commerce  operations  is  not  that  com- 
mon.You’re  best  off  with  a  firm  that  has  conducted  back¬ 
ground  checks  on  its  employees. 

Does  the  outsourcer  have  a  security  plan?  You  want 
to  know  what  level  of  access  to  the  hosting  platform 


an  outsourcing  firm  allows  its  clients,  as  well  as 
whether  the  firm  has  escalation  procedures  for  securi¬ 
ty  breaches. 

Also,  find  out  if  you  can  bring  in  your  own  security 
audit  team. 

Does  the  outsourcer  have  a  rigorous,  document¬ 
ed  disaster  plan?  If  the  outsourcer  suffers  a  cata¬ 
strophe,  how  quickly  can  it  get  your  site  up  and 
running  again?  If  you  are  placing  a  significant  amount 
of  revenue  in  an  outsourcer’s  hands,  make  sure  it  has 
multiple  geographically  distributed  sites  with  a  well- 
designed  disaster  hand-over  plan. 

Can  the  firm  scale  your  site  as  your  business 
grows?  Remember  that  by  the  time  your  e-commerce 
offering  goes  live,  you  have  entered  into  an  intimate  rela¬ 
tionship  with  the  outsourcing  firm.The  inability  to  scale 
your  site  quickly  could  hamper  business  significantly. 

—  Mark  Gibbs 


hire  outside  developers  or,  at  the 
least,  be  ready  for  some  serious 
handholding  with  your  e-com- 
merce  server  vendor. 

All  major  server  platforms, 
including  Net. Commerce  Start, 
Microsoft’s  Site  Server  and  Open 
Market’s  Transact,  require  cus¬ 
tomization.  “There’s  no  such  thing  as 
turnkey  in  this  market,”  says  Geri 
Speiler,  a  Gartner  Group  analyst  who 
authored  an  e-commerce  report  for  the 
Stamford,  Conn.,  firm. 

What’s  more,  Speiler  says,  e-com- 
merce  servers  aren’t  nearly  as  stable  or 
mature  as  traditional  business  systems, 
including  those  for  billing  and  cus¬ 
tomer  service.  “Not  that  e-commerce 
vendors  aren’t  developing  important 
solutions;  the  problems  of  hooking  into 
the  back  end  get  you,”  she  says. 


The  same  could  be  said  of  e-com- 
merce  catalog  software,  says  Brad  Kerr, 
chief  information  officer  at  Ha-Lo 
Industries,  a  promotional  advertising 
firm  in  Niles,  Ill.  Ha-Lo  has  to  tackle  an 
interesting  mix  of  business-to-business 
and  business-to-consumer  issues  in  its 
e-commerce  implementations.  Its  cus¬ 
tomers,  companies  such  as  Ford,  NBC 
and  Reynolds  Metal,  post  online  cata¬ 
logs  from  which  shoppers  can  buy 
merchandise  bearing  the  companies’ 
respective  corporate  logos. 

“One  of  the  interesting  things  we’ve 
discovered  in  the  past  year  as  we’ve 
implemented  e-commerce  with  our 
clients  is  that  there  is  no  out-of-the-box 
solution.  We  have  about  15  e-commerce 
programs  with  our  clients  and  no  two 
are  identical,”  Kerr  says. 

The  complexity  of  e-commerce 


development  work  and  the  newness  of 
the  market  often  lead  a  company  to  an 
outsourcing  firm.  Ha-Lo,  for  example,  has 
outsourced  its  e-commerce  endeavors  to 
Metamor Technologies  in  Chicago. 

“In  an  environment  where  there  are 
no  agreed-upon  standards  and  where 
every  implementation  has  been  a  cus¬ 
tom  system,  by  virtue  of  outsourcing  I 
get  access  to  skills  that  I’d  never  have 
in  my  own  IT  department,”  Kerr  says. 

Even  Ha-Lo’s  largest  customers  have 
outsourced  development  of  their 
e-commerce  architectures  and  imple¬ 
mentations,  Kerr  notes:“No  one  has  the 
expertise  to  do  this  in-house.There  are 
too  many  moving  parts.” 

That  bodes  well  for  e-commerce  out¬ 
sourcing  practices,  many  of  which  have 
Continued  on  page  50 


ADVANCED  E-COMMERCE 


Even  if  you’re  just  planning  a  basic  e-commerce  site,  you  need 
to  be  mindful  of  the  latest  technologies  and  techniques,  such  as: 

•  Personalization.  Use  personalization  software  to  identify  site 
visitors  and  configure  the  online  presentation  so  it  matches  a 
customer’s  preferences.  You  also  can  use  it  to  track  a  cus¬ 
tomer’s  site  usage  and  purchasing  behavior  so  you  can  target 
appropriate  products  and  services. 

•  Affinity  engineering.  Use  this  software  to  examine  a  cus¬ 
tomer’s  purchasing  patterns  or  site  use  and  compare  them  to 
the  behavior  of  other  users.  Then  post  product  information 
that  the  customer  would  likely  be  interested  in. 

•  Virtual  private  networks.  VPNs  create  a  pipe  that  encrypts 
data  sent  across  the  Internet  and  provides  control  of  the 
resources  visible  at  the  service  end  of  the  connection.  Digital  cer¬ 
tificates  provide  user  authentication. 

•  Web-telephony  integration.  Allow  customers  to  click  on  a 
button  that  establishes  a  voice  connection  with  a  customer  ser¬ 
vice  representative. 

•  Public-key  infrastructure.  Show  you’re  serious  about  security 
by  using  a  PKI,  which  should  include  encryption  and  digital  sig¬ 
nature  services. 

Go  online  for  more  information  on  advanced  e-commerce 
sites  at  www.nwfusion.com,  DocFinder:  1703. 

—  Mark  Gibbs 
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WORLDWIDE  LEADER  IN  SECURE  ENTERPRISE  NETWORKING 


With  over  70,000  installations,  chances  are 
Check  Point  has  solved  it  already. 


No  matter  what  challengesyou  face  in  build¬ 
ing  a  secure  enterprise  network,  we  have  a 
full  range  of  solutions.  Real  solutions.  Right 
now.  For  everything  from  network  security 
to  traffic  control  and  IP  address  manage¬ 
ment.  All  based  on  a  common  architecture 
for  integrated  policy  management.  Which 
means  you  can  implement  corporate 
policies,  deploy  them  across  your  extended 
enterprise,  and  control  them  from  a 
central  point. 

Because  of  our  superior  technology,  Check 
Point  is  the  worldwide  market  leader  in  both 
firewall  and  VPN  implementations.  And  our 
Open  Platform  for  Secure  Enterprise 

CHECK  POINT  SOFTWARE  TECHNOLOGIES  LTD.  Check  Point, 
registered  trademarks  of  Check  Point  Software  Technologies  Ltd. 


Connectivity  (OPSEC)  is  the  de  facto  indus¬ 
try  standard  for  seamless  integration  and 
management  of  nearly  200  third-party 
security  products.  Which  lets  you  choose 
the  best  solutions  foryour  network. 

Check  Point  solutions  are  backed  by  an 
experienced  professional  services  group 
and  24x7  worldwide  customer  support.  And 
with  600  channel  partners  worldwide,  there 
is  a  local  point  of  contact  wherever  you  are. 

Be  sure  your  network  is  secure — Check  out 
our  new  white  paper  “Top  Ten  Chal¬ 
lenges  to  Securing  Your  Network”  at: 

www.checkpoint.com/topten 


■  Network  Security 

■  Traffic  Control 

■  IP  Address  Management 

■  OPSEC  Alliance 

■  Integrated  Policy  Management 


Check  Point™ 

Software  Technologies  Ltd. 


the  Check  Point  logo  and  OPSEC  are  trademarks  or 


Free  Product  info  enter  NWInfoXpress  #83  online  @  www.networkworld.com/infoxpress 


commerce 


SECURITY  LESSON 

Like  any  network  initiative,  a  practical  e-commerce  strategy  includes  a  sound 
security  plan.  But  security  for  e-commerce  is  even  more  paramount  because  an 
e-commerce  platform  is  an  easily  identifiable  hacker  target  —  following  its  trail 
typically  leads  to  the  corporate  coffers. 

Developing  a  security  plan  for  an  e-commerce  site  begins  with  an  understand¬ 
ing  of  potential  security  holes. 


Likely  trouble  spots: 

•  Physical  access  during  which 
data  might  be  stolen  or  cor¬ 
rupted. 

•  Malignant  software  that  could 
deny  or  reduce  service. 

•  Network  security  breaches  dur¬ 
ing  which  users  running  person¬ 
al  Web  servers  on  PCs  could 
expose  data. 

•  Directed  attacks  against  known 
problems  with  operating  systems 
and  applications. 

•  Protocol  attacks  during  which 

a  hacker  exploits  weaknesses  in 
protocols. 

A  strong  security  plan  hinges  on 

these  five  basic  rules: 

•  Limit  access.The  fewer  people 
who  can  get  physical  and  admin¬ 
istrative  access  to  servers, 


the  better  your  security  will  be. 

•  Use  security  tools  available  in  your 
e-commerce  products. 

•  Perform  regular  audits  to  verify 
configuration  and  expected  usage 
patterns. 

•  Protect  complex  systems  with 
simple  ones. A  full-blown  e-com¬ 
merce  server  is  complex;  a  firewall 
is  relatively  less  so.  Protecting 

the  former  with  the  latter  makes 
sense. 

•  Make  backups  and  have  a  disaster 
recovery  plan. 

For  more  security  basics  regarding 
e-commerce,  go  to  The  Electronic 
Commerce  Issue  section  of  NW 
Fusion,  at  www.nwfusion.com, 
DocFinder:  1702. 

—  Mark  Gibbs 


Wherever  you  turn,  another  company  is  promising  you  e-business  glory.  But  do  they  really  know  the  way 
there?  MCI  WorldCom  Advanced  Networks  does.  We  have  been  providing  complex  Internet  networking  and 
hosting  solutions  longer  than  any  other  company.  Complete  e-business  solutions  that  integrate  leading-edge 
technologies  like  hosting,  commerce  engines,  VPN,  managed  security  and  remote  access,  tailored  to  your 
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Continued  from  page  48 
sprung  up  in  traditional  IT  consulting 
houses,  new  Internet-specific  ventures 
or  as  exclusive  start-ups.  Some  firms 
specialize  in  hosting  Web  servers,  others 
promote  creative  capabilities  for  build¬ 
ing  the  customer  interface,  while  others 
tout  abilities  to  integrate 
e-commerce  software  with 
back-end  systems. 

But  choosing  to  out¬ 
source  does  not  guarantee 
success,  Gartner’s  Speiler 
notes:  “No  one  yet  pro¬ 
vides  complete  service  — 
all  have  problems,  such  as 
connectivity  and  function¬ 
ality  to  the  back  end.  No 
one  offers  a  true  one-stop 
shop,  and  no  vendor  can 
do  it  all;  many  outsourcers 
outsource  themselves.” 

Chuck  Papageorgiou,  managing  part¬ 
ner  of  Ideasphere  Consulting  in  Atlanta, 
recommends  distinguishing  between 
the  strategic  processes,  such  as  billing, 
and  the  tactical,  such  as  the  order-tak¬ 
ing  front  end.  “The  latter  you  can  easily 
outsource  —  that’s  the  domain  of  tradi¬ 
tional  outsourcing.  But  the  strategic 
processes  are  the  ones  you  need  to 
control  carefully,”  he  says. 


National’s  Gibson: 
Just  post  an  e-comm 
site,  then  refine  it, 


If  you’re  outsourcing  the  whole  pro¬ 
ject,  make  sure  you  keep  control  of 
your  corporate  data.  “When  you’re 
choosing  an  outsourcer,  you  must 
ensure  that  all  data  the  outsourcer 
receives  is  available  to  you  and  that  you 
can  deal  with  it  —  it’s  your  information 
and  you  own  it. You 
don’t  want  the  out¬ 
sourcer  selling  or  using 
your  customer  informa¬ 
tion,”  Speiler  says. 

Outsourcing  doesn’t 
come  cheap.  Speiler  fig¬ 
ures  that  a  $10  million 
company  should  expect 
to  spend  approximately 
$200,000  for  a  fully  inte¬ 
grated  e-commerce  sys¬ 
tem.  But,  she  adds,  “You 
can  spend  as  little  or  as 
much  as  you  want.” 

Prices  for  mid-range,  packaged 
e-commerce  software  begin  as  low  as 
$3,500.  IBM’s  Net.Commerce  Start 
costs  $4,999-  Net.Commerce  Pro  ups 
the  ante  to  $19,999.  Pricing  for  Open 
Market’s  Transact  4,  a  top-end  system, 
starts  at  $125,000. 

Toro  received  bids  ranging  from 
slightly  less  than  $  1  million  to  a  bit  more 
than  $8  million  from  outsourcers  seek¬ 


ing  to  build  the  company’s  e-commerce 
extranet,  Love  says.Twelve  companies, 
including  traditional  outsourcing  firms 
and  e-commerce  software  vendors,  bid 
for  the  project.Toro  opted  for  a  bid  on 
the  lower  end  of  that  spectrum. 

Outsourcing  may  be  an  expensive 
option,  but  it  could  be  your  only  choice 
for  getting  online  quickly.  Speiler  pre¬ 
dicts  30%  of  major  enterprises  will  out¬ 
source  some  or  all  of  their  e-commerce 
services  by  2001 .  (See  story,  page  48,  for 
a  guide  to  picking  an  outsourcing  firm.) 

The  decision  should  be  driven  by  a 
realistic  assessment  of  outsourcing 
costs  weighed  against  whether  you 
have  the  infrastructure,  Ideasphere’s 
Papageorgiou  says.  By  infrastructure,  he 
means  the  equipment  and  systems,  as 
well  as  the  staff,  experience  and  time. 

The  latter  is  critical.'  If  you  have  to 
take  time  to  develop  staff  and  experi¬ 
ence,  having  the  rest  won’t  give  you  a 
competitive  edge,”  he  says. 

But  how  fast  can  and  should  you 
move  in  launching  an  e-commerce  site? 
Kerr  says  that  if  everybody  ’s  done  their 
homework,  Ha-Lo  and  a  client  can 
launch  an  e-commerce  catalog  site 
within  three  weeks. 

Gibson  says  what  worked  for  Nation¬ 
al  Semiconductor  was  getting  basic 


information  up  quickly  and  then  refin¬ 
ing  the  site  frequently  while  increasing 
its  sophistication.That  approach  is  typi¬ 
cal  of  the  way  most  normal  e-commerce 
sites  evolve,  MCI’s  Hoffman  agrees. 

Dividing  an  e-commerce  project  into 
four  multifaceted  phases  —  prepara¬ 
tion,  development,  execution  and 
refinement  —  would  be  a  wise  move. 
“Many  companies  are  doing  a  phased 
approach  because  there’s  little  choice 
—  technology  is  changing  so  fast  that 
they  have  to  execute  the  project  in 
phases,”  Gartner  Group’s  Speiler  says. 

Thinking  in  terms  of  e-commerce 
and  the  bigger  picture,  e-business,  takes 
time.  But  don’t  delay.  Getting  a  site  up  is 
not  just  an  issue  of  seizing  competitive 
opportunity,  but  also  one  of  establishing 
momentum  within  your  organization. 

National’s  Gibson  is  convinced  you 
can’t  afford  any  delay.“The  reality  is  you 
cannot  wait  for  the  perfect  implemen¬ 
tation  or  you'll  never  get  to  market.” 

Gibbs  is  a  consultant  and  writer 
based  in  Ventura,  Calif.  He  can  be 
reached  at  (800)  622-1108,  Ext.  7504, 
or  mgibbs@gibbs.com. 

Signature  Series  Executive  Editor 
Beth  Schultz  contributed  to  this  story. 


you  need  an  experienced  guide. 


MCI  WORLDCOM 


exact  needs.  And  because  we  manage  these  services  on  our  wholly  owned,  seamless  global  network,  we 
ensure  that  it  all  works  together,  with  superior  performance.  Today,  over  3,000  corporations  rely  on  us  to 
provide  complex  solutions.  Your  company  can  be  the  next  to  benefit  from  our  e-business  experience. 
MCI  WorldCom  Advanced  Networks  1-877-755-1673  or  www.wcom.net/adv/ebusiness 
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ANSWERS  to  the  challenges  you  face  TODAY. 


NetWorld+Interop,  the  definitive  networking  event  for  the 
enterprise  and  service  provider  market,  provides  knowledge 
you  can  use  today  because  what  you  know  now  is  critical 
to  your  success  tomorrow. 

With  four  conferences  and  75  sessions  designed  to  meet 
the  present-day  needs  of  enterprise,  service  provider  and 
reseller  professionals,  along  with  58  workshops  and  tutori¬ 
als,  and  an  interactive  show  floor  with  more  than  600  of  the 
world’s  foremost  vendors,  you’ll  gain  the  latest  information 
about  advanced  networking  and  telecommunications 
technologies. 


The  General  Conference  addresses  core  public  and  private 
networking  technologies  that  drive  the  industry,  while 
Community  and  the  Engineers  conferences  offer  more  spe¬ 
cific  insights  into  data,  voice  and  video.  And  providing  a 
unique  look  at  the  networking  and  telecommunications 
market  is  EXPO  COMM  the  international  leader  in  tele¬ 
communications  events,  making  its  debut  as  part  of 
NetWorld+Interop  in  1999. 

Nowhere  else  in  the  world  will  you  find  a  more  comprehen¬ 
sive,  up-to-the-minute  forum,  providing  in-depth  technical 
education  and  hands-on  evaluation  of  products  and  services 
than  NetWorld+Interop  and  EXPO  COMM  99  Las  Vegas. 


EXPO 


NETW^RLD  INTEROP  99  J^COMM 


May  10-14  1 999  LAS  VEGAS  CONVENTION  CENTER 

Visit  www.interop.com  or  call  1-888-886-4057 


©1999  ZD  Events  Inc.  All  rights  reserved.  303  Vintage  Park  Drive,  Foster  City,  CA  94404 
JLNNMTN 


ZIFF-DAVIS 


a  SOFTBANK 
company 


electronic  commerce 


WE  CAN’T  GUARANTEETHE 
SUCCESS  OF  YOUR  E-COMMERCE 


DAWNE  SHAND 


1.  Ignore  what  already  exists. 

Most  experts  agree  that  an  e-commerce  site  is 
doomed  to  failure  if  no  one  carefully  considers 
how  it  fits  in  with  the  existing  business  model. 
Know  how  e-commerce  will  affect  your  overall 
business,  including  sales  channels,  marketing, 
order  fulfillment,  inventory  and  accounting  pro¬ 
cedures.  Without  this  information,  you  run  the 
risk  of  developing  a  technically  flawless  site  with 
little  business  relevance. 

2.  Think  psychedelic  design. 

Despite  the  proliferation  of  advice,  even  from 
staidly  gray  outfits  such  as  the  Wall  Street 
Journal,  many  sites  look  like  drug-induced  mar¬ 
vels  of  flashing  lights  and  confusion.  Providing 
too  much  information  on  the  opening  page 
deters  users.  Fewer  options  and  a  simple  design 
are  key. 

3.  Build  it  to  run  slowly. 

Sites  run  slowly  as  a  side  effect  of  cluttered 
designs  and  flashy  stuff. 

They  also  creep  along  if 
they’re  overburdened  by  too 
much  unpredicted  traffic. 

Take  a  hint  from  Zona 
Research,  a  market  research 
firm  in  Redwood  City,  Calif. 

In  a  recent  study  called  “Shop  Until  You  Drop,” 
Zona  found  that  customers  are  less  likely  to  use  a 
site  if  it  takes  more  than  8  seconds  to  load. 

4.  Don’t  bother  offering  a  search  function. 

Many  companies  require  users  to  go  through  a 
confounding  number  of  twists  and  turns  to  find  a 
product  on  the  companies’Web  sites.  In  the  above- 
mentioned  Zona  study,  two-thirds  of  the  survey 
participants  indicated  a  marked  degree  of  difficulty 
in  finding  products  on  e-commerce  sites. 

Refer  back  to  Item  2:  There  is  no  formula  for 
simple  and  intuitive  design.  However,  everyone 
knows  what  the  Search  button  means. The  worst 


sin  in  building  an  e-commerce  site  is  not  provid¬ 
ing  a  solid  search  capability. 

5.  Confuse  them  at  the  point  of  purchase. 

Once  customers  find  the  perfect  product, 
they’re  often  tripped  up  by  the  buying  routine. 

Take  the  case  of  a  travel  site  that  was  success¬ 
ful  in  providing  information,  but  failed  to  get  cus¬ 
tomers  to  work  through  the  confusing  12-click 
process  it  took  to  book  reservations. 

“By  applying  cognitive  design  principles  to 
the  purchase  process,  we  got  it  down  to  three 
clicks.  The  result  was  a  15%  increase  in  the  num¬ 
ber  of  visitors  who  booked  reservations  through 
the  site,”  says  Dick  Loveland,  a  principal  at 
Neoglyphics  Media,  a  consulting  firm  in  Chicago. 

6.  Don’t  acknowledge  receipt  of  an  order. 

This  may  not  kill  your  site,  but  it  will  annoy 
customers.  When  a  project  depends  on  fulfill¬ 
ment  of  a  product  order,  as  it  likely  will  with  any 
business-to-business  transaction,  the  site  must  be 
accountable.  Always  con¬ 
firm  order  receipt. 

7.  Don’t  bother  with 
back-end  systems. 

“Most  e-commerce  sites 
fail  because  their  back-end 
accounting  and  inventory  systems  are  not  inte¬ 
grated  with  ordering,”  says  David  Gibson,  vice 
president  of  iXL,  an  Internet  firm  in  Boston. 

Companies  not  attempting  integration  must 
implement  supplemental  back-end  processes, 
which  usually  require  that  data  be  reentered  into 
different  systems.  Volume  sales  quickly  over¬ 
whelm  these  manual  processes  and  cause  a  myr¬ 
iad  of  mistakes. 

Manheim  Auctions,  which  brokers  the  sales  of 
used  cars  between  consignors  and  dealers,  is 
developing  a  system  that  will  provide  real-time 
inventory  information  to  customers  who  want  to 
track  where  their  cars  are  in  the  sales  process. 


“We  spent  too  much  time  trying  to  integrate  a 
legacy  accounting  system.  In  the  end,  we  had  to 
build  a  new  accounting  system  from  scratch.  Had 
we  made  that  decision  on  Day  One,  the  project 
would  be  further  along,  and  we  would  have 
spent  less,”  says  Donald  Foy,  manager  of  online 
operations  for  the  Atlanta  firm. 

8.  Charge  higher  prices  on  the  site  than 
through  other  outlets. 

Inconsistent  pricing  is  another  side  effect  of 
the  insufficient  integration  of  back-end  systems. 

“The  unique  pricing  strategies,  worked  out 
with  each  business  partner,  are  rarely  evident  on 
the  e-commerce  site.  Why  would  a  partner  use  a 
site  that  charges  a  higher  price  for  a  product 
than  the  one  available  over  the  phone?”  asks 
Mitch  Ruud,  manager  of  e-commerce  for  Great 
Plains  Software  in  Fargo,  N.D. 

Your  customers  won’t  use  your  site  just  to 
make  your  life  simpler. 

9-  Don’t  provide  a  feedback  mechanism. 

By  omitting  simple,  e-mail-enabled  feedback, 
you  cut  yourself  off  from  important  information. 

First,  you’ll  never  know  whether  your  site 
meets  your  customer’s  needs  because  they  won’t 
be  able  to  tell  you.  Second,  you  can't  gather  sug¬ 
gestions  for  improvement.  And  third,  you  fail  to 
provide  good  service,  an  important  facet  in  the 
faceless  world  of  e-commerce. 

10.  Build  something  your  partners  will 
refuse  to  use. 

Self-evident  perhaps,  but  an  inordinate  num¬ 
ber  of  businesses  overlook  the  following  tact:  If 
it’s  easier  to  phone  in  an  order,  safer  to  fax  it  on 
paper  or  less  expensive  to  maintain  the  status 
quo  than  it  is  to  use  your  e-commerce  site,  that 
site  will  always  go  unused. 

Shancl  is  a  freelancer  in  Somerville,  Mass.  She 
can  be  reached  at  dshand@netirav.com. 


Many  sites  look  like 
drug-induced 

marvels  of  flashing 
lights  and  confusion. 
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SERGIO  BARADAT 


You  bet  your  char-broiled 
buns  they  don't! 

Monitor  the  slightest  ripple  on  any  network 
component  with  LogCaster® 

Get  the  whole  truth... 

LogCaster®  is  the  first  and  only  real-time  monitoring  program  that 
meets  virtually  all  industry  standards.  With  LogCaster  you  get  a  Superset™ 
program  that  monitors  your  applications,  hardware,  and  system 
administrative  functions  -  making  sure  your  network  is  secure  and  running 
at  peak  efficiency. 

Finally  a  single  affordable  software  program  that  has  it  all!  LogCaster® 
monitors  the  Windows  NT®  Server  event  logs,  takes  corrective  action  when 
necessary,  and  notifies  you  if  any  component  on  your  network  or  system  is 
not  operating  efficiently  or  there  is  unauthorized  activity.  Comprehensive 
and  easy  to  manage,  it  is  also  adept  at  TCP/IP  monitoring.  For  more 
information  or  to  order,  call  (215)  321-9600,  or  visit  us  at: 


w  w  w  L  L"  l  [2  |p  [  e  t  e  c  li  L  e  o  lh 


NOTHING  BUT  THE  TRUTH 


RippleTech,  RippleTech  logo  and  LogCaster  are  registered  trademarks  of  RippleTech,  Inc.,  Washington  Crossing,  PA,  (215)  321-9600.  Windows  NT  is  a  registered  trademark  of  Microsoft  Corporation. 

Free  Product  info  enter  NWInfoXpress  #76  online  @  www.networkworld.com/lnfoxpress 


Michelle  Griida'XL),  Angie 
Snelling  and  Tom  Williams 
spent  more  than  a  year 
preparing  for  the  January 
launch  of  Milacrou's 
miipro.com  e-commerce  site, 


Electronic  cnmmErcE 


•*  , 


“CUT,  GRINDf  LUBRICATE That’s  pretty 


basic  vocabulary  if  you  happen  to  run  a  machine 
shop  that  makes  parts  for  General  Motor’s  latest 


sports-utility  vehicle. 


“PC,  browser,  Internet”  just  don’t  seem  to  fit. 

But  $1.6  billion  metalworking  products  giant  Milacron  hopes  its  7-week- 
old  www.milpro.com  site  will  add  these  e-commerce  basics  to  the  lexicons 
of  small  job  shops  across  the  country. 

Online  sales  began  the  morning  of  Jan.  6,  two  days  after  Milacron 
launched  its  e-commerce  site. That’s  when  the  owner  of  a  small  job  shop 
in  Memphis, Tenn.,  logged  on  to  milpro.com  and  placed  a  $78  order  for  a 
5-gallon  pail  of  metalworking  fluids  for  next-day  delivery. 

In  days  past,  the  shop  owner  would  have  had  to  head  to  the  nearest  dis¬ 
tributor  or,  more  typical  of  late,  phone  or  fax  an  order  to  an  industrial  prod¬ 
ucts  catalog  company. 

Before  the  launch  of  milpro.com,  Milacron  didn’t  sell  directly  to  shops 
with  50  or  fewer  employees.  But  soaring  catalog  sales  opened  the  com¬ 
pany’s  eyes  to  this  emerging  business  opportunity.  And  so,  three  years  ago, 
Milacron  began  exploring  options  for  establishing  a  direct  channel  to  reach 
the  1 17,000  or  so  small  machine  shops  nationwide. 

At  the  time,  the  two  sensible  approaches  seemed  to  be  acquire  a  catalog 
company  or  distribute  the  product  list  on  CD-ROM.  But  after  some  investi¬ 
gation,  Milacron  determined  that  neither  was  really  the  right  answer. 


JON  MURESAN 


METALWORKING  PRODUCTS 
MAKER  MILACRON  WINS 
OUR  DEBUT  E-COMM 
INNOVATOR  AWARD. 


THE  E-COMM 
INNOVATOR  AWARD 


Doing  e-commerce  on  the  Web  is  almost  a 
given  these  days,  but  doing  it  well  isn’t.  A 
great  e-commerce  initiative  requires  a 
thoughtful  business  plan,  the  backing  of  the 
entire  company,  intimate  knowledge  of  the 
customer  base  and,  of  course,  a  strong  archi¬ 
tectural  underpinning.  Using  these  criteria, 
Network  World  honors  metalworking  prod¬ 
ucts  maker  Milacron  as  the  recipient  of  its 
first-ever  E-comm  Innovator  Award. 

Milacron  wins  this  award  for  milpro.com, 
an  e-commerce  site  for  small  metalworking 
shops. The  site’s  January  launch  culminated 
more  than  a  year’s  worth  of  customer  and  market  research,  business 
planning  and  site  development.  Milpro.com  is  a  sophisticated,  yet 
friendly,  site  that  opens  a  new  customer  base  and  revenue  opportuni¬ 
ty  for  Milacron.  For  more  details  on  Milacron ’s  innovative  e-commerce 
initiative,  read  the  in-depth  case  study  here. 

And  for  a  look  at  other  e-commerce  notables  —  good  and  bad  — 
see  “E-comm  Picks  and  Pans,”on  page  76. 
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Then,  one  summer  evening  in  1997,  the 
answer  struck  Alan  Shaffer,  Milacron  group  vice 
president  of  industrial  products.The  revelation 
came  as  he  was  making  his  first  Internet  pur¬ 
chase,  a  book  fromAmazon.com. 

The  next  morning,  Shaffer  dropped  by  the  tax 
department  to  visit  one  of  his  favorite  market 
researchers.  He  was  anxious  to  tell  her  about  his 
Internet  experience  and  talk  about  the  potential 
of  e-commerce. 

"I  knew  something  would  happen  then,” Angie 
Snelling  says  of  Shaffer’s  excitement.  What 
Snelling  didn't  expect  was  that  Shaffer  would 
come  back  in  September  and  ask  her  to  oversee 
the  company’s  e-commerce  initiative.  “He  really 
threw  me  for  a  loop.  For  one  thing,  I’d  never 
implemented  a  computer  system,”  Snelling  says. 

No  matter.  Shaffer  says  he  picked  Snelling 


Milacron’s  e-commerce  team  members  fondly  call  Alan 
Shaffer,  a  Milacron  vice  president,  the  “cow  catcher”  for 
his  role  in  clearing  obstacles  in  their  path. 

because  of  her  research  capabilities,  knowledge 
of  tax  law,  fluency  in  German  and  familiarity 
with  working  overseas  —  international  exten¬ 
sion  would  be  an  obvious  outgrowth. 

The  IT  knowledge  would  come  from  Tom 
Williams,  director  of  information  management 
for  WidiaValenite  in  Detroit,  a  Milacron  business 
unit  under  Shaffer.  The  expertise  on  Milacron’s 
product  line  would  come  from  Michelle  Gruda, 


Buy  Stuff  Here 
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■  PRODUCT  CATALOG 

■  MILPRQ  WIZARD  1.0 

Product  Selection  Halp 


□ 
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who  has  worked  for  the 
Valenite  unit  for  19  years,  most 
recently  as  marketing  commu¬ 
nications  manager. 

Neither  Shaffer  nor  anyone 
on  his  handpicked  team  knew 
the  Internet  well. “When  Shaffer 
hit  Amazon. com,  bingo!  He  real¬ 
ized  e-commerce  could  be  the 
perfect  solution,”  Snelling  says. 

“But  we  had  to  go  on  a  voyage 
to  discover  the  Internet.” 

Before  this  voyage  could 
begin  in  earnest,  Snelling  had  to 
determine  just  how  serious 
Shaffer  was  about  using  the 
Internet  as  a  channel  to  reach 
job  shops. The  answer,  in  short, 
was  “very.” 

Shaffer  had  come  to  under¬ 
stand  the  needs  of  small  job 
shops  through  various  research 
efforts.  Not  only  were  shop  man¬ 
agers  looking  for  a  convenient 
way  to  buy  products,  they  also 
needed  a  way  to  keep  up  with 
new  products  and  guidance  on 
how  to  implement  them. 

From  one  survey,  Milacron 
learned  that  86%  of  the  shops 
used  PCs,  and  50%  had  Internet 
access.  Some  38%  of  the  survey 
respondents  said  they  used  the 
Internet  personally,  and  one  out  of  eight  people 
were  already  doing  some  shopping  online. 

Understanding  the  target  customers  made  it 
easy  for  Shaffer  to  articulate  a  business  strategy: 
“To  provide  a  fully  integrated,  high  service-level 
market  channel  for  our  metalworking  products.” 

Shaffer,  who  oversees  the  $750  million  indus¬ 
trial  products  portion  of  Milacron’s  business, 
quickly  got  the  go-ahead  from  top  management, 
support  from  the  board  and  some  working  funds. 

Says  Snelling:  “I  was  given  a  lot  of  capital  and  a 
lot  of  leeway.” Although  she  won’t  reveal  funding 
specifics,  Snelling  says  it  was  a  seven-digit  figure. 

Evaluating  the  offerings 

With  cash  in  hand,  the  e-commerce  team  set 
out  to  learn  about  the  Internet  market.  “Off  the 
top  of  my  head,  I  could  name  Netscape  as  a 
player  but  not  much  beyond  it,”  Snelling  says. 
“We  had  to  start  at  a  rather  elementary  level.” 
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Contains  entries  for  more  than  50,000  products. 

Matches  product  to  application,  solves  process  problems  and  advises  on 
proper  machine  tool  setup. 

Helps  develop  and  estimate  bids  on  metalworking  jobs. 

Free  searchable  classified  directory  for  job  shops  to  post  their  services. 
Free  searchable  service  for  posting  machinery  for  sale. 

Provides  account  information,  online  order  tracking,  feedback  and 
online  help. 

Includes  metalworking  formulas,  reference  tables,  calculators  and  Material 
Safety  Data  Sheets. 


Even  people  in  IT  weren’t  certain  who  was 
who  in  e-commerce, Williams  adds.  “We’d  be 
talking  to  IT  people  and  they’d  say, ‘Gee,  maybe 
you  should  talk  to  so  and  so.  He  might  know.’  ” 

All  told,  Snelling  and  Williams  say  they  inves¬ 
tigated  about  20  companies.  What  they  found 
were  basically  three  classes  of  e-commerce 
players,  and  they  needed  to  focus  on  con¬ 
tenders  in  the  Class  A  category. 

Vendors  in  this  top  tier  sold  e-commerce  pack¬ 
ages  for  business-to-business  transactions.  Class  C 
vendors  were  more  or  less  bit  players  —  “provid¬ 
ers  of  software  someone  would  use  to  sell  wine 
out  of  his  basement”  —  as  Snelling  puts  it.  Class  B 
vendors  fell  in  the  middle,  offering  software  best 
suited  for  business-to-consumer  transactions. 

After  narrowing  the  field,  Snelling  and 
Williams  realized  they  would  need  outside  help 
to  do  more  in-depth  evaluations  of  the  five  top 
vendors  and  their  respective  offerings.  So  they 
pulled  in  GlobalLink  New  Media,  an  Internet 
firm  in  Bloomfield,  Mich. 

With  GlobalLink’s  help,  the  e-commerce  team 
examined  offerings  from  BroadVision,  iCat,  Inter- 
World,  Netscape  and  Open  Market. 

Team  members  based  their  evaluations  on 
five  criteria:  product  architecture;  storefront 
interface;  cost;  the  company’s  strength;  and  a 
catchall  “other”  category. 

“We  didn’t  go  into  our  evaluations  with  any 
have-to-have  requirements,  but  we  certainly  had 
preferences  because  of  existing  skills.  And  I 
knew  what  I  was  looking  for  process-wise  and 
integration-wise,”  Williams  says. 

The  software  did,  however,  have  to  be  flexible 
enough  to  support  the  order  processing  and 
shipping  systems  in  Williams’ WidiaValenite  unit, 
as  well  as  similar  systems  in  the  other  two  units 
in  Shaffer’s  industrial  products  group. 

While  Williams  explored  the  technology, 
Snelling  considered  business  issues.  She  studied 
the  candidates’  financial  stability,  size  and  inter- 

Continued  on  page  58 
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Continued  from  page  56 
national  presence,  and  checked  reference 
accounts  Both  concluded  that  Open  Market  of 
Burlington.  Mass.,  was  the  best  fit  for  Milacron. 

Open  Market’s  e-commerce  lineup  comprises 
Transact  and  LiveCommerce. Transact  handles 
order  management,  security  and  customer 
authentication,  while  also  calculating  tax  and 
shipping  charges  and  providing  other  business 
functions.  LiveCommerce  is  catalog  software. 

The  basic  Transact  and  LiveCommerce  pack¬ 
ages  start  at  $65,000  and  $45,000,  respectively, 
but  Snelling  notes  that  for  every  dollar  Milacron 
spent  on  the  e-commerce  package,  it  paid 
another  dollar  for  customization  and  consult¬ 
ing.  All  told,  it  took  the  team  10  months  to  get 
milpro.com  ready  for  the  Jan.  4  launch. 

Williams  says  of  the  project:  Any  e-commerce 
package,  particularly  one  used  in  business-to- 
business  transactions,  requires  a  lot  of  extra 
effort.  “The  intricacies  of  buying,  ordering,  ship- 

“This  is  not  an  IT  project.This  is  a  market 
channel.  Of  course,  IT  is  heavily  involved,  but 
this  is  totally  customer  focused.” 

Tom  Williams,  director  of  information  management  for  Milacron’s  WidiaValenite  unit 


Services  Group  Web  hosting  center 
in  Hopkinton,  Mass,  (see  graphic, 
page  56). The  e-commerce  team 
partnered  with  EMC  shortly  after 
choosing  the  Open  Market  soft¬ 
ware,  which  EMC  knows  well. 

“We  wanted  24-7  service  and  very 
high  availability,  reliability  and  scala¬ 
bility, ’’Williams  says,  adding  that 
Milacron’s  single  Internet  connec¬ 
tion  and  meager  support  capabilities 
would  not  be  adequate. “We  quickly 
came  to  the  hosting  decision.” 

Despite  all  of  that,  the  e-com¬ 
merce  team  emphasizes  that  milpro. 
com  is  not  about  creating  an  infor¬ 
mation  system. 

“This  is  not  an  IT  project.This  is 
a  market  channel,” Williams  says. “Of 
course,  IT  is  heavily  involved,  but 
this  is  totally  customer  focused.” 
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ping  and  invoicing,  of  working  with  pricing, 
quantities,  special  shipment  handling,  back 
orders,  acknowledgments,  cancellations  —  this 
is  not  a  simple  process.  Business  systems  and 
enterprise  resource  planning  systems  have  been 
at  it  for  years  and  years  and  have  the  processes 
down  pretty  well.  You  don’t  see  that  level  of 
sophistication  in  e-commerce  systems.” 

To  help  with  the  customization,  the  e-com¬ 
merce  team  extended  its  relationship  with 
GlobalLink,  which  developed  the  milpro.com 
front  end  and  what  became  known  as  the 
Milpro  Wizard,  a  sophisticated  interactive  appli¬ 
cation  that  site  visitors  can  use  to  determine 
which  Milacron  product  best  fits  their  needs. 
The  Wizard  became  a  major  initiative  that 
included  input  from  120  people,  says  Gruda, 
who  is  now  marketing  manager  for  e-commerce. 

“We  asked  ourselves, ‘If  we’re  going  after  the 
small  customer,  what  kind  of  value  can  we  add?’ 
With  the  Wizard,  we  can  give  everyone  individ¬ 
ual  service. We  can  bring  the  small  shop  up  to 
the  level  of  the  large  shop  so  it  can  compete 
against  that  large  shop,”  Gruda  says. 

Milacron  runs  the  Wizard  application,  which 
stores  detailed  information  on  some  50,000 
products,  on  a  dedicated  Windows  NT  server. 
“We  wanted  it  to  fly, ’’Williams  says. 

That  server  and  the  three  others  Milacron 
uses  for  milpro.com  reside  at  an  EMC  Internet 


As  the  saying  goes,  money  speaks 
louder  than  words.  And  in  Mila¬ 
cron’s  case,  the  dollars  are  saying 
plenty  about  that  focus. 

With  milpro. corn’s  launch,  the 
company  kicked  off  an  incentive 
program  aimed  at  getting  machine 
shops  to  order  online.  Anyone  with 
Internet  access  can  go  to  milpro. 
com  and  work  through  the  Wizard 
or  check  out  any  of  the  200,000 
pages  on  the  site  Browsers  only 
have  to  register  if  they  decide  to 
become  shoppers. 

Milacron  is  sending  each  person 
who  registers  for  the  site  four  $  1 5  “e-coupons” 

—  one  coupon  for  each  product  category  repre¬ 
sented  on  milpro. com.  A  customer  has  to  order 
more  than  $45  worth  of  merchandise  to  use  an 
e-coupon,  Snelling  says. The  Milacron  products 
online  cost  anywhere  from  $5  to  $1,000. 

If  each  of  the  117,439  machine  shops 
Milacron  is  targeting  takes  advantage  of  the 
coupon  offer,  the  incentive  program  will  cost 
the  company  slightly  more  than  $7  million.  Of 
course,  each  shop  would  need  to  order  at  least 
$180  worth  of  merchandise  to  meet  the  $45 
per-coupon  requirement,  so  the  company  stands 
to  sell  $21  million  worth  of  cutting  tools,  grind¬ 
ing  wheels  and  metalworking  fluids.  Minus  the 


O  The  customer  accesses  the  Internet,  goes  to  www.milpro.com,  chooses 
products  and  submits  an  order.  Milacron  uses  Open  Market's  LiveCommerce 
catalog  software  and  Transact  application  server  for  processing. 

□  Via  a  secure  link  established  by  Transact,  the  customer's  credit  card 
information  goes  to  the  Paymentech  authorization  and  verification  service. 


WHAT  MAKES  MILACRON  AN  E-COMM 
INNOVATOR? 

•  Use  an  e-commerce  site  as  a  channel  for  reaching  a  new 
customer  base. 

•  First  metalworking  company  to  sell  and  provide  service  to  small 
machine  shops  via  the  Internet. 

•  Combined  e-commerce  initiative  with  nationwide  rollout  of  tool 
trucks  that  go  shop  to  shop. 

•  Empowered  e-commerce  team  to  make  decisions  without 
executive  oversight. 

•  Designated  seven-figure  budget  for  the  e-commerce  project  and 
readily  grew  budget  as  needed. 

•  Offer  e-coupons  as  a  customer  incentive  for  buying  online. 

•  Pay  commissions  to  sales  force  for  orders  placed  over  the  Web. 


□  Once  it  receives  verification  from  Paymentech, Transact  sends  the  order 
to  the  appropriate  business  unit’s  order  management  system. 

Q  A  customer  service  representative  checks  the  order.  After  approving  the 
order,  the  representative  forwards  it  to  the  distribution  system. 

□  The  distributor  picks  the  product  out  of  inventory  and  ships  it  to  the 
customer,  then  sends  the  shipping  status  information  back  to  the  Transact 
server. 

□  Order  fulfillment  information  goes  to  Paymentech  for  credit  card  settlement. 


$7  million  in  coupons,  the  tally  would  come  to  a 
respectable  $14  million. 

Coupon  redemption  has  been  steady,  but  not 
overwhelming,  Snelling  says,  noting  that  she  can’t 
release  specific  figures  related  to  the  coupon  pro¬ 
gram  or  online  sales.  “We  were  worried  we’d  be 
flooded,  but  it’s  been  controllable,”  she  says. 

The  company  is  also  running  contests  to  entice 
its  sales  force  to  visit  job  shops  and  promote 
milpro.com’s  use.  Milacron  has  even  struck  a 
deal  with  America  Online  through  which 
Milacron  salespeople  are  handing  out  AOL  start¬ 
up  CDs  to  machine  shops  that  don’t  have 
Internet  access. 

The  first  80  or  so  salespeople  that  send  in  200 
contact  cards  get  a  gift  valued  at  $2,000.At  year- 
end,  the  person  who  has  the  most  registered 
customers  in  his  or  her  cyberterritory  gets  a 
$10,000  bonus.To  top  it  off,  the  salespeople 
don’t  have  to  worry  about  channel  conflict. 
They  get  commissions  from  all  sales,  including 
those  through  milpro.com. 

“We’re  spending  an  equal  amount  on  market¬ 
ing  milpro.com  as  we  are  developing  the  site,” 
Shaffer  says. 

But  even  if  sales  don’t  come  through  the  site, 
Milacron  still  gains  by  providing  invaluable 
online  services.  “MUpro.com  wUl  enhance  every 
aspect  of  our  business,  whether  the  economy 
goes  up  or  down,”  Shaffer  adds. 

And  SneUing  says, “E-commerce  touches  every 
part  of  the  company.  It  has  forced  us  to  take  a 
good  hard  look  at  everything  we  do  and  ask 
how  and  why.”  Q 
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Introducing  CallPilot  -  the  latest  in  unified  messaging  technology  from  Nortel  Networks' 

Call  Pilot  lets  you  manage  e-mail,  voice  mail  and  fax  messages  with  the  mere  click  of  your  mouse, 
all  from  within  your  familiar  e-mail  interface*  You  can  even  use  our  revolutionary  speech 
recognition  feature  to  manage  your  messages  using  simple  voice  commands.  All  this  is  made 
possible  with  a  Unified  Network  from  Nortel  Networks,  which  enables  you  to  integrate  voice, 
video  and  data  and  create  a  communications  solution  that  will  serve  your  needs  well  into  the 
future.  For  more  information,  call  1-800-4  NORTEL,  or  visit  us  at  www.nortelnetworks.com/16DY 
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Introducing  the  worry-free  Netfinity  5000  server  from  IBM.  It’s  fast.  It's  reliable.  It  keeps  your  business  running  smoothly  24  hours  a  day. 
So  now  you  can  catch  some  shut-eye  without  shutting  down  your  business.  It’s  hot-pluggable  (add  disk  drives  without  turning  it  off),  scalable 
(add  storage  and  processors  as  you  grow)  and  lets  you  manage  your  network  remotely.  It  also  runs  Windows  NT®  and  includes  light-path 
diagnostics  for  more  accurate  problem  detection,  as  well  as  access  to  Web  Server  Accelerator  software,  giving  customers  quicker 
access  to  your  Web  site.  Take  the  worry  out  of  running  your  e-business.  Visit  www.ibm.com/netfinity  or  call  1  800  IBM  7255,  ext.  5017. 


THE  IBM  NETFINITY  5000  SERVER 


YOU  NEED  SLEEP. 

YOUR  BUSINESS  DOESN’T. 


pentium®!! 


"Estimated  reseller  price  to  end  users  lor  Nettinily  5000  model  865912V  includes  IBM  4  5GB  Hard  Disk  Drive.  Certain  features  described  above  are  available  lor  an  additional  charge.  Actual  reseller  prices  may  vary.  MHz  denotes  microprocessor  internal  clock  speed  only;  other  factors  may  also  affect  application  performance 
IBM  product  names  are  trademarks  ot  International  Business  Machines  Corporation.  Microsoft,  Windows  and  Windows  NT  are  registered  trademarks  of  Microsott  Corporation.  The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  ol  Intel  Corporation.  ©1998  IBM  Corp.  All  rights  reserved. 
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-bye 
call  center? 


NOT  BY  A  LONG  SHOT.  E-COMMERCE’S  ARRIVAL 
fa  SIGNALS  CHANGES  FOR,  BUT  NOTTHE  DEMISE  OF, 

' T  E  R  N  E  BIG  “800"  NUMBER  CUSTOMER  SERVICE  OPERATIONS. 


ARE  YOU  RUNNING  a  big  “800”  number  call  center  and  worrying 
about  losing  your  job  to  the  corporate  Web  site?  Fear  not. 


Although  it’s  true  that  calls  to  1-800-GO-FEDEX 
have  decreased  (by  how  much  the  package  deliv¬ 
ery  giant  won’t  say),  Federal  Express  still  has 
operators  standing  by.  Why?  Because  most  people 
just  don’t  include  the  World  Wide  Web  as  part  of 
their  daily  routines. The  inclination  is  to  reach  for 
the  phone,  not  fire  up  the  browser. 

But  what  happens  to  the  call  center  when 
everybody  is  on  the  Web  —  all  the  time? 

Even  if  everyone  is  on  the  Web  all  the  time,  a 
call  center  is  still  a  must.  Just  ask  Cisco.  All  Cisco 
customers  are  online  by  definition.  They  click  to 
configure,  click  to  order  and  click  to  troubleshoot. 
So  why  on  earth  would  Cisco  need  a  call  center? 

Despite  the  online  conveniences,  Cisco  cus¬ 
tomers  sometimes  pick  up  their  phones.  For 
example,  they  call  when  their  needs  are  so 
urgent  or  the  problems  so  severe  that  they  have 
to  get  an  answer  almost  immediately. 

Callers  also  may  be  looking  for  answers  to 
unusual  questions:  “I  spilled  coffee  into  an 
unplugged  router,  so  I  soaked  the  router  in  dis¬ 
tilled  water  and  dried  it  in  the  oven  overnight. 
When  I  turned  it  on,  there  was  a  little  smoke,  and 
I  can’t  seem  to  update  the  routing  table.  Will  the 
repair  be  covered  under  my  warranty?” 

Or,  customers  call  because  they’re  looking  for 
information  that’s  beyond  the  scope  of  the  Web 
site.  “Our  customers  are  better  informed  and  are 
asking  a  higher  tier  of  question  when  they  call 
in,”  says  Peter  Corless,  a  content  manager  at  Cisco 
in  San  Jose. 

That  translates  into  change  for  call  center 
operators. “The  Cisco  channel  and  support  repre¬ 
sentatives  have  to  step  back  from  controlling  — 
or  bottlenecking  —  customer  transactions.  They 
must  become  facilitators,”  Corless  says. 

What’s  more,  the  call  center  staff  has  to  pro¬ 
vide  emergency  backup. “Hundreds  of  thousands 
of  users  per  month  have  come  to  rely  on  the 
online  help  service.  If  service  is  interrupted,  sup¬ 


port  personnel  need  to  be  able  to  step  in  and 
assist  the  customers  using  traditional  methods 
and  traditional  media,”  Corless  explains. 

Granted,  the  ability  to  automate  customer  ser¬ 
vice  and  support  from  a  Web  site  is  improving 
daily  —  frequently  asked  questions,  knowledge 
bases,  configuration  agents  —  you  name  it.  The 
amount  of  technology  you  can  throw  at  a  prob¬ 
lem  knows  no  bounds  and,  in  many  cases,  can  sig¬ 
nificantly  diminish  the  time  it  takes  to  help  a  cus¬ 
tomer.  You’ve  got  a  choice  of  e-mail  tools,  such  as 
Mustang  Software’s  Internet  Message  Center  and 
Aptex  Software’s  Select  Response;Web  site  visitor 
tracking  tools,  such  as  BroadVision’s  One-To-One 
and  Inference  Corp.’s  CBR  Content  Navigator;  call 
center  tools,  such  as  Siebel  Systems’  Support- 
Team;  and  enterprise  marketing  automation  tools, 
such  as  Rubric’s  EMA2. 

Give  visitors  an  e-mail 
address  to  which  they 
can  send  questions.  Give 
them  a  phone  number 

they  can  call  when  the 
issue  is  more  urgent. 

The  trick  is  providing  the  right  combination  of 
technology  and  human  contact.  People  have  a 
limited  amount  of  patience  when  dealing  with 
technology.  You  need  to  offer  a  connection  for 
those  who  hit  their  frustration  thresholds. 

Give  visitors  an  e-mail  address  to  which  they 
can  send  questions.  Give  them  a  phone  number 
they  can  call  when  the  issue  is  more  urgent.  And 
make  certain  that  somebody  who  knows  the  con¬ 
tent  on  that  particular  page  answers  the  phone. 

Providing  different  numbers  for  different  topics 
on  a  Web  site  is  not  difficult  —  it’s  just  not  com¬ 
mon.  Geico  Direct  Insurance  is  a  good  example  of 
a  company  that  has  figured  out  the  numbers 


game.  It  sports  a  long  list  of  subjects  and  associat¬ 
ed  phone  numbers  at  www.geico.com/contactus. 
Auto  policy  holders  call  one  number  and  home- 
owners  a  second,  for  example. 

Some  people  prefer  communicating  through 
the  keyboard,  especially  if  they  can  get  a  written 
record  of  the  conversation.  For  such  customers, 
Live  Response  offers  chat  software  and  a  live 
chat  service.  At  the  end  of  an  exchange,  it  dis¬ 
plays  a  transcript  page  for  safekeeping. 

One  Live  Response  customer  is  Advantage 
Merchant  Services.  At  www.creditcardprocessor. 
com,  it  displays  the  message  “Chat  Live  NOW 
with  one  of  our  Online  Representatives  24  hours 
a  day! ’’The  company  deals  with  Webmasters  who 
want  to  accept  credit  card  payments  and  need  to 
learn  more  about  the  process. 

In  the  “cool”  category,  AT&T  and  Sprint  offer 
Call-Me  buttons.  A  customer  enters  a  phone  num¬ 
ber,  clicks  and  Inis  phone  rings.  When  the  customer 
answers,  a  service  representative  is  on  the  line.  In 
the  future,  the  Call-Me  feature  will  be  a  courtesy. 

Answering  the  phone  with  a  pleasant,  “How 
can  I  help  you  at  our  Web  site?"  is  a  nice  feature. 
It  gives  a  representative  the  chance  to  walk  the 
customers  through  the  site  and  show  them 
where  answers  can  be  found. 

HipBONE  Software  offers  interactive  Web 
communication  software,  called  Co-navigator, 
that  lets  two  or  more  people  share  the  cursor. To 
become  co-navigators,  partners  take  a  quick  trip 
over  to  www.hipbone.com  to  become  Siamese 
twins.They  then  can  move  the  cursor,  click  or  fill 
out  forms.  In  doing  so,  the  process  becomes, 
“Here,  let  me  show  you”  or  “Flere,  let  me  fill  that 
out  for  you.  Did  I  spell  your  name  correctly?” 

In  the  long  run,  a  reassuring  voice  on  the  other 
end  of  the  phone  is  the  only  thing  that  can  truly 
soothe  frayed  nerves  and  knit  up  the  unraveling 
sleeve  of  a  customer  relationship.  Nobody  finds 
solace  in  a  Web  page  that  says, “Gosh,  we’re  sorry. 

Sterne  is  principal  of  Target  Marketing,  an 
Internet  marketing  and  customer  service  con¬ 
sulting  firm  in  Santa  Barbara,  Calif  He  can  be 
reached  at  jsteme@targeting.com. 
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SERGIO  BARADAT 


UUNET®  is  pleased  to  introduce  the  industry's  first  100%  Internet  service  availability  guarantee ,  part  of  our  comprehensive  Service  Level 

Agreement  It  means  guaranteed  access  on  US  leased-line  and  frame  relay  connections,*  along  with  guaranteed  latency  rates  and  guaranteed 

24-7  monitoring  of  your  connections  by  our  Network  Operations  professionals.  In  fact,  we  even 

.■■■  4V;  / 

guarantee  that  we'll  promptly  and  proactively  notify  you  of  any  problems  and  get  your  new  connection  *  / 

installed  whenwesaywewill.Socalll  800  874  5l56orvisitinfo.uu.net/three.Anddiscoverone  j'fj  1  jT  T ]\J  T—  ^ T 

guarantee  you  can  actually  enjoy.  UUNET,  an  MCI  WorldCom r  Company.  Uniting  the  world  of  business.  j[  *  ^  ^ 
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Microsoft’s  major 
e-commerce  customers: 


Customer 

Application 

Sainsburv’s 
(a  U.K.  retailer) 

Supply  chain  management 

Merisel 

Reseller  supply  chain 
management 

Office  Depot 

Sell-side  customer  system 

Los  Angeles 

Corporate  purchasing 

Dell 

Consumer  purchasing 
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Barnes  &  Noble  consumer  purchasing 


have  bought  into  Microsoft’s  e-commerce  line 
aren’t  100%  committed  to  it. They’re  using  the 
products  successfully,  but  aren’t  completely 
happy  with  them  or  convinced  that  the  strategy 
backing  up  those  wares  is  sound. 

Cendant  Corp.,  for  example,  uses  Site  Server  to 
power  its  online  sales  operations. The  massive 
consumer  and  business  services  company  owns  a 
range  of  world-famous  brands,  including  Avis, 

Days  Inn,  Howard  Johnson  and  Ramada.  Cendant 
chose  Site  Server  not  for  any  technological  rea¬ 
son,  but  because  it  cost  less  to  support  than  the 
e-commerce  software  the  company  originally 
used.Cendant  switched  from  Open  Market’s 
LiveCommerce  software,  running  on  Sun’s  Solaris 
Unix  operating  system,  to  Site  Server  running  on 
Windows  NT,  says  Scott  Chin,  who,  as  intranet 
project  manager,  has  been  involved  in  formulat¬ 
ing  Cendant’s  e-commerce  strategy.  “It’s  so  much 
easier  to  get  IS  staff  with  NT  and  IIS  experience 
compared  to  Sun  Solaris  with  Open  Market.” 

Sighted  on  Site  Server 

Site  Server  Commerce  Edition  builds  on  the 
basic  Site  Server,  which  is  IIS  with  Web  site 
development,  support  and  analysis  tools. The 
commerce  edition  includes  a  Site  Builder  Wizard 
and  five  sample  sites. 

A  quick  look  at  the  samples  could  lead  you  to 
perceive  Site  Server  Commerce  Edition  as  pure¬ 
ly  a  business-to-consumer  product.  But  that 
assumption  misses  the  product’s  architectural 
breadth,  including  business-to-business  features 
such  as  data  interchange  services. 

The  Site  Builder  Wizard  is  a  step-by-step 
process  for  building  the  underlying  database 
schema  of  a  commercial  Web  site,  as  well  as  the 
framework  for  presenting  information  and  prod- 
ucts.The  samples  provide  reasonably  good 
examples  of  how  sites  can  operate.  Of  the  five 
samples,  the  Microsoft  Market  site  is  the  most 
relevant  for  business-to-business  purposes.  It’s 
actually  a  copy  of  Microsoft’s  own  corporate 
purchasing  site,  which  handles  more  than  5,000 
orders  per  week  (see  sidebar,  this  page). 

Microsoft  provides  plenty  of  server-side  func¬ 
tionality  in  Site  Server  by  bundling  it  with 
Windows  NT  4.0  Option  Pack  and  SQL  Server 
6.5  Service  Pack  3-The  packs  provide  the  latest 
version  of  the  core  Web  server,  IIS  4,  the 
Microsoft  Transaction  Server  (MTS)  and  the 
Microsoft  Message  Queue  service  (MSMQ).  MTS 
ensures  transactional  integrity,  while  MSMQ  pro¬ 
vides  the  mechanisms  for  managing  the  transfer 
of  data  between  internal  processes  and  between 
internal  and  external  processes. 

Site  Server  includes  the  following  components: 

•  Dynamic  Merchandising,  which  provides 
management  of  product  and  price  promotions. 


•  Intelligent  CrossSell,  an  affinity  prediction 
subsystem  that  uses  trends  of  previous  shoppers 
to  make  recommendations. 

•  Personalization  Server,  for  user  profiling. 

•  Membership  Server,  for  managing  user 
accounts. 

•  Direct  Mailer,  which  handles  personalized 
mail-outs. 

•  Ad  Server,  for  managing  and  monitoring  the 
deployment  of  and  response  to  banner  ads. 

•  Dynamic  Catalog  Generation,  for  creating 
customized  catalog  content  in  sync  with  data 
from  the  personalization  and  membership  ser¬ 
vices. 

•  Commerce  Order  Manager,  for  tracking  and 
managing  customer  orders. 

•  Commerce  Host  Administrator,  which  pro¬ 
vides  centralized  administration  of  multiple  vir¬ 
tual  hosts. 

In  addition,  Site  Server  offers  server  analysis, 
support  for  real-time  credit  authorization  with 
secure  transaction  protocols  such  as  Secure 
Sockets  Layer  and  Secure  Electronic  Transaction, 
and  other  financial  transaction  mechanisms, 
including  Microsoft  Wallet. 

Perusing  the  pipelines 

Among  the  most  powerful  Site  Server  subsys¬ 
tems  are  two  application-to-application  data 
interchange  “pipelines.” 

The  Order  Processing  Pipeline  (OPP)  uses 
business  rules  to  run  sequential  functions  for 
checking  inventory,  calculating  sales  taxes  and 
shipping  and  handling  charges,  and  authorizing 
payments.  It  integrates  with  existing  back-end 
systems,  such  as  BackOffice,  and  can  be  extend¬ 
ed  with  products  from  ISVs.  Microsoft  includes 
more  than  100  Component  Object  Model 
objects  to  extend  functionality  of  the  pipelines. 

For  example, Taxware’s  Internet  Tax  System  is 
an  OPP  object.  It  includes  merchant  profile  cre¬ 
ation,  customer  address  verification,  exemption 
processing,  product  taxability,  jurisdiction  logic, 
tax  calculation,  transaction  tracking,  and  interna¬ 
tional  taxation  and  reporting. 


The  Commerce  Interchange  Pipeline  provides 
application-to-application  information  exchange 
using  the  Internet  or  existing  electronic  data 
interchange  links,  making  it  a  foundation  for 
business-to-business  data  transfer  services.The 
data  could  be  Extensible  Markup  Language  or  an 
EDI  protocol,  and  can  travel  over  any  transport, 
such  as  HTTP  the  Simple  Mail  Transfer  Protocol 
or  DCOM. 

The  pipeline’s  strength  lies  in  ease  of  program¬ 
ming.  It’s  fairly  simple  to  modify  the  pipeline  as 
new  business  rules  and  interbusiness  relation¬ 
ships  emerge  with  companies  using  Site  Server. 

Lastly,  Site  Server  Commerce  Edition  includes 
the  Commerce  Server  Software  Developer’s  Kit, 
a  set  of  APIs  that  provides  access  to  the  order 
processing  and  commerce  interchange  pipe¬ 
lines.  Visual  Basic  for  Applications  scripting  is 
the  default  programming  language,  but  you  can 
use  any  other  language  you  please. 

Some  users,  in  fact,  say  the  Microsoft  e-com- 
merce  server  requires  too  much  customization. 

“We  were  looking  for  a  full  off-the-shelf  pack¬ 
age.  From  what  I  could  tell,  Microsoft  was  offer¬ 
ing  more  of  a  tool  kit  that  would  require  us  to  do 
a  lot  of  building,”  says  Tom  Williams,  director  of 
information  management  at  WidiaValenite,  an 
industrial  products  unit  of  Milacron,  a  world 
leader  in  technology,  systems  and  tooling  for  pro¬ 
cessing  plastic  and  metal  (see  story,  page  55). 

Microsoft’s  e-commerce  server  didn’t  make  it 
into  Milacron ’s  final  round  of  evaluations  back  in 
early  1998.“I  wasn’t  as  comfortable  with  Micro¬ 
soft  on  an  enterprise,  bet-your-business  level  as  I 
was  with  other  companies, ’’Williams  says. 

Other  users  don’t  mind  the  fact  that  Site  Server 
is  more  of  a  tool  kit  than  a  full  package.  However, 
they  point  out  that  customization  can  get  expen¬ 
sive.  As  an  early  adopter  of  Site  Server,  National 
Semiconductor  has  had  to  finagle  the  product 
quite  a  bit,  says  Phil  Gibson,  director  of  interactive 
marketing  for  National  in  Santa  Clara,  Calif.: “I’ve 
found  it  to  be  an  unbelievable  money  sinkhole.” 

For  example,  the  first  releases  of  Site  Server 
had  backward-compatibility  problems:  “We 


Site  Server  Cominerce  feditioiu' 

MS  Market,  which  allows  Microsoft  employ¬ 
ees  to  place  orders  and  lets  vendors  submit 
invoices,  is  handling  more  than  350,000  pur¬ 
chase  orders,  valued  at  $3-5  billion,  per  year. 
The  program  runs  on  one  database  server  and 
one  Web  server  and  requires  only  two  applica¬ 
tion  support  engineers  to  maintain.  It  is  avail¬ 
able  in  more  than  40  countries. 

Developers  fed  their  experiences  building 
MS  Market  to  Site  Server  developers. 

“We  partnered  with  the  Site  Server  team  to 
ensure  that  it  learned  from  our  experiences 
developing  our  own  business  solutions,”  says 
Clayton  Fleming,  formerly  Microsoft’s  director 
of  corporate  services  and  now  a  program  man¬ 
ager  for  Transpoint,  a  Microsoft-First  Data 
Corp.  venture  for  online  billing  and  payment 
services. 

With  MS  Market,  Fleming  estimates  that  the 
direct  cost  of  each  purchase  order  it  sends  a 


for  MS  Market  are  a  fraction  c 
when  Microsoft  was  delivering  pi 
orders  to  vendors  via  e-mail,  electronic  data 
interchange  or  flat  files. 

Via  MSN.com,  Microsoft  not  only  can  act  as 
a  test  bed  for  Site  Server  development,  but  it 
can  also  provide  services  for  e-commerce 
implementers.  For  example,  Microsoft’s 
Expedia  travel  service  is  also  offered  as  an 
American  Express  corporate  travel  product. 

“It  is  presented  to  corporate  clients  as  an 
American  Express  URL,  but  it  is  really  our  ser¬ 
vice,”  says  Josh  Herst,  group  product 
manager  for  MSN  marketing.  A 

He  notes  that  MSN.com,  the 
third-largest  Internet  portal, 
facilitates  more  than  $6 
billion  in  annual  sales. 

—  Mark  Gibbs 
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found  ourselves  rewriting  for  ever}' 
release,”  Gibson  says.  But  the  product 
is  much  more  stable  and  feature-rich 
today,  and  National  is  happy  with  it. 

That  said,  Gibson  has  no  plans  for 
making  Site  Server  his  only  e-com¬ 
merce  server.  National  uses  Windows 
NT  for  application  services  and  Unix 
for  publication  services. 

The  fact  that  Site  Server  only  runs 
on  NT,  an  operating  system  not  exactly 
famed  for  its  reliability,  is  a  competitive 
burden.  Most  major  commerce  servers 
run  on  NT  4.0  as  well  as  on  one  or 
more  Unix  variants. 

For  example,  IBM’s  Net. Commerce, 
iCat’s  Electronic  Commerce  Suite  3  0 
Professional  Edition  and  Intershop 
Communications’  Intershop  3  Mer¬ 
chant  Edition  each  run  on  HP-UX  and 
Solaris.The  iCat  and  Intershop  soft¬ 
ware  also  run  on  Irix,  while  Intershop 
and,  understandably,  Net. Commerce, 
run  on  IBM’s  AIX,  too.  Netscape’s  e- 
commerce  products  currently  only  run 
on  Solaris,  but  the  company  plans  to 
broaden  its  operating  system  choices 
this  year. 

Operating  system  support  aside, 
there’s  little  in  the  way  of  major  func¬ 
tional  differences  among  the  primary 
e-commerce  packages.  For  example, 
the  IBM,  iCat,  Intershop  and  Microsoft 
servers  all  offer  wizards,  storefront 
templates,  shopping  baskets  and 

By  building  e-com¬ 
merce  integration 
up  and  down  the 
suppjy  and  sales 
chains  using  its 
own  technologies, 
Microsoft  can  grow 
its  market  and  lock 
partners  into  its 
vision. 

WYSIWYG  HTML  editors.  In  addition, 
they  support  the  calculation  of  ship¬ 
ping  charges  and  taxes;  browser  plug¬ 
ins,  ActiveX  and  Java;  and  commerce, 
encryption  and  management  services. 

Microsoft’s  pricing  is  pretty  much  in 
the  middle  of  the  pack,  with  Site  Server 
costing  about  $6,500.  IBM  and  Inter¬ 
shop  charge  approximately  $5,000,  and 
iCat  about  $10, 000. With  Site  Server,  of 
course,  you  also  need  to  add  SQL 
Server  at  a  cost  of  $1,399  for  five  users. 
IBM,  iCat  and  Intershop  bundle  data¬ 
base  support  with  their  products. 

Netscape  now  addresses  the  e-com- 
merce  market  without  offering  a  spe¬ 
cific  commerce  server,  which  it  once 
did. The  company  offers  a  selection  of 
third-party  e-commerce  applications, 
marketed  under  the  CommerceXpert 
brand,  for  its  Application  Server. 

Netscape’s  e-commerce  family  com¬ 
prises  six  products:  ECXpert,  for  com¬ 
merce  information  exchange;  Seller- 
Xpert,  for  business-to-business  selling; 
BuyerXpert,  for  business-to-business 
buying;  PublishingXpert,  for  informa¬ 


tion  selling  and  targeting,  advertising 
and  delivery  of  personalized  informa¬ 
tion;  BillerXpert,  for  bill  presentment 
and  payment;  and  MerchantXpert,  for 
business-to-consumer  services. 

That  Netscape’s  products  target  a 
different  market  is  obvious  from  their 
functional  scales,  as  well  as  the  associ¬ 
ated  price  tags.  Netscape’s  foundation 
for  e-commerce  is  Enterprise  Server, 
which  is  bundled  with  ECXpert.  All  of 


the  other  modules  use  ECXpert  as  a 
framework.  It  costs  $75,000  for  a  two- 
processor  server.  The  components 
have  equally  impressive  price  tags, 
with  the  high  end  at  $250,000  for 
BuyerXpert. 

Open  Market  also  falls  into  the 
upper  pricing  tier,  with  its  Transact 
e-commerce  server  starting  at  $65,000. 

Clearly,  Site  Server  is  not  as  high-end 
as  products  from  competitors  such  as 


Netscape  and  Open  Market.  But  that’s 
intentional,  Microsoft  says  in  a  docu¬ 
ment  called  “Microsoft’s  Vision  for 
Electronic  Commerce.”  In  the  paper, 
the  company  says  its  value  is  in  pro¬ 
viding  enabling  technologies: “We  fully 
expect  that  the  people  who  are  really 
smart  about . . .  the  business  needs  will 
produce  the  business  objects.” 

In  other  words,  Microsoft  will  rely 
on  ISVs  to  supply  the  expertise  and 
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Racal  Security  &  Payments 


THIS  IS  YOUR  DATA . 

THIS  IS  YOUR  DATA  IN  OUR  NEW 
DATACRYPTOR  2000. 


THE  WORLD'S  MOST  ADVANCED 

TRIPLE-DES  LINK  ENCRYPT0R 


The  DC2K  link  encryptor  is  designed  to 
protect  valuable  data  on  your  network  by 
providing  secure  communications  across  a 
private  or  public  network. 

When  you  compare  the  features  of  the 
DC2K  to  its  competitors  you'll  see  that  no 
other  link  encryptor  offers  you  the  benefits 
of  strong  security,  choice  of  algorithms, 
SNMP  manageability,  and  protection  from 
obsolescence  at  any  price. 

■  Secure  Data  Communications 

■  DES,  3DES,  Skipjack  and 
Other  Algorithms 

■  X.509  Certificate  Based 
Public  Key  Management 

■  Compatible  with  SNMP  Managers 

■  Secure  Remote  Configuration 

■  Electronically  Loadable 
Algorithms,  Including  National 
and  Custom  Algorithms, 

Preventing  Obsolescence 

■  Sealed  Tamper-Evident  Case  with 
Two  Zones  of  Physical  Security 

■  Comprehensive  Diagnostic  Testing 

■  Secure  Link  Element  Manager  for 
Windows  95  and  NT  Using  PPP 

■  Year  2000  Compliant 

■  Designed  to  Comply  with  FIPS  140-1 
Level  3  and  ITSEC  Level  E3 

NOW  take  advantage  of  our 

SPECIAL  OFFER: 

Turn  in  your  existing  encryptor  and 
receive  up  to  Si 000  rebate  toward 
the  purchase  of  a  new  DC2K! 

To  find  out  more  call: 
1-888-744-4976  or  1-954-846-4700 


applications,  says  Stan  Dolberg.  group 
director  of  research  for  Forrester 
Research  in  Cambridge,  Mass." Micro 
soft  has  1 0.000  ISVs.  Its  plan  is  to  put  a 
fairly  basic  product  out  into  that  chan¬ 
nel  and  nurture  those  development 
people  to  the  point  where  they  can 
deliver  the  products.” 

And  it  seems  that  ISVs  are  starting 
to  be  productive.  In  fact,  one  of  the 
top-end  commerce  servers,  Pan- 


desic’s  Web  Business,  is  built  on  top 
of  Site  Server.  Backed  by  Intel  and 
SAP.  Pandesic  has  added  all  of  the 
business  logic  and  services  required 
to  support  business  supply  chain 
operations,  including  shipping,  inven¬ 
tory,  replenishment,  warehouse, 
accounting  and  financial  reporting, 
and  return  processing.  You  get  a  Site 
Server-based  system  that  starts  at 
$25,000  but  typically  costs  more 


than  $100,000. 

What’s  more,  Microsoft  is  encour¬ 
aging  its  big  channel  partners,  such 
as  Merisel,  to  use  Site  Server  for  their 
own  e-commerce  sites.  By  building 
e-commerce  integration  up  and 
down  the  supply  and  sales  chains 
using  its  own  technologies,  Microsoft 
can  grow  its  market  and  lock  part¬ 
ners  into  its  vision.  It’s  a  more  power¬ 
ful  and  enduring  approach  to  e-com- 


One  IP  Address = 252  Network  Connections 
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The  Proxy  Rooter  and  DHCP  Server  provides  roHalde,  low-cost  network  access  for 
252  students,  business  travelers  or  health  care  workers  through  a  single  IP  address. 


Now  you  can  wire  every  classroom,  computer  lab, 
dormitory,  guest  and  hospital  room  with  network 
access — without  securing  a  dedicated  IP  address  for 
each  PC.  Expanding  the  Internet  access  in  your 
building  from  a  limited  number  of  IP  addresses  is  as 
easy  as  adding  a  Ringdale  Proxy  Router  and  DHCP 
server. 

Designed  specifically  for  schools,  colleges,  hotels, 
hospitals  and  other  large  multiroom  facilities,  a 
single  Proxy  Router  and  DHCP  server  supplies 
network  access  to  up  to  252  devices  through  one 
fixed  IP  address.  Whether  you’re  browsing  the 
World  Wide  Web  or  intranet  or  sending  email,  the 
Proxy  Router  and  DHCP  server  provides  full 
dynamic  support  of  HTTP,  FTP,  Proxy  ARP  and 
TCP/IP. 


Total  Network  Security 

While  the  Proxy  Router  lets 
students,  guests,  patients 
and  hospital  staff  reach  your 
network  services  for  access  to 
email  and  the  Intemet/intranet,  the 
DHCP  server  provides  protection  from 
unauthorized  tampering. 


Because  the  DHCP  server  dynamically  assigns  IP, 
gateway  and  DNS  addresses  to  devices  on  your 
LAN,  it  also  automatically  hides  those  same 
addresses  from  the  outside,  creating  a  firewall 
against  intrusion  from  Internet  hackers. 

Easy  Network  Administration 

For  easy,  centralized  administration,  the  Proxy 
Router  and  DHCP  server  comes  with 
Peripheral  Vision®,  Ringdale’s  network 
management  software  for  monitoring  and 
managing  all  of  your  network  devices. 

To  Find  Out  More,  Call  Today! 

The  Proxy  Router  and  DHCP  server  is  the  easiest, 
most  economical  way  to  offer  secure  network 
access  throughout  your  facility.  For  more 
information  and  a  dealer  near  you,  call  Ringdale 
toll  free  today  or  visit  our  Web  site. 

888  288-8088  /  www.iiiqdal8.Gom 
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Cendant’ s  Chin:  Microsoft  Site  Server  Com¬ 
merce  Edition  definitely  can  do  the  job  — 
and  it's  affordable. 


merce  than  the  competition  uses. 

“Microsoft  wanted  to  drive  down 
the  cost  of  operating  its  channels, 
and  its  strategy  was  to  have  Site 
Server  on  both  ends  of  the  network 
—  that  is,  at  Microsoft  and  the 
reseller  —  and  it  has  the  clout  to 
mandate  it,”  Dolberg  says. 

Yet  Microsoft  won’t  be  able  to  dom¬ 
inate  e-commerce  —  as  Dolberg 
points  out,  the  market  is  far  too  seg¬ 
mented.  You’ve  got  purchasing,  work- 
flow,  security,  back-end  connections, 
applications  and  hundreds  of  other 
functions.  “What’s  going  to  be  difficult 
for  Microsoft  is  that  this  is  not  just  an 
infrastructure  play,  it  has  many  dimen¬ 
sions,  and  the  potential  for  Microsoft 
ownership  is  limited  because  it  won’t 
own  all  the  spaces.” 

But  even  as  a  mid-range  player, 
there’s  little  doubt  that  Microsoft 
can  do  a  good  job  in  the  e-commerce 
market.  Site  Server  is  now  a  solid 
product  that  has  a  huge  number  of 
ISVs  committed  to  its  development 
and  distribution. 

More  importantly,  Site  Server 
already  has  proven  that  it  has  enough 
oomph  to  power  big,  transaction- 
heavy  e-commerce  sites,  such  as  Dell 
Online. The  success  of  Dell’s  e-com- 
merce  operation  has  been  stunning; 
the  site  produced  $10  million  in  rev¬ 
enue  per  day  in  the  third  quarter  of 
1998.That  equates  to  a  whole  lot  of 
online  PC  purchases. 

After  launching  the  site  with  a  dif¬ 
ferent  e-commerce  server,  Dell  Online 
converted  to  the  Microsoft  technology 
and  has  stuck  with  it  for  the  past  two 
years.  Dell  Online  is  quite  involved 
with  Microsoft’s  Site  Server  develop¬ 
ment  effort,  having  had  a  lot  of  input 
into  the  product’s  design,  says  Mike 
Dunn,  chief  technology  officer  of  Dell 
Online. 

Dell  Online  plans  to  increase  its 
commitment  to  Microsoft  by  rolling 
out  Active  Directory  and  a  number  of 
other  new  and  upgraded  technologies, 
Dunn  says. 

Can  Microsoft  do  the  job?  “We  sure 
hope  so,”  Dunn  says.  H 
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EXPERTS  OFFERTHEIR  ADVICE  ON 


DEALING  WITH  ONE  FICTIONAL 


COMPANY’S  TOUGH  ELECTRONIC 


COMMERCE  CHALLENGES. 


TAKING  A  PAGE  from  the 
Harvard  Business  Review,  we 
presented  a  sticky  management 
dilemma  to  e-commerce  pros 
from  a  variety  of  backgrounds 
—  legal,  academic  and  consult¬ 
ing.  The  experts  offered  a  range 
of  advice  on  getting  an  e-comm 
effort  into  high  gear  with 
departmental  support.  Put  your¬ 
self  in  the  place  of  the  fictional 
Susan  Sawier  at  Idealwares,  Inc., 
and  see  if  you’re  taking  the  right 
steps  toward  online  success. 


Sawier  is  a  vice  president  of  network  services 
who’s  trying  to  lead  her  company’s  charge  into 
electronic  commerce.  Idealwares  is  a  multibil- 
lion-dollar  maker  of  store  and  restaurant  fix¬ 
tures,  and  it  faces  some  difficult  questions  about 
what  direction  to  take  in  the  sometimes  scary 
new  world  of  e-commerce. 

Sawier  has  been  with  the  company  for  just  six 
months.  The  CEO  hired  her  because  of  her 
Internet  savvy,  and  he’s  hoping  she  can  pull 
together  Idealwares’  strategy  for  taking  its  busi¬ 
ness  online.  His  goal  is  to  increase  profits,  which 
have  been  weakening  steadily  because  of 
increased  competition  from  niche  manufacturers. 

Upon  joining  Idealwares,  Sawier  began  track¬ 
ing  the  Web  activities  of  the  company’s  traditional 
competitors  and  the  new  niche  players.The  good 
news?  None  of  the  firms  are  very  active  on  the 
Internet.  Sawier  is  certain  Idealwares  can  capital¬ 
ize  on  that  if  the  company  moves  quickly  in  estab¬ 
lishing  a  dynamic  Web  site  that  would  serve  as  a 
customer’s  primary  information  source. 

She  envisions  giving  customers  the  ability  to 
build  virtual  restaurants  or  stores  using  products 
from  Idealwares’  online  catalog.  That  would  en¬ 
able  customers  to  visualize  what  the  addition  of  a 
new  product  would  do  for  their  businesses.  Then 
customers  would  be  able  to  place  orders,  check 
the  status  of  those  orders  and  submit  payment. 


TO  DO? 


What’s  more,  Sawier  believes  the  World  Wide 
Web  presents  Idealwares  with  the  opportunity 
to  expand  beyond  its  traditional  customer  base 
of  retailers  and  restaurant  owners.  She  thinks 
Idealwares  could  generate  new  business  by  tar¬ 
geting  homeowners  looking  for  upscale  fixtures. 

Sawier  faces  resistance  from  some  top  man¬ 
agers,  however.  For  example,  the  vice  president  of 
sales  and  marketing  is  concerned  that  the  compa¬ 
ny  wouldn’t  be  able  to  uphold  its  standards  for 
customer  service.  The  chief  financial  officer 
(CFO)  argues  that  the  consumer  market  is  unpre¬ 
dictable  and  too  risky  to  pursue.  The  corporate 
counsel  worries  about  copyright  and  quality 
assurance  issues.  The  chief  information  officer 
(CIO)  applauds  Sawier’s  e-commerce  plan  but  is 
concerned  about  the  strain  it  will  put  on  IT. 

Idealwares’  CEO  wants  Sawier  to  consider 
these  and  other  concerns  and  come  up  with  a 
plan  for  moving  ahead.  Here  are  the  questions 
with  which  she’s  grappling: 


•  How  valid  are  the  executives’  concerns,  and 
how  should  she  address  them? 

•  Is  it  too  ambitious  to  target  existing  and 
new  customers? 

•  Will  the  online  effort  really  increase  rev¬ 
enue  or  just  shift  it  around? 

•  What  resources  (people  and  money)  would 
she  need  to  launch  the  Web  site? 

•  How  does  she  get  the  e-commerce  ball 
rolling? 

Here’s  how  our  experts  would  approach 
Sawier’s  dilemmas. 


Jeff  Nickerson 

Director 

PricewaterhouseCoopers  Internet  Practice 


Don’t  lose  heart 


An  e-commerce  pioneer’s  job  is  to  generate 
business.  If  Sawier  listens  to  all  the  objections 


PricewaterhouseCoopers  Nickerson:  Sawier 
should  seek  to  ally  herself  with  the  CEO,  the 
vice  president  of  sales  and  marketing,  and 
the  CFO. 
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electronic  commerce 


from  those  around  her,  she  may  lose  heart. 
Idealwares  will  stagnate  while  a  competitor 
moves  forward.  Worse,  someone  from  outside 
the  market  may  move  into  the  restaurant  fixture 
space  and  change  the  industry  altogether. 

For  example,  a  consolidator  could  move  in  and 
distribute  a  range  of  products  electronically  to 


mine  who  these  people  are  and  seek  them  out. 

Sawier  and  other  Idealwares  executives  have 
to  decide  whether  to  sell  existing  products  over 
the  Internet  or  create  a  new  Internet-specific 
line.  The  advantage  of  selling  the  old  line  is  that 
the  company  already  knows  how  to  fulfill  orders. 
By  selling  the  old  line,  Sawier  is  making  only  one 


Sawier  should  fight  for  a  budget  immediately. 
She’ll  need  to  build  a  prototype  site  and  coordinate 
development  of  a  marketing  program  to  get  the 
word  out  to  existing  and  prospective  customers. 

Jeff  Nickerson,  director,  PricewaterhouseCoopers  Internet  Practice 


Idealwares’  current  buyers.  The  company  may  be 
funded  by  a  competitor  or  may  have  an  offshore 
partner  that  can  produce  goods  to  specification. 

Sawier’s  first  step  should  be  to  work  through 
some  possible  future  scenarios  with  the  key 
stakeholders:  the  CEO,  the  vice  president  of  sales 
and  marketing,  and  the  CFO.  She  should  avoid 
the  corporate  counsel  until  she  has  a  stronger 
business  plan. 

Sawier  has  to  get  her  company  thinking  about 
future  competition  online,  perhaps  by  running  a 
strategy  session  for  the  Idealwares  executives. 
What  possible  scenarios  could  unfold,  from  the 
probable  to  the  extraordinary?  How  would  Ideal- 
wares  deal  with  them?  During  the  session,  it  will 
probably  become  clear  that  one  or  two  alternate 
strategies  will  prepare  Idealwares  to  handle  most 
possible  future  events. 

With  a  common  understanding  of  the  threats 
and  possibilities  of  the  future,  Idealwares  can 
turn  to  tactics.  It’s  here  that  Sawier  can  expect 
her  colleagues  to  raise  objections.  She  needs  to 
understand  and  overcome  these  objections. 
Often  the  objections  are  emotional,  and  their 
sources  may  not  be  obvious. 

Concerns  from  sales  and  marketing  may  stem 
from  a  fear  that  sales  commissions  will  be  lost 
when  customers  buy  directly  over  the  Internet. 
Once  Sawier  discovers  the  root  of  an  objection, 
she’s  most  of  the  way  to  a  solution.  In  this  case, 
she  could  suggest  to  the  CEO  that  he  change  the 
sales  plan  to  compensate  salespeople  for 
accounts  that  order  over  the  Internet. 

Sawier  should  fight  for  a  budget  immediately. 
She’ll  need  to  build  a  prototype  site  and  coordi¬ 
nate  development  of  a  marketing  program  to  get 
the  word  out  to  existing  and  prospective  cus¬ 
tomers.  Her  first  battle  will  be  to  get  as  much 
money  as  she  can  directly  from  the  CEO  or  the 
board  of  directors,  depending  on  the  size  of  the 
opportunity.  Bigger  investments  make  more 
sense:  Without  marketing  and  technology,  the 
effort  will  flop. 

How  much  money  does  Sawier  need?  She’ll 
have  to  make  an  estimate  by  looking  at  similar 
efforts  in  other  industries.  Millions  would  not 
surprise  me.  Should  she  undertake  this  project 
alone?  Probably  not.  She  needs  to  hire  staff  or 
find  experienced  consultants  who  can  help  with 
the  business  and  technology  issues. 

Should  Sawier  go  directly  to  the  consumer?  It 
may  be  a  moot  point.  She  probably  won’t  be 
able  to  get  a  big  enough  budget  to  establish  a 
brand  identity  with  consumers,  so  she  should 
focus  on  business-to-business  sales.  However, 
Sawier  should  understand  that  it  may  not  be 
existing  business  customers  who  do  the  bulk  of 
the  ordering  online. There  is  a  demographic  pro-  § 
file  of  corporate  buyers  actively  purchasing  over  | 

the  Internet,  and  part  of  Sawier’s  job  is  to  deter-  I 


major  change  to  the  company’s  core  processes. 

However,  if  she  finds  that  channel  conflict 
issues  run  too  deep,  she’ll  run  into  the  least 
resistance  with  a  separate  product  line. 

My  closing  advice  to  Sawier:  Understand  that 
you  are  the  best  hope  for  the  company’s  future. 
Move  quickly  to  establish  a  presence  on  the 
Internet  and  build  the  business.  Be  flexible,  as  you 
may  end  up  selling  to  a  new  kind  of  customer. 

Geoff  Baird 

Principal 

MetamorTechnologies 


A  chance  to  be  a  leader 

Sawier  and  Idealwares  are  facing  challenges 
common  to  companies  entering  the  e-commerce 
arena.  The  implementation  of  an  enterprise 
Internet  system  affects  every  facet  of  the  business 
and  must  be  a  carefully  considered  undertaking. 

Sawier  wisely  recognizes  the  opportunity  to 
advance  Idealwares  to  the  forefront  of  its  indus- 


Metamor  Technologies'  Baird:  "M  ring 
toward  true  electronic  business 
requires  a  real  commitment  to  change," 


try.  Few  businesses  have  the  chance  to  truly  lead 
an  industry,  especially  at  the  multibillion-dollar 
level.  She  and  Idealwares  should  move  quickly 
to  capitalize  on  this  golden  opportunity. 

But  executive  team  buy-in  will  be  important  to 
the  success  of  Sawier’s  endeavors.  Moving  toward 
true  electronic  business  requires  a  commitment  to 
change.  That’s  a  critical  success  factor  that  seems 
obvious  but  is  overlooked  by  many  organizations. 
Sawier  must  address  the  team’s  concerns  because 
they  encompass  many  of  the  problems  that  catch 
organizations  off  guard  and  inhibit  success. 

The  vice  president  of  sales  and  marketing  is 
concerned  that  Idealwares  will  not  be  able  to 
maintain  its  standard  of  customer  service.  He’s 
right  to  worry.  Moving  business  functions  online 
poses  entirely  new  challenges  for  any  customer 
service  organization. 

E-mail  response  systems  and  procedures  — 
similar  to  call  center  systems  —  must  be  imple¬ 
mented,  and  staff  must  be  trained.  Additionally, 
the  company  has  to  ensure  that  it  has  the  net¬ 
work  bandwidth  to  handle  increased  customer 
service  demands. 

While  Idealwares  may  not  like  it,  a  staff 
increase  probably  will  be  required  because  the 
current  support  system  won’t  provide  sufficient 
service  in  the  short  run.  Consumers  in  the 
online  world  often  expect  a  higher  level  of  cus¬ 
tomer  service  than  the  usual  telephone  support. 

The  CFO  is  rightly  concerned  that  the  con¬ 
sumer  market  is  too  unpredictable  for  Ideal- 
wares  to  be  successful.  While  Internet  technolo¬ 
gy  is  a  great  enabler  with  respect  to  entering 
new  markets,  Sawier  must  make  sure  that 
Idealwares  is  prepared  to  respond  to  the  chal¬ 
lenge  as  an  organization  by  asking: 

•  Can  the  marketing  organization  craft  a  mes- 

Continued  on  page  70 
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sage  and  strategy  to  reach  this  new  market? 

•  Can  operations  and  finance  function  effi¬ 
ciently  to  supply  and  distribute  smaller  orders? 

•  Can  customer  service  support  the  increase 
in  buyers? 

While  penetration  of  this  new  market  may  have 
potential  for  Idealwares,  it  is  unclear  what  that 
potential  is,  who  the  buyers  are  and  what  they 


legal  issues.  Should  Idealwares  block  access  from 
outside  the  U.S.,  where  some  local  laws  on  war¬ 
ranties  and  other  commercial  issues  present  chal¬ 
lenges?  To  date,  Idealwares  has  sold  only  to  other 
businesses,  so  selling  to  consumers,  as  Sawier 
envisions,  will  involve  dealing  with  a  whole  body 
of  consumer  law  with  which  staffers  may  not  be 
familiar.  Case  in  point:The  company’s  counsel  will 
have  to  advise  Sawier  and  others  about  how  to 


Sawier  and  the  CIO  must  decide  how  existing:  IT 
resources  will  be  allocated  and  what  new 
resources  will  be  necessary.  Failing  to  get  a  grip  on 
real  support  requirements  yet  making  a  commit¬ 
ment  to  meet  them  is  one  of  the  most  common  over¬ 
sights  a  company  makes  when  developing  an  elec¬ 
tronic  business  plan. 

Geoff  Baird,  principal,  Metamor Technologies 


want  from  the  company.  Sawier  should  focus 
development  of  the  infrastructure  to  meet  the 
immediate  needs  of  Idealwares’  traditional  market. 

The  legal  group  is  going  to  face  copyright  and 
quality  assurance  issues,  and  those  will  have  to 
be  covered  in  the  site  plan  and  the  security  strat¬ 
egy.  If  Idealwares  is  going  to  handle  business 
transactions  and  make  sensitive  customer  infor¬ 
mation  accessible  via  the  Internet,  security  plan¬ 
ning  must  take  place  up  front,  rather  than  after 
the  site  is  built. 

Sawier  and  the  CIO  must  decide  how  existing 
IT  resources  will  be  allocated  and  what  new 
resources  will  be  necessary.  Failing  to  get  a  grip 
on  real  support  requirements  yet  making  a  com¬ 
mitment  to  meet  them  is  one  of  the  most  com¬ 
mon  oversights  a  company  makes  when  devel¬ 
oping  an  electronic  business  plan. 

Idealwares’  top  managers  will  have  to  start 
talking  immediately  with  the  company’s  largest 
customers  to  ensure  that  the  e-commerce  effort 
is  delivering  real  value  to  them.  What  do  they 
want?  What  do  they  need?  What  worries  them? 

If  Sawier  and  the  executive  team  believe 
Internet  technologies  can  change  the  way  they  do 
business,  they  should  capitalize  on  the  market 
opportunity  and  rock  competitors  with  a  compre¬ 
hensive  electronic  business  strategy.  The  strategy 
should  be  structured  to  give  customers  maximum 
value  and  ease-of-use,  while  putting  Idealwares  in 
a  position  to  realize  the  benefits  of  e-commerce. 
These  benefits  include  automated  order  entry  and 
tracking,  supply-chain  management,  transaction 
processing  and  enhanced  customer  support. 


ensure  customer  privacy  when  asking  for  person¬ 
al  data  for  marketing  and  sales  purposes. 

Marketing  and  sales  executives  are  likely  to  be 
Sawier’s  closest  allies.  Experience  with  other 
industries  shows  that  interactive  Web  sites  pro¬ 
vide  a  great  way  to  sell  more  to  existing  cus¬ 
tomers.  Ads  and  other  types  of  communication 
can  be  targeted  to  specific  buyers  based  on  an 
analysis  of  the  buyer’s  previous  purchases.  The 
site  can  also  be  used  for  feedback  on  new  prod¬ 
ucts  and  services. 

Since  the  project  will  consume  resources  — 
dollars,  people  and  time  —  the  CFO  will  want  to 
know  that  Sawier  has  adequate  data  on  compa¬ 
rable  efforts  at  other  companies,  as  well  as  some 
assurance  that  the  expected  return  will  be 
worth  the  investment. 

To  start,  I’d  advise  Sawier  to  scale  back  the 


Susan  Nycum 

Attorney 

Baker  &  Mackenzie 


Be  the  firm’s  best  communicator 

Sawier’s  plan  to  increase  sales  through  e-com- 
merce  is  a  great  one.  Studies,  including  those  from 
the  U.S.  Department  of  Commerce,  show  Web- 
based  sales  are  increasing  daily  and  equipment 
manufacturers  are  among  the  most  successful 
companies  selling  over  the  Internet,  through  dis¬ 
tribution  channels  and  directly  to  end  users. 

But  building  an  interactive  site  is  a  major  task. 
The  CIO  will  likely  need  to  hire  staff  or  outsource 
the  development  of  the  site  and  its  integration 
with  order  fulfillment,  accounting,  credit,  payment 
and  other  applications.  All  of  these  systems  must 
work  together  smoothly  to  satisfy  customers. 

Sawier  has  to  get  the  corporate  counsel  partic¬ 
ipating  in  the  project  early  on  to  raise  and  address 


project  and  focus  her  efforts  on  the  existing  cus¬ 
tomer  base.  Idealwares  needs  to  get  solid  experi¬ 
ence  working  with  traditional  buyers  before 
going  after  consumers.  I’d  also  recommend 
allowing  access  by  U.S.  visitors  only,  a  technolo¬ 
gy  issue  that  the  IS  department  will  need  to  be 
aware  of  from  the  start. 

Sawier  should  pull  together  a  core  team  of 
key  executives  in  the  marketing,  sales,  IS,  legal  and 
finance  groups  to  map  out  the  initial  scope  of  the 
e-commerce  effort.  Experience  shows  that  small 
teams  accomplish  more  and  provide  mutual  sup¬ 
port  and  reinforcement.  If  Sawier  can  convince 
this  group  that  she  is  right  about  her  proposal,  its 
participants  will  help  convince  others  and  get  the 
support  she  needs  to  make  it  work. 

What  else?  Sawier  and  her  team  must  have 
due  diligence  on  how  other  companies  have 
implemented  interactive  Web  sites  and  what 
successes  and  challenges  they  encountered. 
Idealwares  should  consider  finding  top-notch 
consultants  to  help  with  the  project,  from  initial 
planning  to  Web  site  design  and  actual  imple¬ 
mentation.  Knowing  who  these  experts  are  at 
the  outset  will  enable  Idealwares  to  bring  them 
on  promptly  when  the  need  arises. 

Sawier  also  must  become  the  company’s  best 
communicator. The  e-commerce  project  will  have 
a  bearing  on  company  practices  and  procedures, 
often  in  ways  team  members  can’t  predict. 

Idealwares  may  need  to  revise  advertising  and 
public  relations  procedures  and  rethink  content 
for  use  on  a  Web  site  that  reaches  customers  in 
every  part  of  the  U.S.,  rather  than  discretely  tar¬ 
geted  regions.  Someone  will  have  to  handle  the 
job  of  registering  new  trademarks  associated 
with  the  site  or  obtaining  rights  to  use  third- 
party  trademarks. 

Continued  on  page  72 


70  •  Network  World  Signature  Series  •  The  Electronic  Commerce  Issue 


e-business  Accelerator 


Amir  Khan 


Help  companies  exceed  business  goals 
by  planning,  designing  and  implementing 
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Savvier  must  become  the  company’s  best  communicator. 
The  e-commerce  project  will  have  a  bearing  on  company  prac¬ 
tices  and  procedures,often  in  ways  team  members  can’t  predict. 

Susan  Nycum,  attorney,  Baker  &  Mackenzie 
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Keeping  all  departments  apprised 
will  allow  colleagues  in  other  depart¬ 
ments  to  share  their  concerns  before 


they  blossom  into  major  technical  or 
political  problems. 

Get  backups  for  team  members  and 
document  everything  along  the  way. 


People  may  be  reassigned  or  leave  dur¬ 
ing  the  project,  and  continuity  must  be 
preserved  for  a  smooth  and  efficient 
implementation. 


Savvier  is  a  visionary  in  her  ability  to 
foresee  the  impact  of  the  Internet  on 
businesses,  particularly  in  the  consumer 
area.  If  Christmas  1998  is  any  indication, 
consumers  will  be  increasing  their  use 
of  the  Internet  for  all  purchasing  activi¬ 
ties  in  the  near  future. 

Sawier’s  challenge  is  to  take  advan¬ 
tage  of  that  potential  market  growth  by 
developing  a  sound  business  strategy, 
an  approach  that  must  include  all  the 
top  managers  within  her  firm. 

The  CIO  is  legitimately  concerned 
about  the  need  for  adequate  staff  to 
properly  design  and  construct  a  service¬ 
able  Web  site.  But  proper  design  requires 
more  than  IS  staff.  It  requires  the  input 
of  sales  and  marketing  personnel,  to 
assure  the  appropriate  presentation  and 
marketing  of  the  merchandise;  customer 
service  representatives;  the  financial 
staff;  and  corporate  counsel,  to  ensure 
that  all  legal  concerns  are  addressed. 

The  vice  president  of  sales  and  mar¬ 
keting  is  correct  that  customer  service 
concerns  need  to  be  factored  in  to  the 
strategy.These  concerns  may  be  met  by: 

•  Creating  a  Web  site  that  includes 
information  customers  want  and  need, 
such  as  the  terms  and  conditions  of  their 
purchases;  information  about  the  mer¬ 
chandise  they  are  purchasing;  e-mail 
addresses  and  fax  and  phone  numbers 
for  customer  service  representatives; 
and  forms  for  soliciting  comments. 

•  Giving  customers  a  way  to  moni¬ 
tor  outstanding  orders  online. 

•  Building  the  site  to  ensure  quick 
access  at  all  times,  including  peak 
usage  periods.  That  will  require  redun¬ 
dancy  planning  so  if  one  server  fails, 
another  swings  into  operation. 

•  Maintaining  sufficient  service  per¬ 
sonnel  to  answer  questions  pertaining 
to  Web  site  purchases. 

Corporate  counsel  also  has  legiti¬ 
mate  concerns,  but  again,  those  con¬ 
cerns  may  be  addressed  by  the  devel¬ 
opment  of  appropriate  legal  strategies. 
These  include: 

•  Designing  the  site  such  that  cus¬ 
tomers  using  it  and  making  purchases 

Continued  on  page  74 


Law  professor  Boss  says  companies  should 
consider  long-term  gains  as  seriously  as  imme¬ 
diate  financial  concerns. 
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TCP/IP  has  become  the  standard  you  must  be  well  versed  in  if  you 
work  in  an  Internet-  or  intranet-centric  environment.  An  in-depth  and  clear 
comprehension  of  TCP/IP  is  essential  for  network  administrators, 
analysts  and  PC  support  staff  who  need  to  understand  the  practical 
applications  of  this  ubiquitous  protocol  —  not  just  the  theory  behind  it. 

Understanding  TCP/IP:  Implementing  the  Protocols  of  the  Internet, 

an  information-packed,  2-day  program,  is  an  invaluable  educational  tool 
that  will  help  you  understand  the  Internet  protocols  (TCP  and  IP)  as  well 
as  important  Application  protocols.  The  use  of  over  15  case  studies, 
captured  from  live  internetworks,  will  demonstrate  analytical  techniques 
to  help  you  solve  typical  problems. 

TECHNICAL  HOT  POINTS 

This  seminar  will  give  you  the  opportunity  to: 

•  Learn  how  TCP/IP  is  supported  in  various  host  and  LAN  operating  systems 

•  Study  the  functions  of  the  supporting  protocols,  such  as  ARP,  RARP, 
DNS,  BOOTP,  RIP  and  OSPF 

•  Understand  how  IP-based  routing  works 


•  Learn  how  you  can  integrate  the  application  protocols,  such  as  TFTP, 
FTP,  TELNET,  SMTP  and  HTTP  into  a  TCP/IP  environment 

•  Understand  the  operation  of  SNMP,  the  Internet  standard  for 
network  management 

LEARN  FROM  THE  LEADER 

Network  World  Technical  Seminars  is  known  throughout  the  networking 
community  for  providing  IT  professionals  with  expert,  unbiased  education 
on  the  latest  technologies  and  trends  shaping 
today’s  mission-critical  networks.  Our  reputation 
combined  with  a  1 00%  satisfaction  guarantee 
makes  us  the  educator  of  choice  for  networking 
professionals. 


NetwotkWorid 


i  LEADER 


IN  NETWORK 


KNOWLEDGE 


7  2  •  Network  World  Signature  Series  •  The  Electronic  Commerce  Issue  •  February  22, 1 999  •  More  online  @  www.nwfusion.com 


company's  ability  to  unify  their  data  for 
effective  intranets  and  to  conduct  busi¬ 
ness  on  the  Internet.  It  utilizes  a  join 
engine  to  provide  accurate,  updated 
information  to  employees,  customers 
and  trading  partners,  from  existing  data 
sources.  It  is  directory  independent, 
offers  near  real-time  change  propaga¬ 
tion,  openness,  scalability  and  perfor¬ 
mance. 


&  Momentum  Systems 

Tom  Corr,  President 
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Check  Point  Software's  VPN-1  Gateway 
is  a  software  offering  that  incorporates 
Check  Point  Software's  superior  VPN 
functionality  with  the  security  features  of 
its  award-winning  FireWall-1®  enterprise 
security  suite  in  a  single  package.  It's 
available  in  configurations  for  a  variety  of 
customer  needs,  from  single-site, 
remote-office  installations  to  multi-site, 
enterprise-wide  deployments  with  cen¬ 
tralized  management  requirements. 
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&  ISOCOR 


MCI  WORLDCOM 

l&  MCI  WorldCom 
Advanced  Networks 

(800)  433-0389 
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MCI  WorldCom  Advanced  Networks,  an 
MCI  WorldCom  company,  provides  net¬ 
working  and  hosting  solutions  in  1 14 
countries.  We  have  the  expertise  to  offer 
leading-edge  technology  solutions  to 
large  corporations  with  mission-critical 
applications.  More  than  3,300  compa¬ 
nies  world-wide  rely  on  our  completely 
managed,  fully  integrated  Internet, 
intranet,  VPN,  hosting  and  e-commerce 
services. 


www.momsys.com 

The  growth  of  Internet  storefronts  has 
created  a  demand  for  products  that  link 
storefronts  to  back-end  applications. 
Momentum  Systems  develops  e-com¬ 
merce  software  for  the  distribution  of 
files  critical  to  business-to-business  com¬ 
munications.  Our  products  automatically 
and  securely  exchange  information 
between  an  organization  and  its  trading 
partners  and  provide  file  distribution  ser¬ 
vices  for  web-based  applications. 


&  Ringdale,  Inc. 

Product  Name:  PrintPro®  99 
(512)  288-9080 


Product  name:  MetaConnect® 
(310)  581-8100 
www.isocor.com 

ISOCOR's  new  meta-directory  product 
family  of  solutions  is  MetaConnect®. 
MetaConnect  is  designed  to  speed  a 


www.ringdale.com 

The  PrintPro®  99  connects  any  laser,  dot 
matrix,  inkjet  printer  or  plotter  with  a 
parallel  port,  to  a  1 0baseT  Ethernet  net¬ 
work.  The  PrintPro  99  can  receive 
Internet  faxes  from  IETF  compliant  fax 
machines.  It  can  also  receive  text  e-mails 
and  embedded,  pre-formatted  print  files 
via  the  Internet  or  local  network. 
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are  aware  of  the  terms  and  conditions 

of  the  access  and  the  purchase. 

•  Instituting  appropriate  levels  of 
security  so  the  site  may  be  accessed 
safely  (without  fear  of  viruses)  and  data, 
such  as  credit  card  information,  does 
not  fall  into  the  wrong  hands. 

•  Making  the  appropriate  legal  and 
business  arrangements  for  linking  with 
other  Web  sites.  Carefully  planned 
cross-linking  can  increase  the  number 
of  hits  on  the  site  and  resulting  orders. 

•  Ensuring  that  information  posted 
on  the  Web  site  does  not  violate  the 
intellectual  property  rights  of  others. 

The  immediate  financial  concerns  are 
important,  but  the  real  question  is  one  of 
long-term  gain.  Until  recently,  the  main 
benefit  to  be  gained  from  many  corpo¬ 
rate  Web  sites  was  advertising-related: 
People  used  the  Net  to  get  information 
about  what  was  available  but  stuck  with 
traditional  channels  to  acquire  goods. 

That’s  all  changing,  as  more  and  more 
customers  begin  ordering  directly  on 
the  Internet.  But  there  are  still  many 
people  who  —  whether  concerned 
about  privacy  or  security  —  use  the 
Internet  to  get  all  the  information  they 
need  up  to  the  moment  of  purchase.  At 
that  point,  they  pick  up  the  telephone 
to  call  in  their  credit  card  numbers. 

Companies  such  as  Idealwares  should 
be  aware  that  the  impact  of  Internet 
marketing  will  not  be  limited  to  orders 
actually  placed  online.  Phone  and  paper 
orders  can  be  expected  to  increase  as  a 
result  of  Internet  marketing.  That  affects 
not  only  the  bottom  line  and  requires 
careful  accounting  to  ascertain  what 
orders  were  triggered  by  the  Web,  but 
also  means  that  enough  people  must  be 
available  to  handle  the  increase  in  tradi¬ 
tional  orders. 

Ultimately,  however,  the  challenge  is 
worth  it.  The  Internet  is  the  frontier  of 
the  future.  Pioneers,  such  as  Sawier, 
who  venture  out  and  settle  it  will  reap 
the  rewards  of  the  gold  rush. 

Stephen  Mucchetti 

CIO 

Scient  Corp. 


Proceed  post  haste 

Sawier  faces  a  classic  dilemma  in 
business  today:  How  do  I  bring  about 


Scient's  Mucchetti  says  an  e-comm  plan  has  to 
show  how  to  manage  risks  and  improve  cus¬ 
tomer  relationships. 


The  impact  of  Internet  marketing*  will  not  be  limited  to  orders 
actually  placed  online.  Phone  and  paper  orders  can  be  expected 
to  increase  as  a  result,  too.  That  affects  the  bottom  line. 

Amelia  Boss,  professor  of  law, Temple  University  School  of  Law 


substantial  change  when  the  manage¬ 
ment  team  has  entrenched  views 
about  how  the  business  works,  and 
inherent  fear  and  skepticism  about 
new  business  models  —  particularly 


electronic  business. 

Sawier  needs  to  come  up  with  a  plan 
that  shows  how  Idealwares  can  manage 
the  risks  involved  with  change,  and  pro¬ 
tect  and  improve  relationships  with 


existing  customers  while  simultaneous¬ 
ly  bringing  the  business  into  the  future. 
Seems  like  an  insurmountable  “oppor¬ 
tunity,”  doesn’t  it? 

The  concerns  of  Sawier’s  peers  are 


Introducing  our  newest 
solutions  for  end-to-end 
network  availability 

Storms,  blown  fuses,  backhoes... 
the  causes  of  power  problems 
are  numerous,  and  the  results 
painful:  data  loss  and  damage 
to  your  expensive  hardware. 
When  power  fails,  APC  prevails 
with  award-winning  surge 
suppressors,  battery  backup, 
security  enclosures  and 
management  software  to 
deliver  end-to-end  reliability, 
guaranteed.  So  ask  your 
favorite  reseller  about  APC 


peace  of  mind  or  visit  our 
Web  site  today  for  an  APC 
solution  for  you! 


Notebook 

computers 


solutions 
starting  at  $19.95 

■  Complete  AC,  telephone/modem 
surge  protection  for  notebooks 

■  Multi-voltage  design  for  use  worldwide 

■  Lifetime  product  warranty 


Desktop  PCs 


solutions 
starting  at  $99 

■  Surge  protection  and  battery 
backup  for  your  computer  and 
internet  connection 

■  Data-saving  software  provides 
warnings  and  safe  shutdown 

■  User-replaceable  batteries  provide 
3-6  years  of  reliable  service 

■  "Best  in  Class"  longest  runtime 
guarantee  (5-40  minutes) 

■  Complete  lightning  and  surge  protec¬ 
tion  backed  by  a  $25,000  guarantee 


Servers 


solutions 
starting  at  $325 


■  Intelligent  Battery  Management  with 
FastCharge™  cuts  recharge  time  by  75% 

■  PowerChute®  plus  software  provides 
warnings,  environmental  monitoring 
and  safe  shutdown  (features  vary  by 
UPS  and  OS) 


■  SNMP  compatible  and  manageable  by 
your  Web  browser 

■  FlexEvents  ”  E-mails  or  pages  you 
before  your  users  know  of  problems 


Find  out  why  APC  has  won  over 
130  awards  for  reliability  and  visit 
wvwv.apcc.com  today. 


muvwmuwi  1 issu 

APC  Smart- UPS  1000 


" The  best  equipment  doesn't  fail: 
we  use  APC's  Back-UPS  Prcf. " 

Brian  Walsh,  Manager, 

In-store  Systems,  Help  Desk, 

A&P  Grocers 


©I  999  APC  All  Trademarks  are  the  property  of  their  owners.  APC4C8ES  •  (8001347-FAXX  PowerFax  ■  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Road.  West  Kingston.  Rl  02832  USA 


“Because  power  failure  is  not 
acceptable,  APC  Smart-UPS * 
are  our  standard.  “ 


Paul  Thacker,  Staff  Engineer 
Honda  of  America, 
Information  Services  Group 
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FREE  guide  to 

power  protection 


Learn  how  to  protect  any  size  system 
with  APC  legendary  reliability. 


Just  mail  or  fax  this  completed  coupon  for  your 
FREE  Solutions  Guide.  Better  yet,  order  it  today 
at  the  APC  Web  site! 


□  YES!  Please  send  me  my  FREE  Solutions  guide.  □  NO  ,  I'm  not  interested  at  this  time  but  add  me  to  your  mailing  list. 


Name: 


KEY  CODE 

http://promo.apcc.com  j246z 

(888)  289-APCC  x7495  •  FAX:  (401)  788-2797 


Title:  _ Company: _ 

Address:  _ 

City/Town:  _ State:  _ Zip: _ Country. 

Phone: _ 


Legendary  Reliability" 


Brand  of  UPS  used? 
Brand  of  PC  used?  _ 


Brand  of  Servers  used?  . 


*1999  APC.  All  Trademarks  are  the  property  of  their  owners.  APC4C8EB-US  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  RI  02892  USA 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  36  WEST  KINGSTON,  Rl 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

APC 

AMERICAN  POWER  CONVERSION 

KEY  CODE:  j246z 
Department:  B 
132  FAIRGROUNDS  ROAD 
PO  BOX  278 

WEST  KINGSTON  Rl  02892-9920 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


How  to  Contact  APC 

Call:  (888)  289-APCC 

use  the  extension  on  the  reverse  side 

Fax:(401)  788-2797 

Visit  http://promo.apcc.com 

use  the  key  code  on  the  reverse  side 

APC 


Legendary  Reliability" 


indeed  valid,  and  the  way  she  deals  with 
them  is  key  to  the  project’s  success. 

Sawier  should  start  by  acknowledg¬ 
ing  that  the  other  managers'  views  are 
valid  and  will  be  addressed.  She  can 
point  to  companies  that  have  succeed¬ 
ed  or  failed  and  discuss  what  led  to 
their  experiences.  She  should  offer 
examples  of  companies  that  overin¬ 
vested  without  first  doing  the  appro¬ 
priate  research  on  customer  demand. 


They  failed  because  what  they  thought 
their  customers  wanted  was  not  what 
their  customers  actually  wanted. 

She  can  also  discuss  companies  that 
underinvested  only  to  discover  that 
they  had  gauged  the  customer  demand 
correctly  but  hadn’t  provided  adequate 
infrastructure  and  transaction  capacity. 

Most  important,  Sawier  can  high¬ 
light  companies  that,  through  solid 
analysis  and  balanced  investment, 


gained  a  first-mover  advantage  and 
became  market  leaders  or  category 
killers.  These  pioneers  annihilated  the 
old  ways  of  doing  business. 

The  key  to  e-commerce  success  is  to 
build  a  business  case  on  tight  analysis, 
business  logic  and  best  practices.  Above 
all,  don’t  overpromise  on  the  results 
that  can  be  delivered.  Underpromising 
and  overachieving  will  quiet  the  con¬ 
cerns  of  peers. 


Networking 


solutions 
starting  at  $399 


Datacenters 


solutions 
starting  at  $3,599 


Enterprise 


solutions 
starting  at  $14,803 


■  Complete  UPS  protection  for  hubs, 
switches  and  routers 

■  Managed  enclosures  for  every  server 
platform  and  internetworking  equipment 

■  Remote  power  management  reboot 
and  diagnosis 

■  User  paging  when  network  power 
anomalies  occur 

■  User-replaceable  and  hot-swappable 
batteries 

■  Data,  network  and  serial  line  protection 

■  "APC  NetShelters*... offered 
many  advantages  over 
conventional  racks,  such  as 
great  ventilation,  mobility,  and 
security  management " 

Joe  Trains,  Sales  Representative, 
AlphaNet  Solutions,  Inc. 


■  Power  Array”  technology  promises 
complete  peace  of  mind  for  any 
size  datacenter 

■  Scalability  allows  modular  expansion 
and  reconfiguration  as  your  datacenter 
grows 

■  Symmetra™  reduces  risk  of  system 
downtime  with  N+1  redundancy 

■  Complete  solution  integrates  into 
all  popular  enterprise  management 
solutions 

■  "APC  has  innovative  technolo¬ 
gy  which  promises  reliability, 
Symmetra  ™  interacts 
smoothly  with  both  hardware 
and  software. " 

Ron  O'Reilly,  Reid  Support 
Formerly  Manager/IS, 

Toyota  Motor  Sales,  USA 


■  For  site-wide  protection  from  lOkVA 
to  infinity 

■  Innovative  Delta  conversion”  design 
means  unmatched  efficiency  and  low 
operating  costs 

■  Small  footprint  saves  facility  space 

■  PowerAudit™  physical  consulting 
identifies  problems  before  they  occur 


m 


FREE  60-page  "how  to"  guide 

http  .//promo,  apcc.  com 

(888)  289-APCC  x  7495 

KEY  CODE  j  2  4  6  Z 

APC 

Legendary  Reliability  " 


Free  Product  info  enter  NWInfoXpress  #70  online  @  www.networkworld.com/infoxpress 
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There’s  no  question  that  Idealwares 
can  increase  revenue  by  launching  a 
new  electronic  business.  The  technolo¬ 
gy  is  available  today  to  service  cus¬ 
tomers  and  enable  them  to  place 
orders  and  close  transactions  in  a 
secure  environment  over  the  Web. 
Leading  sites  use  interactive  customer 
care  and  service  systems  that  bond 
companies  tightly  with  their  cus¬ 
tomers.  The  sites  encrypt  transactions 
to  protect  buyers  and  automatically 
build  customer  profiles  to  tailor  ser¬ 
vices  to  specific  customer  wants  and 
needs. 

Further,  the  most  successful  sites  offer 
a  raft  of  payment  and  delivery  options 
that  enable  customers  to  pay  in  the  way 
that  is  most  convenient  for  them.  These 
companies  deliver  real  value  to  their 
clients,  which  in  turn  creates  customer 
evangelists  and  makes  the  cost  of  going 
to  a  competitor  so  high  that  the  cus¬ 
tomer  doesn’t  even  consider  it. 

The  key  to  e-comm 
SllCCeSS  is  to  build 
a  business  case  on 
tight  analysis,  busi¬ 
ness  logic  and  best 
practices.  Above  all, 
don’t  overpromise 
on  the  results. 

Stephen  Mucchetti,  CIO,  Scient  Corp. 

The  Internet  is  becoming  the  princi¬ 
pal  way  of  starting  new  businesses  and 
launching  new  services,  as  well  as  test¬ 
ing  new  markets  and  ideas  safely  and 
efficiently.  With  traffic  doubling  every 
100  days,  the  Internet  is  well  suited  to 
solving  exactly  the  business  problem 
Idealwares  faces.  Done  well,  e-com- 
merce  requires  a  minimum  of  capital 
investment  —  perhaps  as  little  as  $5 
million  to  do  the  market  analysis,  archi¬ 
tect  the  Web  site,  purchase  all  hard¬ 
ware  and  software,  engineer  and  build 
it.  In  addition,  it  can  be  implemented  in 
a  relatively  short  time  —  three  to  six 
months  —  and  reach  profitability  in 
the  first  month  of  operation. 

Sawier  is  on  the  right  track  and  using 
the  approach  outlined  above,  she  can 
allay  the  concerns  of  other  business 
managers,  move  Idealwares  into  a  new 
business  area  of  substantial  value  in  a 
short  time  and  take  advantage  of  the 
dynamic  growth  the  Internet  offers. 

In  this  “here  today,  gone  later  today” 
environment,  in  which  dominant  mar¬ 
ket  positions  are  won  and  lost  in  one 
financial  quarter  or  less,  Sawier  should 
proceed  post  haste  in  drafting  the  elec¬ 
tronic  business  plan. 

If  Idealwares  executives  don't 
embrace  the  plan  with  passion  and 
speed,  Sawier  should  quit  her  job  and 
join  a  company  that  will.  0 
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commerce 


EVERYBODY  HAS  FAVORITE  WEB  SITESTO  LOVE  AND  HATE.  HERE'S 
OUR  CRACK  ATTHE  BEST  AND  WORST  ONTHE  E-COMM  FRONT. 


Person  most  responsible 
for  spearheading  a  com¬ 
pany’s  e-comm  efforts 
Sandra  Morris,  director  of  Internet  market¬ 
ing  and  e-commerce,  Intel 
(www.intel.com) 

Intel  has  gone  from  having  a  strict¬ 
ly  informational  home  page,  when  it 
fired  up  its  Web  site  in  1994,  to  gen¬ 
erating  e-commerce  revenue  of  $1 
billion  per  month  today.  Driving  the 
transformation  is  Sandra  Morris,  a  14- 
year  company  veteran  whose  latest 
success  comes  from  her  online 
endeavors.  Watch  what  Intel  does 
under  Morris’  guidance  —  she  has  the  vision  and 
the  power  to  redefine  e-commerce. 

Site  most  responsible  for  changing 
an  industry 

Amazon.com  (www.amazon.com) 

Amazon.com,  seller  of  books  and  music  over 
the  Internet,  opened  its  virtual  doors  in  July  1995 
with  the  idea  of  using  the  World  Wide  Web  as  its 
storefront.  But  it  wasn’t  until  the  company  went 
public  in  May  1997  that  Amazon.com  surprised 
traditional  booksellers  (primarily  book  super¬ 
store,  Barnes  &  Noble)  with  its  e-commerce 
punch.  Today,  Amazon.com  has  4.5  million  active 
customers,  many  of  whom  experienced  e-com- 
merce  for  the  first  time  through  the  site. 
Amazon. corn’s  market  grasp  is  firm  and  its  tech¬ 
nology  impressive,  with  sophisticated  personal¬ 
ization,  account  management  and  customer  ser- 


MARK  GIBBS 

vice  features.  Book  selling  and 
buying  will  never  be  the  same. 

Site  that  has  spawned 
the  best  new  business 
opportunity 

eBay  (www.ebay.com) 

Founded  in  1995  specifically  for 
online  sales,  eBay  has  developed  an 
auction  format  on  the  Web  that  has 
attracted  more  than  one  million 
registered  users.  The  company  lists 
more  than  one  million  items  for 
sale  and  adds  upwards  of  150,000 
new  items,  in  more  than  1,000  cat¬ 
egories,  daily.  The  categories  include  every  kind  of 
collectible.  The  company  runs  a  novel  business 
that’s  growing  at  a  phenomenal  rate.  When  it 
comes  down  to  business,  eBay  is  doing  all  the  right 
things  with  e-commerce. Where  else  could  you 
spend  $15,000  on  a  rare  porcelain  Coca-Cola  sign 
from  the  1800s? 

E-comm  site  that  best  targets  an 
international  clientele 

Doubleclick  (www.doubleclick.com) 

Doubleclick  sells  online  advertising  space 
worldwide.  In  December  1998,  Doubleclick  served 
up  more  than  five  billion  ads  across  6,400  sites. 
And  on  top  of  that,  Doubleclick  has  completely 
internationalized  its  Web  site,  which  supports  13 
languages.  Doubleclick  is  one  of  the  few  compa¬ 
nies  that  recognizes  the  need  to  customize  for  local 
markets  and  that  this  localization  is  crucial  to  inter¬ 


national  business.  Last  year,  14%  of  its  revenue  came 
from  international  operations.  That  segment  is 
showing  a  64%  growth  rate  this  year. 

If  you  think  you’re  in  a  global  market  and  you’ve 
not  done  what  Doubleclick  has,  go  back  to  the 
drawing  board. 

Company  that  came  by  its  e-comm 
success  accidentally 

Federal  Express  (www.fedex.com) 

Federal  Express,  the  doyen  of  the  shipping 
industry,  today  has  a  firm  grasp  of  the  benefits  of 
e-commerce.  Back  in  the  early  ’90s,  the  company 
was  providing  its  customers  with  custom  package 
tracking  and  shipping  software.  In  1994,  FedEx 
stuck  an  experimental  toe  into  the  fast-flowing 
stream  of  the  Internet  and  launched  its  Web  site, 
with  only  a  basic  package  tracking  facility. 
Customers  were  delighted  and  within  a  few 
months,  FedEx  was  phasing  out  the  custom  soft¬ 
ware  and  gaining  a  significant  edge  over  its 
biggest  rival,  United  Parcel  Service.  FedEx’s 
e-commerce  strategy  is  now  focused,  efficient  and 
effective,  despite  a  somewhat  accidental  start. 

Most  unusual  wares  sold  via  an 
e-comm  site 

The  American  Headhunter  (www.americanheadhunters.com) 
In  the  annals  of  strange  products  available  on 
the  Internet,  mounted  skeletons  at  The  American 
Headhunter  are  right  up  there  competing  for  first 
place.  A  monkey  skeleton  for  $1,000  seems  a  steal 
if  you  like  that  sort  of  thing,  while  $300  for  a  rat 
skeleton  seems  a  trifle  steep. 


Company  that  should  most  obviously 
be  conducting  business  online  but 
isn’t  yet 

Merrill  Lynch  (www.ml.com) 

In  the  frequently  asked  questions  list  at  Merrill 
Lynch  Online,  you’ll  find  the  question  “Can  I  trade 
electronically  with  Merrill  Lynch  Online?”  To 
which  the  answer  is: “Electronic  trading  is  not  part 
of  the  Merrill  Lynch  Online  service  at  this  time. 
Your  Financial  Consultant  remains  at  the  heart  of 
your  relationship  with  Merrill  Lynch,  and  all  trans¬ 
actions  must  continue  to  go  through  him  or  her.” 
Considering  the  success  of  E*trade  and  Charles 
Schwab  online,  it  is  hard  to  understand  why 
Merrill  Lynch  can’t  see  the  writing  on  the  wall. 
Can  you  say  “shrinking  market  share”? 

Company  that  offers  most  unusual 
incentive  for  using  its  e-comm  site 
Internet  Entertainment  Group  (www.sexquotes.com) 

Of  all  the  marketing  strategies  that  we  would 
never  have  thought  of  —  let  alone  believed  would 
work  —  giving  away  pornographic  pictures  while 
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users  get  stock  quotes  is  one  of 
them.That  said,  SexQuotes,aWeb  site 
owned  by  the  notorious  Internet 
Entertainment  Group,  does  just  that, 
showing  just  how  wrong  we  can  be. 

Please,  no  jokes  about  keeping 
abreast  of  the  marketplace. 

Most  overhyped  e-comm 
site 

K-Tel  (www.ktel.com) 

K-Tel  markets  and  distributes  con¬ 
sumer  products  through  retail 
stores  and  by  direct  response  mar¬ 
keting.  K-Tel’s  products  include 
albums,  compact  discs,  cassettes,  housewares, 
automotive  accessories  and  other  devices.  On 
April  9,  1998,  the  company  announced  the 
launch  of  its  K-Tel  Express  Web  site.  Wham!  Its 
stock  rocketed  to  $79  within  a  couple  of  weeks 
in  spite  of  the  fact  that  analysts  described  the 
company  as  “illiquid.”  But  despite  the  stock’s  stel¬ 
lar  performance,  the  company’s  chairman  held 


more  than  70%  of  it.  Fact  is,  there’s 
not  much  there  —  the  financials 
aren’t  too  impressive,  and  the  com¬ 
pany  is  under  investigation  for  mis¬ 
representing  earnings.  As  an  exam¬ 
ple  of  the  overvaluation  that  even  a 
weak  e-commerce  plan  can  engen¬ 
der,  the  K-Tel  case  stands  out. 

Most  overrated  e-comm 
site 

Any  portal  site  claiming  to  provide  e-comm 
services 

If  there’s  one  thing  that  has 
received  more  than  enough  atten¬ 
tion  in  the  past  few  months,  it’s  the  portal  busi¬ 
ness.  There  are  so  many  portals  to  choose  from, 
and  while  they  have  their  benefits,  they  are  a  flash 
in  the  marketing  pan.  We  thought  about  building 
our  own  and  calling  it  YABP.com  (Yet  Another 
Boring  Portal),  but  we  lost  interest. We  think  these 
sites  have  a  limited  high-profile  life  span  and  will 
fall  from  hot  to  cool  in  a  year’s  time.  Q 
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Networking  Careers  Networking  Careers  Networking 
ing  Careers  Networking  Careers  Networking  Careers  Net 


THE  BEST  MINDS,  THE  BEST  OPPORTUNITIES 


Fidelity  Investments  maintains  the  industry’s  most  advanced  technology  infrastructure.  Last  year  alone,  we  spent  half  a  billion  dollars 
on  the  latest  systems  developments  and  applications  available.  But  it’s  our  people  who  are  our  most  important  asset.  Our  systems  pro¬ 
fessionals  are  among  the  best  and  brightest  in  the  field.  They  thrive  on  our  unyielding  commitment  to  technology  creating  a  culture  of 
continuous  improvement  and  significant  achievement.  If  you’d  like  to  be  part  of  it,  invest  in  a  systems  career  at  Fidelity  today. 


COME  VISIT  US  AT  ICe  INTERNET  COMMERCE  EXPO 
WORLD  TRADE  CENTER  -  BOSTON  •  MARCH  23-25 


Some  of  the  Positions  Available: 

•  Systems  Analysts 

•  Software  Developers 

•  Software  Quality  Assurance  Engineers 

•  Web  Server  Engineers  (NT,  UNIX) 

•  MS  Exchange  Systems  Analysts 

•  UNIX/NT  Systems  Administrators 

•  Principal  DBA 

•  Webmaster 


•  Web  Architects/Developers 

•  Desktop  Support  Specialists 

•  SMS  Administrators/Software  Packagers 

•  Oracle/Sybase  Database  Developers 

•  Network/Security  Engineers 


Fidelity 


investments  ® 


WHERE  15  MILLION  INVESTORS  PUT  THEIR  TRUST.” 


TO  APPLY,  VISIT  OUR  BOOTH 
OR  SEND  YOUR  RESUME  TO: 


Fidelity  Investments,  82  Devonshire  Street 
Resume  Central,  Mail  Zone:  Z2K 
Job  Code:  NTW3715,  Boston,  MA  02109 
E-mail:  resumes@fidelity.com 
(no  attachments,  please) 

Please  specify  position(s)  of  interest  on  your 
resume  and/or  cover  letter. 

Visit  Fidelity's  Web  site  for  employment 
opportunities  at  www.fidelity.com/jobs. 
Fidelity  Investments  is  proud  to  be  an  equal 
opportunity  employer. 


NETW^RLD  INTEROP 

Las  Vegas  Atlanta 
May  11-13  Sept.  14-16 

For  More  Information  Call:  800-622-1108  Ext.  7510 
Or  Go  To  www.nwfusion.com 


NETWORKING  CAREERS 
ON-LINE  ADVERTISING 


Network  World  Fusion  offers  a  wide  range 
of  advertising  options  to  optimize  your 
recruitment  efforts! 

Network  World  Fusion  brings  print  and  on-line 
media  together  in  a  powerful  and  unique 
package.  Fusion  spotlights  key  news  and 
feature  articles  from  the  print  edition  of 
Network  World,  adding  another  dimension  for 
your  ongoing  recruitment  efforts 


©  For  more  information  on  Fusion  Advertising  Programs 
(800)  622-1108  Ext.  7510 
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^j%Mru^S‘;,p^fWQrfSi^g  careers  ^eiwotKing  careers  iveiuurKtng  waivers  Lneitn>rmng  a.<»/  hi  .>  ,>t  m 

ei-tgorkiHg::  |  -  Ne^orkitig  Cat  >ers  Networking  Careers  Networking  Careers  Networking 
flCITIfl  flrG.fi  rS^lw^  Careers  Networking  Careers  Neti 


S.PTOt3MTT 


s 


Data  Services 

!  Technical  Sales  Support  Engineer 


This  position  is  part  of  a  nationally 
deployed  Data  Services  Engineering- 
Technical  Sales  Support  team 
responsible  for  providing  Tier  2 
technical  consultative  support 
to  the  field  sales  force. 

''v 

You  will  be  called 

upon  to: 

•  Assist  sales  teams 
and  customers  in 
assessing  cus¬ 
tomer  application 
requirements  and 
developing  short-term 
and  long-term  data 
networking  solutions. 

•  Perform  pre-sale  technical 
assurance  of  data  networking 
solutions. 

•  Provide  feedback  to  Product 
Mngmt/Mktg  on  data  networking 
needs  of  market/customers. 

•  Conduct  knowledge  transfer  programs 
to  field  sales  force. 


The  professional  we  seek  will  possess 
demonstrated  knowledge  of  data  networking 
solution  design  including: 

5+  years  exp.  in  pre-sale  technical  sales 
support  or  equivalent. 

•  WAN  (e.g.,TDM, SONET, FR, ATM, IP) 
and  LAN  technologies. 

Data  networking  equip 
(e.g.,CSU/DSUs,  routers, 
switches,  firewalls). 

•  Internet,  intranet,  and 
extranet  solutions 
(e.g.,VPDN,CIDR, DNS, SMTP). 
Protocols  (e.g.,FR,ATM,TCP/ 
IP,IPX,SNA,etc.). 

•  Strong  PC,  interpersonal, 
and  presentation  skills. 

BSEE,  BSCS,  or  equivalent  degree  pref. 

For  immediate  consideration,  send/fax  resume  to: 
Corporate  Staffing-ML,  Frontier  Communications, 

180  South  Clinton  Ave.,  Rochester,  NY  14646; 

Fax:  800-676-3728;  Email: 
resume_administrator@frontiercorp.com 
We  value  diversity  in  the  workplace.  EOE. 


J  or> 6  of  the 

COHfilTBWOltLD 


www.frontiercorp.com 


Now  more  than  ever 

The  Network  Is 
Java  The  Computer™ 

Advanced  Internet  Solutions  Practice  Manager  -  Responsible  for  business  and  research  development  for 
major  Internet  technology  projects.  Must  have  a  fundamental  knowledge  of  technologies  that  enable  next  generation 
Internet  systems,  particularly  those  from  Sun  and  Netscape  in  areas  like:  •  http/html/xml  •  Java  •  application  servers 
•  server  clusters  •  session/security  managers  •  service  ready  middleware  •  scaling/HA/failover  software  •  load 
balancing  TCP/IP  networks.  Experience  with  major  ISPs  highly  desired. 

Internet/Intranet  Architects  -  Create  architectural  “blueprints"  of  IT  infrastructure  for  web  service  providers, 
portals,  and  transaction  engines.  Requires  5+  years’  hands-on  industry  experience  in  UNIX™,  Netscape™  and 
knowledge  of  Sun  hardware,  Solaris™,  Java,  E-commerce  and  related  technologies. 


2 

.  - 

7  a 


Positions  are  located  in  New  York  City  and  Northern  California. 
Extensive  travel  required.  Please  send  resume  indicating 
Dept.  Code:  NNWW0222A  to: 

Sun  Microsystems,  7900  Westpark  Dr„  Mclean,  VA  221 02; 
Fax:  (703)  208-5733;  email:  staffing59@bruin.corp  sun.com 
(plain  text  only  no  attachments  please). 

Sun  is  proud  to  ensure  that  equal  talent  always  gets 
equal  opportunity. 


Sun. 


♦ 

microsystems 

WWW.SUN.COM/30BS 


01998  Sun  Microsystems,  Inc.  All  trademarks  and  product  names  mentioned  herein  are 
registered  to  their  respective  companies 
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Where’s  tK  e  best 
place  to  find 
a  h  gh  tech  job? 

www.  lice.cc  m 


Real  Jobs.  Real  Fast.  DICE:  5 1 5-280-1 144 


BERMUDA 

Junior  Telecommunications/PC  Technologist 
LAN/WAN/PBX/Windows  NT/Lotus  Notes/MS  Office 

BERMUDA-based  global  trading  firm  Trout  Trading  Mgmt.  Co.  Ltd.  (TTMC)  seeks 
highly  motivated  and  enthusiastic  Junior  Telecommunications/  PC  Technologist  to 

be  responsible  for  voice  and  data  communications,  networking,  hardware,  software  and 
electronic  financial  quote  services  in  our  state-of-the-art  environment.  Technologist’s 
primary  responsibility  encompasses  all  duties  related  to  the  voice  and  data  network  and 
secondary  responsibilities  include  PC  software  and  hardware  administration, 
maintenance  and  support. 

With  50  employees  TTMC  operates  24  hours  a  day  from  Bermuda  and  trades  on  major 
financial  markets  around  the  world.  In  support  of  its  international  trading,  TTMC 
manages  a  global  voice  and  data  network  comprised  of  frame  relay  circuits,  1PL 
circuits,  routers,  multiplexers,  networked  PBX’s  and  10/100  base  T  ethemet. 

One  or  more  years  of  hands-on  experience  with  either  international  voice  or  data 
networks,  bridges,  routers,  and  Nortel  PBX’s  required.  PC  hardware,  Windows  NT, 

Lotus  Notes  and  Microsoft  Office  experience  a  plus.  Excellent  time  management  skills, 
an  eye  for  detail,  strong  organizational  skills,  ability  to  learn  new  concepts  quickly  and 
a  superior  work  ethic  are  expected. 

TTMC  Technology  Profile: 

Telecommunications  Related:  Cisco  Catalyst  5500,  Fore  Powerhub  5001,  Gandalf 
Bridges,  Cisco  FastHub,  Cisco  2501,  2503,  2516  routers,  Ascom  Timeplex  Link  2+, 

Cray  T1  Multiplexer,  PCS1  Voice/Data  Multiplexer,  Zetafax  Fax/communication  Server, 
Network  Associates  Sniffer,  CiscoWorks,  Checkpoint  Firewall  1,  Legato  Backup 
Software,  SpectraLogic,  PictureTel  Video  Conferencing,  ISDN,  Frame  Relay, 

International  Private  Lines,  T1  data  circuits,  Burstable  T1  Internet  Access,  Ring  Down 
Circuits,  PR1  Voice  circuits,  Compressed  Voice  Tielines,  Nortel  Option  61C,  Nortel 
Option  11C  and  3  Nortel  Companion  Wireless  Systems. 

PC  Related:  SMS,  Ghost,  NT4.0,  Microsoft  Office  97,  Lotus  Notes,  PC-NFS,  Peachtree,  j 
Exceed  and  other  business  PC  software  applications. 

Relocation  to  Bermuda  and  a  minimum  three-year  commitment  are  required. 

Email:  leaw@waterint.com  Fax:  (416)  956-4715 
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Your 

Ad 

Could 

Be 

Here 

For 

|$922.50| 

Call  Carla  at 

800-622-1108 

for  more  info. 

(less  if  you 
have  a  contract) 

Systems  Software  Programmer/ 
Analyst:  Plano,  TX-  Perform, 
design,  implementation  Sc 
maintenance  of  Composer 
Communications  subsystems 
including  Common 

Communication  Architecture, 
Peer  Logic  Pipes  Sc  other  com¬ 
munication  related  components. 
Design  specifications  Sc  debug¬ 
ging  of  new  software  products  Sc 
enhancements  utilizing  knowl¬ 
edge  of  C  &:  C++  &c  knowledge 
of  operating  systems  such  as 
UNIX.  Document  technical  pro¬ 
prietary  design  specifications  Sc 
proprietary  software  require¬ 
ments.  Design,  code,  test  Sc  doc¬ 
ument  specific  enhancements  to 
the  core  product.  Apply  knowl¬ 
edge  of  (i)  communication  proto¬ 
cols  Sc  middleware  components 
(including:  NetBIOS,  TCP/IP, 
DCE);  (ii)  major  relational  data¬ 
base  systems  including  Oracle  Sc 
Ingres;  Sc  (iii)  HP-UX  &:  Sun 
Solaris  internals.  Master’s 
Degree  in  Computer  Science  or  a 
closely  related  field  of  study  Sc  3 
yrs.  exp.  in  a  software  engineer¬ 
ing  position  OR  a  Bachelor’s 
Degree  in  Computer  Science  or  a 
closely  related  field  Sc  5  yrs.  of 
progressive  experience  in  a  soft¬ 
ware  engineering  position. 
$73,500  per  yr.  40  hrs  per  wk. 
Apply  at  the  Texas  Workforce 
Commission,  Dallas,  Texas,  or 
send  resume  to  The  Texas 
Workforce  Commission,  1117 
Trinity,  Room  424T,  Austin, 
TX  78701,  Reference 
J.O.#TX06 10510.  Ad  Paid  by 
An  Equal  Opportunity 
Employer. 


Got  Hiring 

Needs? 


Talk  To 

NetworkWorid 

N9RTHERN  US 
Karima  Zannotti 
Ext.  7488 

kzannott@  nww.com 

Southern  US 
Jim  Parker 
Ext.  7542 
jparker@  nww.com 

Director 

Dodi  Rabinovitz 
Ext  7454 

drabinov@  nww.com 

Career  Fair  Coordinator 
Carla  Cappucci 
Ext.  7510 
ccapp  @  nww.com 

800-622-1108 


Call  Now  to 
Reserve  Space! 


At  SBC  Communications,  the  parent  company  of  Southwestern  Bell  and  Pacific  Bell,  our  philoso¬ 
phy  has  always  been  that  employees  come  first.  By  encouraging  diverse  perspectives  and  empow¬ 
ering  our  people,  we’ve  become  one  of  the  largest,  most  successful  telecommunications  companies 
in  the  world  with  over  90  million  customers  and  more  than  36.9  million  access  lines.  From  our 
state-of-the-art  technology  to  the  many  opportunities  we  provide  for  advancement,  we’ve  made 
sure  SBC  is  the  kind  of  place  where  your  IT  career  is  limited  only  by  your  imagination.  So,  if  you’re 
interested  in  a  place  that  believes  in  its  employees  almost  as  much  as  you  believe  in  yourself,  bring 
IT  all  together  at  SBC  Communications. 

To  find  out  more  about  an  IT  career  with  SBC,  Southwestern  Bell,  or  Pacific  Bell,  please  visit  our 
IT  web  pages. 

www.brmgITtogether.ooin 

SBC  Communications  is  an  Equal  Opportunity  Employer.  All  qualified  applicants  will  receive  full 
and  fair  consideration  for  employment. 

(SBC) 

SBC  Communications  Inc. 


@  Southwestern  Bell 


PACIFICjujBELL. 


Network  World's 

Signature  Series 
issues,  published 
bimonthly,  provide  insights,  opinions 
and  information  on  the  most  important 
issues  shaping  the  networked  world. 
The  award-winning  Signature  Series 
issues  include: 


■  The  Network  World 

|  The  Buzz  Issue 

200  Issue 

9/27/99 

4/26/99 

■  The  You  Issue 

■  The  Best  Issue 

Showcasing  the  Network 

11/15/99 

Leaders:  7/26/99 

For  more  information  call: 
800-622-1108  Ext.  7510 


Director 

Network  Quality 


|  Rochester,  NY  ) 


Our  vision,  stability,  depth 
of  expertise,  and  industry 
insight  has  strengthened 
our  status  as  a  major  force 


within  the  datacentric  telecommunications  industry.  Today,  we  are  a  multi-dimensional, 
multi-billion  dollar,  S&P  500  leader — prepared  to  address  the  emerging  opportunities 
of  the  next  century. 


Candidates  will  oversee  and  maintain  OSP  construction,  maintenance,  and 
engineering  which  affects  the  quality  of  the  network  encompassing  access  lines. 

Key  responsibilities  include  performing  trunking,  transmission,  and  special 
services  for  voice  and  data,  managing  $100  million  annual  capital,  interfacing  with 
departments  to  target  problem  areas  in  the  networks,  and  mentoring  a  diverse  team. 

The  perfect  candidate  has  10+  years  of  telecommunication  experience  and 
experience  operating  a  Telco  plant,  large  projects  specific  to  networks,  and  leading 
teams,  strong  knowledge  of  installation  or  repair,  central  office,  and  outside  plant 
engineering  and  construction.  Exceptional  leadership,  communication  and 
interpersonal  skills  a  must. 


;  SNMPc  WorkGro 


Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 

- 

this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 
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West  Hills 


Solutions 


10/100  Network  Cards 


Gigabit  Network  Adapter . 

3COM  Fast  EtherLink  XL 

Auto-sensing  10/100  PCI  RJ45  network  adapter 

(3C905-TX)  . 

INTEL  PRO/ 100  TX  PCI 

High  performance  10/100  32  bit,  RJ45,  adapter. 
(PILA8460)  . 


Remote  Access 


ADTRAN  T1/FT1 

V35,  CSU/DSU.  (1202060L1) 

85 

Bridge  Router  with  2  Pots  and  4  RJ45  ports 


$659 


$655 


Hubs 


Switches 
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Network 

Management 

for  Microsoft  Windows 


,ept 


IF  ;1 \J>J{  C*  ur  Ft  •».  ?  +  \  V  *  '  •  ,TjT  v«  *5  :  1  • 

m  Buy .  *  ■  The  t luh  vf.  t b ■ 

For  Free  Product  Info  • 


The  Simple,  Powerful  &  Affordable 

Firewall 

•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 
•Transparent  Network  Access 

•  Easy  to  Configure  &  Operate 

•  Remote  Web  Based  Management 

•  Cost  Effective 

•  Time  Based  Access  Control 

•  URL  &  Content  Filtering 

•  Email,  Pager  &  SNMP  Trap  Alerts 

•  Email  Proxy 

•  ISDN,  xDSL  &  Cable  Modem  Support 

•  Win95/NT  Management  Client 

$  995.00 


1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  +1  -407-380-0220  Fax:  +1  -407-380-6080 


For  Free  Product  Info  •  www.networkworld.com/infoxpret 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


1-800-FOR-LANS 

1-800-367-5267 

salcs@west-hills.com 


weti  mm 

LAM  lYfTeiif 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-8171 
Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


Castle  Rack 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


D-LINK  10/100  Hubs 
16  and  24  10/100Base-TX  Dual  Speed  Un 
16-Port  (DFE-916X) . $616  24-Po 

NBASE  MegaStack  100  -  Fast  Ethernet  H 
24  10/100  Port  autosensing  stackable  hub 
with  option  for  fiber  uplink  (NH1026) 


3COM  SuperStack  II  Switch  1100 

The  Switch  1 100  provides  12-24  switched  Ethernet  ports  and  2 
10/100  ports.  (3C 16950/1)  . Call  for  Prices 


Gigabit  Ethernet 
NBASE  MegaSwitch 

8-port  lOBase-T and  2-port  10/100  (NH210) 


Cisco  10/100  Fast  Hub 

Dual  speed  auto-sensing  10/100 1 

12-Port  (1121) . $769 


(Cisco2501-CH)  . Call  for  Prices 

J 

serial  ports/8  Asynchronous  ports. 

CH) . $2,129 

Pricing  for  ISP's 


$1,285 

$5,430 


Call  for  Prices 
Call  for  Prices 
Call  for  Prices 


,  Built-in  NT1,  IP/IPX 


itrator  3000 
44  Modems  (001843-00) 


100Base-TX  to  100Base-FX  Transceiver 

lOBase-T  to  AUI/FL  Transceiver . 

BNC  to  RJ45  Transceiver . 


190 

.  Call  for  Prices 


$780 


Download  a  Free  Evaluation 

www.castlerock.com 


Transceivers 


ssamem. 


HH 


Momentum  Systems 


Momentum  Systems'  FTP  Gateway 

automates  the  secure  delivery  of 
files  to  any  application  across  your 


1-877-4-MOMSYS  www.momsys.com 
Reseller  inquiries  invited. 


t  j 

J 

i-  mmmmm 

Microsoft*  |  Microsoft 
BackOffice*  K-fllT 
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Enterprise,  including  Internet  and 
non-Internet  suppliers. 


ATTIS  -  ACCURATE  &  INTUITIVE 
ACCESS  &  PRIVATE  LINE  PRICERS 

The  easiest  &  most  comprehensive  pricing  tool  available, 
by  200  cLECs,  RBOCs.  LECs,  ISPs,  LD  &  Wireless  telcos. 


|  no 

TOTALS 

X 

HRCo 

•i  1 

$7,930  00 

0 

$1,311.00 

.!  12 

$6,556. 00 

17 

$1,190.  00: 

37 

$5.916. 00 

-25 

33 

$1,190. 00 

f  61 

$5,326  00 

$1,190. 00 

BST  PRICING  PLAN:  TPP 
CLICK  HERE  TO  SWITCH  TO  CSPP 


BELLSOUTH 

OTHER 

$415. 00 

FCC#1 

1  POP  LOCAL 

$300. 00 

4 

DS3-44.736  MBPS 

2  IOC  CO  CIS 

$360. 00 

INTER-STATE 

1  INTEROFC 

$21. 00 

SPECIAL  ACCESS 

1  LC  CO  Cl 

$180. 00 

POINT  TO  POINT 

1  PREM  Cl 

$235.00 

2/16/99 

1  LSO  LOCAL 

$300. 00 

NRC  (1  MO) 

$1,811. 00 

■ 

ATLANTA 


ATLANTA 


ELECTRICAL  DS3xl 


CHANNEL  #1 
LC  CO  Cl 
PREM  Cl 
ELEC  LC  FIXED 
LC  HALF-MI=2 


LSO  SUB 


ATLNGACSDS3 
BELLSOUTH 
404  Z1  222 

r 


6  MILES 
LATA  438 


ATLNGATH78A 
BELLSOUTH 
404  21  777 


CHANNEL  #1 


$115. 00 
$115. 00 
$2.000. 00 
$250. 00 ■ 


$2,480.00  ' 


IOC  CO  CIs: 
IOC  .FIXED : 
IOC  MIJEAGE: 


IOC  SUB 


$230. 00 
$1.400. 00 
$840. 00t 


CHANNEL  #1 
LC  CO  Cl: 

PREM  Cl: 

ELEC  LC  FIXED: 

LC  HALF-MI=4 : 


$115. 00 
$115. 00 
$2,000.  00 
$750,  00. 


$2,470. 00 


POP  SUB:  $2,980.00 

|  CToOT  | 

DS3  CIRCUITRY  $7,930.00  MONTHLY - L 


CALCULATE  PS3 
CHANGE  SEBu'l  CE~jj[HELP 


RESET  NPflNHH 


PROTECTION 


ENTER  POPS  MRNURLLV  NAME  POP  f>  EU  RATES  O' TRR IFF  INFO  OSSPCRV 

■ . ■ .  M8  |Bb 


CHANGE  #  ACTIUE  DS3s 


PAINT 


CHANGE  STBBT/ENO  CH 


CONFIG 


✓  Special  &  Switched  Access  (Inter  &  Intra) 

✓  Private  Line  (AT&T,  MCI/WCOM,  Sprint,  LCI) 

✓  Local  Private  Line,  w/ISDN  PRI  &  BRI 

✓  M  Meet-Points,  MTerm  Levels 

✓  SONET  Rings  and  Non-ring  Optical  (OC) 

✓  Voice,  DOS,  T-1,  DS3(aU),  Frame  &  ATM 


LATHS  Subscriptions  from  $25GO/Yr.  (Regional),  frc 
,  Call  Tri-Quad  Enterprises,  Inc.  at  800-398-2088  visit  us  at  ‘ 
Innovative  Pricing  Tools  Since  1988  -  Ask  about  our  new  Rate 


✓  Win  95,  98  or  NT  &  Mac  &  UNIX 

✓  Internet,  Client-Server  &  Stand  Alone 

✓  Monthly  Updates  (CD  or  FTP) 

✓  Toll  Free  Help  Line 

✓  2  Hours  Video  Training 

✓  Customization  at  Reasonable  Prices 


For  the  lowest  price  on 
TimePlex  Equipment 


All  hardware  is  staged 
and  pre-tested. 
If  it  doesn't  say 


then  it's  not! 


Engineering  Support 
Software/Prom  Upgrades 
Year  2000  Upgradable 


ALL  TIMEPLEX  EQUIPMENT 


FDDI  CSU  TIME/LAN 

LINK/2+  microLINK  TIME/PATH 

LINK/1  miniLINK  MICROPLEXER 

LINK/ 100  ROUTERS  OEM 


1 -800-726-LINK  ext.  1777 


or  Fax:  1-727-531-2102 
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YVVNMI  • 


CHAT  ABOUT  IT! 


Booger  Hallo  Keylley 
Icing  nchanL  tins  u  rather  slow 
king  riclianL  thu  u  rather  slow 
king  richanL 
Kelley:  Hello? 


Booger.  Hallo  everybody 
Booger  Hallo  Keyfley 

Booger.  !‘«n  from  Belgwm.  from  where  ase  you  folks 


AT  HOME, 
HOW  YOU 
SURF  IS 
YOUR 
BUSINESS. 


Immediately 

increase 

productivity. 


Monitor,  report  on,  or 
block  all  Internet  access 


AT  WORK 
IT'S  OURS. 


LittleBrother 

"Little  Brother  is  watching  you  use  the  Internet 


m&Sm 


\U"'V'C'40"' 


546  Valley  Way  Milpitas,  CA  95035 


Ph:  1 .800.200.9881  Fax:  408.263.9883  sales@kansmen.com 

k _ _  _ 
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For  a  limited  time, 

people  register  foi 

- 

■Km;; 

program  -  the  sect 


udes  hands-on  training  for  ALL  6  modules,  Microsoft  approved 
:Quest  testing  software  (with  hundreds  of  practice  questions),  f 
;al  Support  Training  and  demo  version  of  NT  4.0.  Offer  valid  for 
ididates  must  register  together.  Second  person  pays  for  books,  softw 
only.  Call  or  visit  Microhard  website  for  complete  terms  &  condii 

certifications:  MCP,  MCSD 
O,  ORACLE,  CNE,  CNA,  A+ 


Microsoi 


WITH  THE  BEST.  FIND  WHY  COMPANIES  LIKE  AT&T,  ARTHUR  A 
tOLA,  US  ROBOTICS  AND  THE  US  DEPT.  OF  DEFENSE  CHOOSE 


IS  OAK  BROOK  ORLANDO  ST.  LOUIS  SCHAUMBURG  THORNHILL  TORON" 

7-microhard  www.microl 
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For  Free  Product  Info  •  www.networkworld.com/infoxpre: 


For  Free  Product  Info  • 


Demand  Raritan 


Raritan 


1-800-724-8090,  X90 

Phone:  732-764-8886  Fax:  732-764-8887 
E-mail:  sales@raritan.com 


www.raritan.com 


- 


MasterConsole  MX4 


Get  a  hands-on  demo  at:  FOSE,  Washington,  DC,  March  16-18,  Booth  #3012 


#314  @  www.networkworld.com/infoxpress 


Netscape:  ISDN  -  Telco  Express  -  Digital  Pricing,  ISP  Searching.  Tt,T3.  Centrex 


Back  Forvard  Reload  Home  Search  Guide  Images  Print  Security  Stop 


Location :  |http;//vvv.telcoexpr tss.com/ 


To  find  the  pricing  for  Telco  lines  in  your  area,  enter  area  code  +  1st  three  digits  of 
your  phone  number.  Then  select  technology  needed,  and  calculate  quote.  Enter 
2nd  location  for  point  to  point  service. 


Area  Code  &  Exchanged 
Area  Code  &  Exchange:  f 


(e.g.  703426) 
(optional) 


ISDN  BRI 

ISDN  Centrex 

56K 

T1 

T3 

DSL 

PRI 

Channelized  T1 

Frame  Relay 

Interlata  Frame  Relay 

FDDI 

SMDS 

ATM 


Calculate  Quote 


The  New  Brand  of 
Telecommunication  Service 

877-988-6484 


Digital  Line  Pricing  Tool 
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Network  Troubleshooting,  Analysis  and  Trending 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


.  u  .  ' 

.  ••• 

Introducing  the  Router  that’s  easier  to  configure. 


mh 


Browser 
Configuration. . . 
It’s  Easier! 

introducing  The  Emerald,  a 
Frame  Relay  Access  Router  to 
replace  all  others.  Why?  Web 
Browser  Configuration!  Use 
your  HTML  3.2  compliant 
browser  to  set  up  and 
configure  your  Emerald.  The 
Emerald  allows  you  to  monitor 
your  network  from  your 
desktop  using  the  Web 
Browser  you  use  every  day. 

For  iess  than  the  price  of  one 
week's  training  on  those  other 
routers,  you  can  be  up  and 
running  in  minutes! 


m 


Call  800-223-9758  to  receive  a  FREE  demo  Emerald  to  try 
for  45  days.  If  you’re  not  convinced  it’s  the  easiest  router 
you’ve  used,  send  it  back.  What  could  be  easier? 


Take  a  look,  you’ll  like  what  you  see 


American  Technology  800-777-551  lor  +1-406-777-5511  fax:  406-777-5512  email:  info@atli.com 


encan 

TECHNOLOGY 

www.atli.com 
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Remote  Trouble-Shoot  &  Reboot 
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Capture  and  Decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  LAN  Efficiency 
Long-Term  Netivork  Trending 
Auto-discover  Network  Addresses 
Set  Triggers  and  Alarms 
Extensible  with  Probes 
Monitor  Netivork  Errors  by  Station 
Many  new  decodes  including  IPv6 


itasiaisj  sa~3 


Multiple  Mode  Interface 
View  LAN  Errors  (Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  <&  NT  4.x  Only) 
Filter  by  MAC  or  IP  address ,  protocol,  or  offset 
View/  Chart  IP  and  IPX  usage  by  service 
Detect  duplicate  IP  addresses 


If  you  have  network  slowdowns,  would  you 
know  if  they  are  due  to  overloaded 
bandwidth,  broadcast  storms,  or  errors? 
Observer  will  show  your  LAN  traffic  in  real 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 


$995. 


Ethernet ,  Token  Ring  and  I  DDI 
Windows  95/ 98  and  Nil 


www.networkinstruments.com 


cause  is  found,  solutions  and  action  plans 
become  clear.  Start  seeing  what  you  have  been 
missing!  Call  800-526-7919  for  a  FREE 
DEMO  or  download  from  our  web  site. 


NETWORK 

INSTRUMENTS 


©  1998  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Kuropc 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info^networkinstruments.com  wA\rw.nctworkinstrumcnts.com 
Observer!,  Network  Instruments  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  I.I.C  Minneapolis  MX  USA 


^  Dial-up  and  telnet  access  to  Remote  Sites 
^  Select  Multiple  Console/AUX  Forts 
^  Reboot  power  on  selected  devices 
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Intelligent  Remote  Power  Switches 

Reboot  “locked-up”  network  equipment 

•  AC  and  -48V  DC  versions  •  Password,  Site  ID,  Plug  Labels 

•  On/Off/Reboot  power  switching 


mh 


n  western 
U  telematic  inc. 


(800)  854-7226 


Console/AUX  Port  Managers 

Remote  access  to  multiple  R 5-232  Console/AUX  Ports 

•  TCP/IP  (telnet)  and  dial-up  (modem)  •  Continuous  off-line 
buffering  •  Password  Protected  •  Any-to-Any  Port  Matrix 
Switching  •  AC  or  -48V  DC  power  options  •  Various  models 
from  4  to  64  ports 


Rack  Mount  Modem 

Single  modem  for  Dial-up  acces  to  console  ports 

•A  C  and  -48V  DC  powered  •  33.6Kbps  V34+  •  Requires 
only  one  19”  rack  space 


www.wti.com 


5  Sterling,  Irvine,  CA  92618-2517 
Facsimile:  (949)  583-9514 


RACK  MODEM 


REMOTE 
ADMINISTRATOR 


CONSOLE  SWITCH 


REBOOT  SWITCH 


uro  '-tisi£i 


FILE 

SERVER 


POWER 


ROUTER 


DSU/CSU 


COMM. 

SERVER 


wmmmmmmmmmmmm 


Mien  it  comes  to  Remote  Site  Management,  no  one  offers  more  choices  to  access 
multiple  console/AUX  ports  and/or  reboot  power  than  NetReach  products  from 
Western  Telematic.  We  offer  the  flexibility  you  need  to  mix  and  match  equipment  for 
small  or  large  remote  management  strategies.  NetReach  products  are  now  installed  in 
thousands  of  network  sites  world  wide.  Our  customers  know  they  can  depend  on  our 
superior  quality  and  reliability  for  their  mission-critical  operations. 


For  Free  Product  Info  i 
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Hub  of  the  Network.  Buy  •  The  Hub  of  the  N  ' 

..  ..  ... ' 
e  Network  Bn 
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On-screen  display  menu-This  screen  shows  the  overlay 
menu  with  the  selection  tor  the  color  scheme  popped  up. 


10707  Stancliff  Road  Houston,  Texas  77099 

Phone  281-933-7673  Fax  281-933-0044 


Ultra  View:  the  keyboard-monitor-mouse  switch  allowing  you 
to  control  multiple  platform  systems  on-screen  from  one  console! 

Create  space  in  your  computer  room  by  eliminating  extra  equipment. 
UltraView  allows  one  keyboard,  monitor,  and  mouse  to  control  all  of 
your  computers,  any  mix  of  PC,  MAC,  SUN,  HR  SGI,  and  more. 

UltraView  accesses  each  CPU  from  menus  that  pop  up  over  your  existing  video. 
Switch  from  the  keyboard,  on-screen  menus,  front  panel,  or  RS  232  port  of  the  UltraView. 

Customize  your  UltraView  on-screen  menu  with  personalized  port  names,  colors, 
fonts,  and  display  window  placement  so  that  the  entire  system  makes  sense  to  you . 

Upgrades  are  easy,  too!  Add  up  to  16  CPUs  on  one  switch  and  daisy-chain  to 
access  up  to  256  computers!  Plus,  Flash  memory  upgrades  keep  you  on  the  leading  edge  of 
future  improvements  ensuring  that  the  switch  never  becomes  obsolete.  The  excellence  you 
have  come  to  expect  from  Rose  is  apparent  in  UltraView's  simple  setup.  You'll  easily  define 
the  automatic  Scan,  Screen  Saver,  and  other  parameters-so  you  quickly  get  down  to  the  real 
business  at  hand. 

UltraView  is  the  most  flexible  KVM  switch  on  the  market.  You  can  choose 
between  3  different  chassis  sizes  and  4  different  platforms:  PC  Only,  SUN  Only,  APPLE 
Only,  and  Multi-Platform. 

With  UltraView  you'll  see  how  simple  it  is  to  switch  from  CPU  to  CPU-making 
your  work  a  lot  easier  and  faster.  Call  our  sales  staff  today  for  detailed 
information  on  any  computer  system  application. 


Call  For  A  Free  Catalog: 

♦  Keyboard/Video  Control 

♦  Print  Servers 

♦  Data  Szvitches 


800-333-9343 

Visit  our  web  siteatwww.rosel.com 


ELECTRONICS 


ACCESS:  DENIED!  ™ 

The  unique  hardware  "Firewall"  device  that  protects  your 
system  from  hackers  and  other  unauthorized  persons  -  24 
hours  a  day  *******  pike  a  junkyard  dog! 


Networks,  modems,  computers,  phone  systems,  plus  many 
other  systems  may  be  remotely  accessed  only  by  entering  a  7 
digit  security  code  with  100,000,000  user  settable  combina¬ 
tions.  After  3  unsuccessful  attempts,  the  device  locks  out 
access  to  the  system  for  15  minutes  (user  settable). 


ACCESS:  DENIED!  ™  -  $259.00 


Watchdog  2000™monitors  your  unattended  sys-  ,  ...  ,,  _  _  _  _ 

terns  even  when  you’re  on  vacation!  In  the  (AutODOOt  Watchdog  2000 
event  of  a  lock-up,  Watchdog  2000  automatically 
"reboots"  the  system  it  is  monitoring! 

Watchdog  2000  is  essential  for  maintaining  unat¬ 
tended  kiosks,  security  systems,  scientific  instru¬ 
mentation,  and  any  other  equipment,  which  must 
run  continuously.  Watchdog  2000  addresses  the 
problem  of  chronic  system  lock-ups  when  no 
one  is  at  the  site  to  manually  reboot  the  system. 

Includes  all  necessary  hardware  and  Windows 
software.  Watchdog  2000  $299.00 

TeleSwitch  Corp. 

124  N.  Bicycle  Path 
Selden,  NY  11784 
Telephone:  516-244-7075 
FAX:  516-244-5725 
www.teleboot.com 
sales@teleboot.com 


TM 
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PROXY/MAIL  SERVER  FOR  WINDOWS  95/98/NT 

Connect  your  entire  network  to  the  Internet  with  only  one  ISP  account,  one 
modem,  one  dial-up  connection  and  only  one  (dynamic)  IP  address.  You  will 
increase  the  throughput  and  lower  your  connection  fees.  The  firewall  will  protect 
your  data  and  the  mail  server  will  transfer  all  your  e-mail. 

Find  out  for  yourself  why  WinProxy  is  distributed  in  almost  70  countries 
worldwide  and  why  it  received  "THE  BEST  OF  LANTIMES"  award  from  the  LAN 
Times  Testing  Center  and  the  best  rating  from  the  leading  software  archives 
(Tucows,  ZDNet). 


•  f 

TUCOWS 


5  x  COW 


ORDER  ONLINE!  www.winproxy. 
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received  from 

the  LantimesTesting  Center 
Apr.  13  issue,  Pg.32 
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Test  this  outstanding  product  now  and  get  the  fully  fun¬ 
ctional  2-user  demo  at  our  WWW.  20-day  trial  key  for 
unlimited  testing  available  too.  Test  it  for  free! 

WINPROXY  PRICE  LIST 

A  chance  for  resellers,  system 
Integrators,  consultants  and 
Internet  service  providers!  Ask 
for  special  conditions  &  prices! 


THE  BEST  OF 

LANTIMES 
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Network  Ready 
CD-ROM  Servers 


From 


$1,749 


Excel  custom  designs 
powerful,  expandable 
CD-ROM  Solutions  for 
Netware,  Windows  NT  and 
Unix  Systems  ranging  from 
7  to  256  CD-ROM  Drives. 


I 


CD-ROM  Systems 

888-286-6201 

www.excelcdrom.com 


CLiiCrifi^or 
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Do  you  offer  Training  or 
Educational  Services? 


If  so,  call  Enku  today  to  find  out  how  to  place 
your  listing  in  our  "Training  Directory." 

Call  800-622-1108  ext.  7465 


a  specific  product  or  service? 
m®  im®  to  research? 

Network  World  InfoXpress  is  your  answer!  We  give  you  all  the  information 
you  need  in  one  convenient  place. 

www.networicworid.com/iiifoxpress 

No  more  dead-end  searches!  Lots  more  time  to  really  investigate  and 
make  that  smart  buy! 

And,  to  help  you  keep  track  of  the  extra  time  you’ll  have  just  from  using 
Network  World  InfoXpress,  go  online  and  register  to  win  the  Official 
Count  Down  to  the  Year  2000  Watch.  .  ..fo 

Over  the  next  5  weeks  we’ll  be  giving  away  two  watches  each  day 
to  two  lucky  site  visitors!  Enter  the  site,  type  in  ‘Marketplace 
Contest’  under  “search  by  company,”  and  register  to  win! 


Buy/5ell/Trade,  New  &  Used 


fZ.ou-ter&  m  Siv/'tches  •  H ub>s 


CISCO,  BAYNETWORKS,  CABLETRON 


ASCEND 

FORE 

3COM 

CHIFCOM 

Visit  Our  WEBSITE@wnrw.bhlnt.com 

NY  Office/Sales:  ^  %  Main  Office: 

Tel:  (315)  458-9606 
Fax:  (315)  458-9493 


Tel:  (978)  667-4926 
gr  Fax:  (978)  663-0607 
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Also  Available:  welifieet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC. 

The  #1  Network  Remarketer 

612*835*5502 

Fax  612»8S5»1927  E-Mail  sales@comstarinc.com 
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DSU/CSU'S 

T-t  EQUIPMENT 

LAN/WAN  •  BUY/SELL 

FI  WARRANTEED 

NEW/REFUR  SHED 

RENTAL 

SWITCHES,  MUX 
HUB,  BRIDGES,  F 

JES  *'"• 

tOUTERS,  ETC 

|  Cabletron  BayNetworks! 

Cisco  Specialists 


3Com  Micom  Adtran  H/P 

We  carry  all  manufacturers,  call  ask  for  sales. 


http://www.adcs-inc.com 

PHONE 
800-783-8979 


Bay  Networks  CaBLCTROQ 


The  Merged  Company  of  SynOptics  and  Wellfleet 


Cisco  Systems 


i 


Novell. 


We  Stock  the  Largest  Inventory  of 
Refurbished  Bay  Networks  in  the  World! 


a 


si 


Bay  Networks  ESP  Trained 
Bay  Networks  Authorized 
Full  Product  Line 
New  &  Used,  Buy  &  Sell 


•  Proven  Track  Record 

•  Good  As  New  Warranties 

•  Repair  Services  Available 

•  Technical  Support 


W 


MAOCE 

Phone  801  -377-0074 
Fax  801-377-0078 
1 403  W.  820  N.  Provo,  UT  84601 

Visit  us  On  the  Web  @  www.nle.com 


National  LAN  Exchange 

888.89 1.4BAY  (4229) 


“  inn 


C.O.D's  Terms 


it  delivery 
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FAX  (916) 
81-6962 
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SNMP  Tools 


timtii 

Develop,  test,  demonstrate 
Management  applications 
without  real  devices. 


Complete  weeks  worth  of 
manual  testing  in  minutes. 

SIMPLESOFT  Inc. 
Tel:  (650)  965-4515 
Web:  www.smplsft.com 


#267  @  www.networkworld.com/infoxpres* 


REFURBISHED  NETWORKING  EQUIPMENI 


The  First  Name  in  Second  Sourc< 
Networking  Equipment 

BUY,  SELL., 
LEASE/RENT, 

Routers,  Hubs,  Switches,  Comm. 


FIBERMUX  •  CABLETRON  •  CISCO 
3COM  •  ASCEND  •  SHIVA 
AT&T  PARADYNE  •  US  ROBOTICS 
MtCROCOM  •  ADTRAN  &  ADC  KENTROX 
BUY  USED  ♦  SELL  REFURBISHED 

CALL  BOB  GLICK 
818-366-1374  •  Fax:  818-366-5274 

a/amiacoM 

VISIT  US  ON  THE  WEB:  www.fibercom.net 
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BAY  NETWORKS,  3COM, 
ASCEND,  LIVINGSTON,  XYPLE 

'All  trademarks  are  the  property  of  their  respectwe  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Prtdr 

1 -800-832-653* 

FAX:  612-944-3534 
VOICE:  612-944-3440 
Email:  sales@interlinkcom.com 
http://www.interiinkcom.com 

COMMUNICATION!| 
7131  Shady  Oak  Rd,  Minneapolis,  MN  5534 1 

s’ 


1-CiHji 
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For  Free  Product  Info 


|47  WERMAN  CT. 


PLAINVIEW,  NYn3’  180: 


Quantity,  Reseller. 
Government  &  Education, 


PH:  5  1  6-293-5200 


FT  nUV7C  'K 

DISCOUNTSr 


caBLerRon 

_ swiems 


ClearVoice* 

is  a  remarkable 


digital  compression  technology  •• 
that  adds  toll-quality  voice  and  fax  to  your 

existing  frame  relay  or  routed  IP  network.  Infra-  . -J*1* 

iy  phone  calls  and  taxes  ride  free  along  with  other  LAN 
raffic.  What's  more,  ClearVoice  takes  only  a  fraction  of  your 
put,  so  there's  no  need  to  add  extra  bandwidth.  Call  or  e-mai 
I  Networks'  free  ClearVoice  white  paper  and  get  the  full  story. 

Free  ClearVoice  Over  Frame  Relay  White  Paper  Offer! 


network's 


Datacomm  Support  Company  Inc. 

1020  Caile  Cordillera,  Suite  103,  San  Clemente,  CA  92673  Tel:  (800)  388-8953 
E-Mail:  sales@dscwan.com  Website:  www.dscwan.com/Reg/SpecialsMain.htm 


N0RTEL 

NETWORKS 
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PRODUCTS 


MB-  VA3GES 7- 

'  ZJPPljg? 

New  3Com  3C  905B-TX-NM . $74.  V 

Used  BAY  2803  1 6  Point  Hub . S400.  WS' 

Used  3Com  3C8427C  ISDN  Router  $1  SCO 

usedC  SCO  25D‘  Roots'  :'25C 

.srsC--.;--  -.V-x  '2 


ONE  YL\R 


Warranty 


Discount;  available. 


www.4lanwan.com 


new  &  used 

v  HDn&a 

V 


Ak  Bay  Nerworks] 

— =E=SynOptics  —I 


Fax:  defied 

5 1  6-293-©32£> 


www.  4  lanwdn.com 
E  Mail.sa*es<^4lanw_v  t  i  .-m 
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Buy,  Sell  or  Announce 

Network  Products  and  Services 
with  Network  World's  Marketplace 
Call  800-622-1108  ext.  7507 


USED 

NETWORK  HARDWARE 

"Over  15  Years  of  Exceptional  Service" 


ROUTERS  •  HUBS  •  DSU/CSU 
SWITCHES  •  TERMINAL  SERVICES 

BUY/5ELL/LEASC 

mmmu 

ADTRAN  -  KENTROX 

Overnight  Delivery:  Fully  Guaranteed 

S00-230-6638 

TST  805-964-1 314  Fox:  805-964-5649  g0 

www.networkhardware.com 

Network  Hardware  Resale,  Ihc. 
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^Products 

purchased  as 
a  result  of 
Marketplace 
ads. 

✓  Hubs 

✓  Routers 

✓  Software 
training 

✓  Memory 
products 

^  Ethernet 
Cards 

✓  Netware 
products 

✓  Modems 

\/  Testing 
equipment 

s/  Multiplexers 

File  Servers 

>/  etc. 

^  ^SL. 

.W 


Livingston  US  Robotics 

Ascend  ©AY  yy  Micom 

0° 

&  Specialist  in  all 
On-  ,  O 

L.ISCO  products  "p 
W  including  Memory’ 

n  LAN, /WAN  Products 

0,  ,  p 

O  New,  Used,  Lease,  7“ 

3Com*,  Rent  ^Codex 
Adtran  Xylogics 

Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  Inc. 


•Routers,  Bridges  ‘Frame  Relay 
•DSU/CSU’s  »Hubs,  Modems 

•Switches,  ATM  ‘Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://www.miIlenniumsolutions.net 
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VISA 


■ 


'  s  Save  up  to  80%  on  new/used: 

NETFAST  >  Routers  >-  Switches  ►  XDSL  ►  T1  CSU/DSUs 
►  ATM  ►  Fast  Ethernet  ►  ISDN  ►  Frame  Relay 


Cisco  Systems 


WE  BUY  USED 


►  CISCO 

►  Ascend 


►  Lucent/Livingston 

►  3C0M/USRobotics 


/  v/ww.  digitalwarehouse.  com 

DSGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Source® 


►  Nortel/Bay  Networks 

►  Larscom  ►  Cabletron 

►  Paradyne 

►  Motorola 


►  ADC  Kentrox  ►  Xyplex 

►  Newbridge  ►  Adtran 

►  Fore 


►  Digital  Link 

►  Network  Assoc 
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Notes  and  Domino  slip  again 


BY  PAUL 
MCNAMARA 

CAMBRIDGE,  MASS. 

Lotus  CEO  Jeff  Papows  last 
month  flat-out  promised  cus¬ 
tomers  they  would  get  the 
long-delayed  5.0  versions  of 
Notes  and  Domino  before  the 
end  of  February. 

Last  week  an  apologetic 


Jeff  Papows,  CEO,  Lotus 

Papows  was  forced  to  eat  that 
high-profile  pledge  and  reset 
the  shipment  target  by  one 
month. 

The  latest  delay  embarrasses 
Lotus  and  inconveniences  cus¬ 
tomers.  It  also  gives  archrival 
Microsoft  more  room  to 
breathe  as  its  next  Exchange 
upgrade,  code-named  Plati¬ 
num,  stands  queued  behind 
the  mother  of  all  late  software 
products,  Windows  2000. 


On  Jan.  18,  Papows  told 
about  10,000  Lotusphere  at¬ 
tendees  in  Orlando:  “We  need 
two  or  three  more  weeks  of 
polishing.  You  will  have  the 
product,  I  promise  you,  in 
February.” 

But  in  a  statement  posted  on 
the  company’s  Web  site  (www. 
lotus,  com/home .  nsf/welcome/ 
newsview)  last  week,  Papows 


broke  that  promise.  “Although 
no  new  major  problem  has 
emerged  .  .  .  we  need  a  few 
more  weeks  to  wind  down  the 
final  stage  of  development  and 
the  build  cycle,”  Papows  wrote. 

Lotus  first  outlined  a  fourth- 
quarter  1997  delivery  time¬ 
table  for  Version  5.0  of  Notes 
and  Domino  when  the  up¬ 
grade  plans  were  unveiled  at 
Lotusphere  in  January  1997. 

While  there  has  been  grum¬ 


bling  from  some  Lotus  cus¬ 
tomers,  most  have  taken  the 
delays  in  stride. 

“Sure,  people  have  waited  a 
long  time,  but  Lotus  should  get 
it  right  and  make  it  the  product 
they  have  promised  it  will  be 
before  they  release  it,”  says 
Bruce  Reed,  manager  of  techni¬ 
cal  services  at  Intrinsa  Corp.  in 
Mountain  View,  Calif. 


Timing  issues  aside,  the 
Notes  5.0  beta  code  has  been 
buggy  and  prone  to  crash. 
Reed  says  this  has  dampened 
his  enthusiasm  for  rushing  it 
into  deployment  once  Lotus 
finally  gets  it  out  the  door. 

“We’re  probably  going  to 
hold  off  doing  anything  with 
R5  this  year,”  he  says,  noting 
that  Year  2000  projects  are 
taking  precedence  over  most 
IT  projects  at  his  company.  3 


"I  apologize  to  you  for  attempt¬ 
ing  to  predict  a  precise  com¬ 
pletion  date  during  the  last 
stages  of  a  software  develop¬ 
ment  project." 


Free  site  offers  Y2K  scoop  on  e-mail 


BY  PAUL 
MCNAMARA 

PITTSBURGH  —  E-mail  ad¬ 
ministrators  have  a  new  one- 
stop  source  of  regularly  up¬ 
dated  Year  2000  information 
that  covers  dozens  of  major 
messaging  products  from  19 
vendors. 

Called  the  Messaging  System 
Y2K  Readiness  Center  (www. 
messaging2000.com),  the  site’s 
free  service  is  provided  by 
Infoliant,  which  sells  a  superset 
of  the  e-mail-only  database. The 
larger  database  features  about 
27,000  desktop  and  network 
products. 

While  certain  e-mail  prod¬ 
ucts,  such  as  Microsoft  Mail  and 
older  versions  of  cc:Mail  from 
Lotus,  are  known  to  be  non- 


Y2K-compliant,  there  are  also 
minor  Y2K  issues  with  newer 
versions  of  today’s  messaging 
systems.  The  new  Web  site  is 
searchable  by  vendor  or  prod¬ 
uct  and  includes  the  most 
recent  compliance  information 
and  vendor  recommendations 
for  fixes. 

Users  of  the  site  may  also  reg¬ 
ister  to  receive  e-mail  updates 
whenever  new  information 
arises  regarding  the  products 
they  use.According  to  Infoliant, 
this  tracking  service  is  impor¬ 
tant  because  vendors  frequent¬ 
ly  update  their  Y2K  assessments 
in  the  wake  of  new  test  data  or 
problem  reports. 

For  example,  Microsoft  only 
recently  acknowledged  that  its 
Exchange  Server  5.5  requires  a 
service  pack  to  achieve  Year 


2000  compliance  if  it  is  used 
with  Exchange  Connector  for 
Lotus  cc:Mail,  Exchange  Wizard 
for  cc:Mail  or  Microsoft  Mail 
DirSync. 

One  e-mail  administrator 
sees  value  in  the  new  online 
service. 

“This  site  offers  important 
information,”  says  Mike  Dunn, 
manager  of  network  services  at 
Boston  University.  “However, 
organizations  should  test  their 
own  e-mail  environment  for 
Y2K  compliance,  even  if  the 
vendor  says  it  is  compliant.” 

Dunn  also  believes  e-mail 
vendors  should  be  proactive 
about  informing  customers  of 
changes  in  Y2K  compliance 
status,  rather  than  waiting  for 
the  customers  to  discover  that 
information  themselves.  B 


Interoperability  alliance 
closes  its  doors 


BY  JIM  DUFFY 

FRAMINGHAM,  MASS.  — 
After  almost  three  years  of 
ambiguous  intentions  and 
questionable  impact,  the  Net¬ 
work  Interoperability  Alliance 
(N1A)  is  no  more. 

NLA  founders  IBM,  3Com 
and  Nortel  Networks  are  qui¬ 
etly  shuttering  the  effort,  cit¬ 
ing  completion  of  the  group’s 
goals  of  testing  interopera¬ 
bility  of  each  others’  ATM 
products.  A  Multiprotocol 
Over  ATM  interoperability  test 
last  November  was  the 
group’s  last  official  act. 

“We’re  in  the  process  of  ter¬ 
minating  the  formal  agree¬ 
ment,”  says  Lyndon  Ong,  a 
senior  product  manager  in 
Nortel’s  Bay  Networks  archi¬ 
tecture  laboratory. 

The  NLA  was  formed  in  May 
1996  amid  much  fanfare,  as 
chief  executives  from  the 
three  founding  firms  pledged 
to  help  users  simplify,  stan¬ 
dardize  and  enhance  LAN 
deployment  through  open, 
common  product  interoper¬ 
ability  specifications  and  test¬ 
ing.  The  NLA  said  it  would 
achieve  its  goals  by  defining 
an  open  “system  framework” 
of  standards  —  using  technol¬ 
ogy  from  the  founders  —  by 
which  vendors  could  test 
products  for  interoperability. 

But  observers  viewed  the 
group  as  a  thinly  veiled  cabal 
formed  to  thwart  Cisco’s 
growing  dominance  in  enter¬ 


prise  networking  ( NW,  May 
20,  1996,  page  1). 

Things  began  to  unravel  for 
the  NIA  just  a  year  after  it  was 
formed  when  the  founding 
members  gave  mixed  mes¬ 
sages  on  the  status  of  their 
work.  Also,  the  group  under¬ 
mined  itself  by  reversing  its 
stance  on  ATM  routing,  and 
when  a  high-ranking  official 
from  a  founding  company  said 
the  NIA  was  not  addressing 
user  needs  {NW,  May  5,  1997, 
page  1). 

Meanwhile,  analysts  said  the 
group  had  no  impact  or  influ¬ 
ence  on  user  purchases  or 
industry  standards. 

Ong  says  the  group’s  tests 
were  intended  for  product 
technicians  and  integrators, 
not  end  users.  “The  interoper¬ 
ability  testing  has  been  very 
successful,”  he  says.  “In  some 
ways,  some  other  parts  of  NIA 
were  inconsistent  or  incom¬ 
patible  with  the  testing  goals.” 

“I  think  we  succeeded  very 
well  in  the  focus  on  the  inter¬ 
operability  testing,”  says  David 
Vaughn,  product  line  manager 
for  campus  switching  at  IBM. 
“We  accomplished  our  goals.” 

As  for  end  users,  “When  our 
customers  put  equipment 
from  members  of  the  NIA  into 
their  network,  the  probability 
of  that  working  and  inter¬ 
operating  effectively  is  much 
higher  than  it  would  have 
been  without  the  NLA,”  says 
Bob  Klessig,  3Com’s  director 
of  enterprise  technologies.  3 
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of  Hypercommerce 


ow  friendly  is  your  company?  Do 
you  have  good  relationships  with 
the  people  and  organizations  that 
make  up  your  marketplace?  If  you 
don’t,  you  should  start  building 
them  right  away.  And  the  reason  is 
to  prepare  for  Hypercommerce. 

In  this  Signature  Series  Issue  of 
Network  World,  you  have  read 
about  electronic  commerce.  But 
e-commerce  is  something  that 
happens  on  the  “skin”  of  the  com¬ 
pany.  When  you  carry  e-commerce 
practices  into  the  processes  of  the 
company,  you  create  something  far 
more  profound  —  an  electronic 
business. 

The  one  crucial  message  to  take 
away  from  this  entire  issue  is: 
Electronic  business,  in  its  broadest 
scope,  is  all  about  relationships. 

For  example,  Federal  Express 

realized  that  by  giving 
customers  online 
access  to  shipping 
services,  it  could  pro¬ 
vide  better  service  at 
a  lower  cost.  But  in 
the  process,  FedEx 
did  something  alto¬ 
gether  more  impor¬ 
tant:  It  locked  in  the 
customer,  because  as 
soon  as  a  few  people 
in  an  organization  are 
using  the  Fedex 
InterNetShip  system, 
ivt  /\  tv  rv  it  wyi  be  hard  to  change  carriers. 

GIBBS  Computer  product  retailer 

NECX  achieves  an  even  more 
profound  customer  relationship. 

It  offers  a  corporate  purchasing 
system  under  which  it  essentially 
takes  over  the  function  for  the 
customer.  Try  moving  a  large  cor¬ 
poration  away  from  that  service 
after  a  few  months. 

Both  of  these  companies  offer 
cooperation  that  swiftly  turns 
into  commercial  handcuffs. 

A  relationship  can  also  be 
forced  upon  you.  For  example, 
Microsoft  requires  resellers  to 
deploy  Microsoft  Site  Server  and 
use  the  included  MS  Market  soft¬ 
ware  to  establish  a  “pipeline”  for 
passing  ordering  information  back 
and  forth. These  are  handcuffs  you 
have  to  slip  on  if  you  want  to  play. 

Regardless  of  how  the  relation¬ 
ships  came  to  be,  there  is  a  poten¬ 
tial  downside. As  more  organiza¬ 
tions  are  linked,  we  create  a  risky' 
new  business  environment.  In  this 


environment,  the  product  and  data 
pipeline  length  (that  is,  the  time  it 
takes  to  move  an  item  from  one 
end  of  the  pipeline  to  the  other) 
must  be  shortened  as  much  as 
possible  —  the  competitive  mar¬ 
ket  demands  that  this  be  opti¬ 
mized  as  much  as  possible. 

But  now  we’re  really  intimate: 

If  you  fail  to  deliver  a  batch  of 
parts  to  me,  I’ll  fail  to  deliver  a 
dozen  assemblies  to  him,  and  he 
will  fail  to  deliver  a  score  of  units 
to  her  and  ...  do  you  get  the  pic¬ 
ture?  Small  events  at  one  point  in 
the  mesh  of  high-speed  relation¬ 
ships  will  cause  markets  to  desta¬ 
bilize  incredibly  quickly. 

Welcome  to  the  quasi-stable, 
chaotic  market  of  the  future  — 
the  world  of  Hypercommerce. 

And  note  that  I  wrote  “market” 
not  “markets”  —  in  this  future,  all 
markets  become  interrelated 
because  the  high-speed,  shortest- 
path  relationships  create  depen¬ 
dencies  that  didn’t  exist  when 
things  moved  slower.  We’ve 
already  seen  early  examples  of  this 
effect:  When  a  factory  that  makes 
epoxy  for  chip  fabrication  bums 
down  in  Korea,  PC  prices  in  the 
U.S.  rise  in  a  matter  of  weeks. 

In  the  future,  a  hiccup  in  a  top- 
level  router  in  Des  Moines  could 
delay  an  electronic  funds  transfer 
for  the  payment  of  a  shipping  bill 
for  steel  from  Beijing  to  a  coal 
mine  in  England.This  could  block 
funds  for  buying  power  being  pro¬ 
duced  in  Turkmenistan  and  cause  a 
power  brownout  in  Beijing,  all 
within  a  matter  of  minutes. 

I  suggest  one  of  the  biggest 
challenges  for  IT  and  business 
planners  in  planning  for  Hyper¬ 
commerce  will  be  how  to  build 
intimate  relationships  while  main¬ 
taining  insulation  from  the  com¬ 
merce  tsunamis  that  will  arise. 

The  answer,  I  believe,  is  counter¬ 
intuitive:  Build  more  relationships. 
The  most  stable  organizations  in 
the  Hypercommerce  world  will  be 
so  well-connected  that  when  one 
relationship  causes  a  problem 
there’s  not  just  one  but  a  score  of 
alternatives. 

Let’s  return  to  my  first  question: 
How  friendly  is  your  company? 

Make  friends  at  nwcolumn® 
gibbs.com  or  (800)  622-1108, 
Ext.  7504. 


CHRIS 
NERNE Y 


Time  to  fly  Since  its  debut  on  Nov.  4, 1996, 

I  have  written  117  'Net  Buzz  columns.  While 
a  small  handful  of  these  tumbled  out  rela¬ 
tively  effortlessly,  the  majority  required  quite 
a  bit  of  work. 

But  the  one  you're  reading  now  has  been, 
by  far,  the  hardest  to  write,  for  this  (insert 
choked  voice  here)  is  my  final  Buzz. 

I'm  leaving  Network  World  for  internet 
com,  where  I  will  write  a  daily  online  col¬ 
umn  that  will  appear,  starting  today,  on  the 
company's  Internet  Stock  Report  Web  site 
(www.internetnews.com/stocks).  The  new 
column,  called  the  Mid-Day  Report,  fea¬ 
tures  my  take  on  Internet  stocks,  initial  public  offerings  (IPO),  ven¬ 
ture  capital  and  other  Internet-related  financial  news. 

It's  truly  a  tremendous  opportunity  for  me,  one  I'm  really  looking 
forward  to.  Unfortunately,  it  comes  at  a  great  cost  —  giving  up  this 
column,  which  I  started  more  than  two  years  ago. 

And  it's  amazing  what  changes  the  Internet  has  seen  in  that 
brief  time. 

The  first  'Net  Buzz  cited  "the  poor  market  conditions  for  Internet- 
related  companies."  Today,  of  course,  Internet  IPOs  explode  out  of 
the  blocks  with  such  regularity  that  it  is  the  rule  rather  than  the 
exception.  I've  said  this  before,  I'll  say  it  again:  Mandatory  steroid 
testing. 

In  the  Jan.  6, 1997,  'Net  Buzz,  a  financial  analyst  whose  name 
I  will  not  mention  out  of  compassion  and  common  decency  pre¬ 
dicted  that  "push  technology  is  going  to  be  huge.  Marimba,  PointCast 
BackWeb  —  you'll  continue  to  hear  a  lot  about  these  companies." 

Well,  we've  also  heard  a  lot  about  the  Titanic  in  the  past  two 
years.  And  push  —  or  at  least  the  notion  of  push  as  a  revenue¬ 
generating  technology  —  was  headed  for  the  ocean  floor  even 
before  Leonardo  DiCaprio. 

BackWeb  now  refers  to  itself  as  a  "competitive  intelligence"  com¬ 
pany.  PointCast  bailed  out  of  an  IPO  last  year  and  now  resides  in  the 
"Where  are  they  now?"  file.  And  Marimba,  long  after  its  hype  peak 
crested,  last  week  announced  its  own  plans  to  go  public.  Three 
words:  Davy  Jones'  locker. 

Enough  of  the  trip  down  memory  lane;  it  merely  prolongs  the 
inevitable. 

Without  boring  you  too  much,  I  would  like  to  thank  Network 
World  Editor  in  Chief  John  Gallant  for  coming  up  with  the  idea  of 
'Net  Buzz  and  for  entrusting  me  with  its  development.  I'll  never 
forget  the  day  Gallant  assured  me  that  'Net  Buzzwas  the  perfect 
vehicle  for  my  short  attention  span,  shallow  level  of  knowledge  and 
sophomoric  wit.  I'd  like  to  think  that  I  more  than  exceeded  those 
expectations. 

I'd  like  to  thank  the  Network  World  news  editors  who  let  me  do  my 
own  thing  (against  their  better  judgment)  and  the  copy  desk  for  turn¬ 
ing  occasionally  shoddy  and  often  libelous  copy  into  readable,  nonliti- 
gious  material. 

And  despite  his  recent  desperate  bid  to  out-cool  me  by  running  a 
picture  of  himself  with  sunglasses,  I'd  also  like  to  thank  my  friend 
Mark  Gibbs,  whose  inestimable  weekly  presence  on  this  page  scared 
me  into  doing  the  best  work  I  possibly  could.  For  the  last  time,  we 
were  not  separated  at  birth. 

Most  of  all,  I'd  like  to  thank  all  the  readers  of  'Net  Buzz.  I  tried  my 
best  to  keep  the  column  informative  and  entertaining.  Your  feedback 
—  supportive  and  critical  —  was  invaluable  in  guiding  me. 

(I  know  this  is  sort  of  maudlin,  but  let’s  see  you  speak  at  your  own 
funeral.  I  doubt  it  would  sound  like  Evening  at  the  Improv.) 

I've  loved  writing  'Net  Buzz,  and  I've  loved  working  at  Network 
World.  I  will  miss  both.  Please  keep  coming  back  to  this  space.  Next 
week  you  will  meet  my  more-than-worthy  successor. 

See  you  in  cyberspace.  Remember:  Buy  low,  sell  high,  don't  spam. 

You  can  find  me  at  cnerney@internet.com. 
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